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” Penomelrie MICROMETRIC CARBON PAPER 


offers these 


_ FIVE EXTRA SALES FEATURES! 


—_— 





HEN you stock the Webster 
line, you have the edge OTHER STARS 
over competition in more ways IN THE WEBSTER LINE 
than one. You are carrying 
nationally advertised pro- 





ducts withanacceptance built CARBON PAPERS 
up for a period of nearly 50 ° * 
years. You are enjoying the MultiKopy 
fullest cooperation of the Web-Star* 
entire Webster organization. te 
But in addition, you have ex- Old Oak Tree 
clusive right to these five # Furnished with or without the 
extra sales features of Mi- Spee eee 
rometric Carbon Paper: 
. TYPEWRITER RIBBONS 
MICROMETRIC makes neater typing easy, 
1. thanks to the vertical scale. Star Brand 
MICROMETRIC assures uniform margins at 
2 top and bottom of letters and reports. O. K. Brand 
3. MICROMETRIC can be removed more quickly Hub Brand 
by the vertical scale. 
4 MICROMETRIC helps keep the stenographer's B attleship 
® hands clean when removing carbon. 








5 MICROMETRIC saves money. It’s a quality 
® product that wears longer. It’s patented. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 





Office Appliances 


(To the World's Principal Market Places) 


Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Fuank- 

linville, N. Y., 1904; The Office Appliance Journal, Chicago, 

1905; Business Equipment Journal, Chicago, 1908; Office Out- 

fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


Evan Johnson, President; D. C. Miller, Vice-President and Western Adver- 

tising Manager; John A. Gilbert, Secretary and Business Manager; C. F. 

Malatesta, Treasurer; Ww. S. Lennartson, Associate Editor; Nevin Gage, 

Associate Editor; rs E. Meason, Assistant Editor; W. P. Mudgett, Circu- 

lation Manager; C. Wallsten, Copy Department Manager; Otto Kney, 

Service Bureau SAR. H. W. Martin, Special Representative for South- 
ern California at Redondo Beach. 


NEW YORK OFFICE: 
418 Pershing Square Bldg., 100 E. 42nd St. Phone Ashland 4-8319. 
C. H. Everly, Eastern Manager; G. C. Wheeler, Assistant Eastern Manager. 


Vol. 67 April, 1938 No.4 


Features 








Trade Agreements in the Making... ree . 13 
Why Write When We Want to Sell...................... 15 
Complaining Customers ..................-... pane cae 17 


Store Modernization Achieves Improved Display 


ad MI asic seit Soke 18 
Factors That Help Stores Attract Trade. a Po 20 
Share in the Profits Offered by Intercommuni- 

FE RD ED Ne 22 
Winstead’s Way of Building Fountain Pen Sales 24 
PE BR ores eebddicane eden oa 
Churches Are Prospects for Office Machines. bene 27 
Cater to Furniture Buyers’ Desires.......................... 28 
Confidence Is Related to Furniture Sales................ 29 
Hall’s of Topeka Celebrates “Fifty Years of Leader- 

BMS Lis cuteness alge ata omen Qed oie taracka a -ee Oe em 44 
Wood and Frost to Head Esterbrook................. 48 
Seen and Heard in Southern California................ $51 
James Ward, Jr., Goes to Remington Rand............ 62 
Whittemore Ambassadoring for Bates................ 108 
Northwest Travelers Notes. oy a agave ee 
Remington Rand Workers Appeal to President ‘Against 

TUNER ooo. 2 sch ose a ae iso LAE Sickie Hd 130 
Staxonsteel Receives High Test Rating............... 134 
Shreiner Uses Trailer Showroom..................... 146 
Ce rae Fe oS hs as PRR 149 
“WR OStV ECO! THSOIFRUIOME o o5cas 5 5 Seek lates Uv neta 

DEPARTMENTS CLASSIFIED NEWS 
Calendar of Industry Activities 10 Ol’ Doc Stork 130 
Editorial Pe aL: 32 Other Lands, In 46 
Excuse Us, Please 49 Passed Away 74 
Guest Book . Lsastbacwonh . 49 Weddings 130 
Here and There..... ; bee shta niece Adding Machines 170 
Meetings, Dinners, Conventions... 52 Business Opportunities 10 
National Stationers Assn. News.... 58 Furniture . 170 
National Typewriter & Office Ma- Exports . x 

chine Dealers Assn. br Other Machines 170 
New Machines and Devices 36 Patents 11 
News and Miscellany : . 48 Pens and Pencils 169 
Office Furniture, Wood and Ribbons and Carbons 170 


Steel ‘ aes - 28 Typewriters 170 





3 


{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{|“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
COPYRIGHT. Contents 
covered by Copyright, 1938, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. 


customers. They do, however, 
A 
Acco Products, Inc. 74 
Ace Fastener Corp. . 92 
Acme Safe Co. hi 178 
Acme Staple Co. : 174 
Adams, Henry T., Mfg. Co. 175 
Aigner, G. J., Co. 147 
Allen & Co. 17 
Allen-Wales Add. Mach, Corp...175 
All-Steel-Equip. Co 76, 77 
Alma Desk Co. 167 
American Can Co. ; 94 
Amer. Number. Machine Co.....179 
Amer, Writing Machine Co. 151 
Ames Supply Company 147 
Armstrong & White 174 
Art Metal Construction Co. 99 
Art Steel Co., Inc.... 168 
Artility Metal Products, Ince.....106 
Autmtc. File & Index Co. 152 
Autopoint Company 121 
B 
Bankers Box Co. 64 
Bankers & Merch. Stamp Wks.171 
Barkley, C. L., & Co........ 161 
Bassick Company 115 
Bates Manufacturing Co., The..113 
Beach Publishing Co. 165 
Bentson Mfg. Co. 175 
Better Packages, Inc. 179 
Bickett, L. M., Co. me hy f | 
Blaisdell Pencil Co. 159 
Bright Chair Co. 141 
Bristow, Stanley R. SiS 176 
3rowne-Morse Co. 179 
Cc 
Cel-U-Dex Corp. iy | 
Clarotype Co., The 130 
Clip-On Corp. are 
Cloyes Gear Works 177 
Codo Mfg. Corp. 178 
Collier-Keyworth Co. 152 
Columbia Rib. & Car. Mfg. Co...139 


Columbia Steel Equipment Co... 93 


Comptodesk 
Cook, The H, C., Co. 141 
Corona Typewriter 61 
Corry-Jamestown Mfg. Corp. 

; 116, 17 
Cramer Air-Flow Chairs 138 
Crown Ribbon & Carbon Co.....165 
Cushman & Denison Mfg. Co...177 

D 

Darnell Corp. 173 
Dawn Mfg. Corp., The 149 


Dick, A, B., Co. D9 


Doppelt, Charles, & Co. 150 
Downey, C. L., Co. 158 
Duplicator Supply Corp. 174 
E 
Eagle-Ottawa Leather Co. 80 
Elliott Address. Mach. Co. 148 
Elliott-Fisher Back Cover 
Esterbrook Steel Pen Co. 100 
Evansville Desk Co. 129 


Ever Ready Calendar Mfg. Co... 86 
F 
Faber, A. W., Inc 85 


Fastener Corporation 166 





offer their services in resolving any disagreements which 
through the journal. 
Faultless Caster Corp. 175 L 
F. B. Mfg. Co. 175 Leopold Co., The. 148 
Fritz-Cross Co., The Loose Leaf Metals Co. 172 
Fulton Specialty Cx 154 Lyon Metal Products, Inc. 162 
G ‘se : - . 
Gaylo Mfg. Co. _ Manifold Supplies Co. ws 
Geneva Fireproofing Co. 63 ee ' ni 
OA a si Markwell Mfg. Co. oss 
Globe-Wernicke Co. Bi ane Marvel Scale Co. = 
Graff, Geo. B., Co. ¢ nen Masta, Frank, . Co. 133 
a ae ad Meilink Steel Safe Co. 108 
ec ae ae 2 Metal Office Furniture Co. 140 
cetacean eee 174 
Methodes .......... 178 
- Meyer & Wenthe... 177 
H. A. Ink Eradicator Co 176 Milwaukee Chair Co. 82 
Hall-Welter Co. 149 Mimeograph, The 59 
Hanson Scale Co 171 Minnesota Mining & Mfg. Co... 73 
Harding, Milo, Co., Ltd. 158 Mitchell Binder Co. 129 
Harriman-Welts Products Co...175 Mittag & Volger, Inc. 91 
Harter Corporation, The 143 Mohican Pencil Co. 145 
Heyer Corporation 181 Monroe Calc. Machine Co. 75 
Higgins, Charles M., & Co. 153 Moore Push-Pin Co. 177 
High Point Bd. & Chair Co. 137 Morse, J. S., Typewriter Co.....179 
Hotchkiss Sales Co 138 Munson Supply Co. 172 
Murphy Chair Co. 112 
, Myrtle Desk Co. 136 
Imperial Desk Co 151 
Imperial Mfg. Co. 62 N 
Imperial Methods Co. 118 Nat’l Brief Case Mfg. Co... 142 
Indiana Cash Drawer Co. 83 Nat’l Business Show Co. -132 
Indiana Desk Co. 159 Nat’! Engraving Co. 176 
Ink Specialties Co. 169 Nat’l Vulcanized Fibre Co. 171 
Invincible Metal Furniture Co...131 Neva-Clog Products, Inc. 104 
Neverknot Co., The.... 174 
J New Indiana Chair Co. 159 
Jasper Chair Co. 78 Niagara Duplicator Co. 144 
Jasper Desk Co. 156 North Star Furniture Corp.......134 
Jasper Office Furniture Co. 133 oO 
Jasper Seating Co. aie Oakville Company 123 
Old Town Ribbon & Carbon Co. 65 
K Oxford Filing Supply Co. 96 
Keen Manufacturing Co 125 
Kellogg, A. W., Sales Co. 179 P 
Kilian Mfg. Corp. 167 Pacific Cb. & Ribbon Mfg. Co... 71 
Kletam Mfg, Co. 168 Par-Brook Mfg. Co., The.. 137 
Koh-I-Noor Pencil Co., Inc. 179 Parrot Speed Fastener Corp.....102 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 








result 


Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


from relations established 


Peerless Key-Imperial Mfg. Co. 62 


Peerless Steel Equip, Co............. 155 
Pelouze Mfg. Co...............-... 145 
Perfect Rub. Seat Cush. Co....... 175 
Phillips Process Co...................-. 146 
Ce Lt ere | 
Polaroid Lighting, Inc.......110, 111 
Pronto File Corp..........-.....--- 72 
Pratt Go., "Tee... LTE 
Q 
Quality Park Envelope Co......... 84 
GIR, Fe Snail 
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Reliable Tw. & A. M. Corp.....178 


Reproduction Equipment Corp...128 


Rishel, J. K., Purn, Co........... 161 
Us RS ae) > ee eee 174 
Rockwell-Barnes Co. ........... ~ae 
Ronald Steel Products Corp.......177 
Royal Metal Mfg. Co...... 7 | 
Royal Typewriter Co...................180 
Ss 
Scat, Dr., Chemical Co.... 179 
Schwab Safe Co., The.................. 172 
Security Steel Equip. Corp.......105 


Shaw-Walker Co.......87, 88, 89, 90 
Sheppard, C. E., Co......-........-.---- 126 
Sherman-Manson Mfg. Co......... 101 
Shipman-Ward Mfg. Co. ............ 162 
Sikes Co., Inc., The.......... sence 119 
Smith, Bradner, & Co............... 169 
Smith, L. C., & Corona 
TWDOWTIUEIS TIE; nnisecccass ccs 61 
Speed Key Mfg. Co.............-.-. 176 
Speed-O-Print Corp............. 163, 164 
Spencerian Pen C0.........c---.-.--.-+- 97 
Stationers Loose Leaf Co...........130 


Stationers Manufacturing Co...179 
Stein Bros. Mfg. Co. ............-.<.. 170 
S. Johns Table Co... 157 
oy am: oe Pn > eee 160 
Sturgis Posture Chair Co.......... 149 


Sundstrand . Back Cover 





= 
Technygraph, The 179 
Tell City Desk Co.... ...154 
TORMClty MIG. GO. .occccccccenccsiceese: 177 
Toledo Metal Furniture Co...... 155 
Triner Scale & Mfg. Co...... 156 
Troy Sunshade Co. ...................---109 
Tresee TRIE: (ccc. 3S 
Turner & Harrison Pen Mfg. 
RSs sxccaei at Dee 174 
U 
Underwd. Elliott-Fisher..Back Cover 
U. S. Tw. Ribbon Mfg. Co.....170 
Universal Fixture Corp...............160 
Vv 
Vail Manufacturing Co.............. 107 


Victor Safe & Equipment Co...124 


w 
Wabash Cabinet Co., The..........114 
Warshaw Mfg. Co....................-+- 168 
Wasp Pen Co., Inc., The............ 127 
Webster, F. S., Co............... 2 
Weis Mfg. Co............. 67, 68, 69, 70 
Vi ae Se 135 
Y 
Yawman and Erbe Mfg. Co.......103 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 
Ames Supply Co 1 
Cloyes Gear Works ; 177 
Shipman-Ward Mfg. Co 162 


Adding Machine Rolls & Paper 
Rockwell-Barnes Co 79 
Smith, Bradner, & Co 169 


Adding Machines 
Allen-Wales Add. Mach. Corp. 175 
Monroe Cale. Machine Co 75 
Sundstrand Back Cover 


Adding Machines (Stylus) 
Reliable Typewr. & A. M. Corp 178 

Adding Machines, Rebuilt & Used 
Morse, J. S., Typewriter Co 1 
Pruitt Co., The 176 
Reliable Typewr. & A. M. Corp.....1 


Adding Typewriters 
Underwood Elliott Fisher 


Co Back Cover 


Addressing Machines 
Elliott Address. Mach. Co 148 


Air Conditioning & Ventilation ” 
Ronald Steel Products Corp 177 


Adhesives 
(See Inks, Adhesives, ete 

Arch and Clip Board-Files 
Armstrong & White 
Cushman & Denison 
Globe-Wernicke Co 
Rockwell-Barnes Co 
Shaw-Walker Co 87, 88, 89, 90 


1 
Mfg. Co l 
. 1 


Ash Trays, Office 
Oakville Co. . 123 


Banker’s Note Cases 
Art Steel Co. a 168 
General Fireproofing Co 63 
Globe-Wernicke Co. . 81, 120 
Victor Safe & Equipt. Co 124 


Billing Machines 
Underwood Elliott Fisher 
"Sree Back Cover 
Binders, Catalog and Periodical 
Acco Products, Ine. 7 
Aigner, G. J., Co 147 
Mitchell Binder Co. 129 
Tenacity Mfg. Co. 177 


Binders, Permanent Storage 
Bankers Box Co. . 64 


Binders, String 
Bankers Box Co. 64 


Blank Books 
Rockwell-Barnes Co . 79 


Blotting Paper 
Smith, Bradner, & Co 169 

Blueprint and Plan File Cabinets 
All-Steel-Equip Co. 76, 7 
Art Metal Construction Co. 99 
Art Steel Co 168 
Browne-Morse Co 179 
Columbia Steel E quip. Co ‘ - 93 
Corry-Jamestown Mfg. Corp 116, 117 
General Fireproofing Co .. 63 
Globe-Wernicke Co 81, 120 
Peerless Steel Equipment Co 155 
Shaw-Walker Co 87, 88, 89, 90 
Yawman and Erbe Mfg. Co 103 


Bond Boxes 
Art Steel Co 168 
General Fireproofing Co 63 
Globe-Wernicke Co 81, 120 


Book Cases 

All-Steel-Equip Co 76 

Alma Desk Co 16 
Art Metal Construction Co 99 
Browne-Morse Co 179 
Corry-Jamestown Mfg. Corp.....116, 117 
yeneral Fireproofing Co ¢ 
Globe-Wernicke Co Si; 
Peerless Steel ~eenaney Co ] 
Shaw-Walker Co 7, 88. 80,4 
Wabash Cabinet Co., The 114 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 103 


Book Rings 
Adams, Henry T., Mfg. Co 1 
Oakville Co ; l 
Bookkeeping Machines 
Underwood Elliott Fisher 


CR. cadesesscnsit Back Cover 
Box Letter Files 
Art Steel Co. ; 168 
Globe-Wernicke Co 81, 120 
Rockwell-Barnes Co we i 
Weis Mfg. Co 67, 68, 69, 70 





obligation. 

Brief and Zipper Cases Coin Bags, Trays and Wrappers 
Doppelt, Charles, & Co 150 Art Steel Co 168 
Mashek, Frank, & Co 133 Downey, C. L., Co 158 
National Brief Case Mfg. Co 142 
Stein Bros. Mfg. Co 170 Copyholders 

Acco Products, Inc 74 

Business Shows Dawn Mfg. Corp., The 149 

Nat'l Business Show Co 132 
: ‘ Costumers 

Calculating Devices Peerless Steel Equipment Co 155 

Reliable Tw. & A. M. Corp 178 Royal Metal Mfg. Co 95 
Tell City Desk Co 154 

Calculating Machines 
Allen-Wales Add. & Mch. Corp 175 Cushions and Pads, Chair 
Monroe Cale. Machine Co 75 Bickett, L. M., Co 171 
Sundstrand ...... Back Cover Perfect Rubber Seat Cushion Co.....175 

Polar Mfg. Co ABT 

Calculating Machines, Used Shipman-Ward Mfg. Co 162 
Pruitt Co., The . 176 
Reliable Tw. & A. M. ‘Corp. 178 Cuspidor Mats 

Polar Mfg. Co 157 

Carbon Papers Shipman-Ward Mfg. Co 162 
(See Ribbons and Carbons) 

Cuspidors 

Card Index Boxes and Trays Art Steel Co ~16 
All-Steel-Equip Co 76, 77 
Art Metal Construction Co 99 Dating Stamps 
Art Steel Co. ie 168 Amer. Number. Machine Co. 179 
Sentson Mfg. Co. 175 Fulton Specialty Co 154 
Columbia Steel Equip. Co..... 93 Meyer & Wenthe 177 
Corry-Jamestown Mfg. Corp.....116, 117 Rivet-O-Mfg. Co 174 
Globe-Wernicke Co 81, 120 
Guide System & Supply Co. 122 Desk Bumpers 
Imperial Methods Co. 118 Polar Mfg. Co 157 
Invincible Metal Furn. Co 131 
Metal Office Furn. Co 140 
Peerless Steel Equipment Co. 155 ee a Mfe. ¢ as 
Security Steel nem Corp .....105 we ee ———— oo . 
Shaw-Walker Co. |; = 90 
Warshaw Mfg. Co : 16 Desk Lamps 
Weis Mfg. Co 67, 68, 69. 70 Polaroid Lighting, Inc 110, 111 
Yawman and Erbe Mfg. Co. 103 

Desk Pads 

Cash Boxes Aigner, G. J., Co 147 
Art Steel Co. : 168 Polar Mfg. Co 57 
General Fireproofing Co 63 

Desk Pending-Letters Holders 

Cash Drawers & Tills Acco Products, Inc. 74 

Indiana Cash Drawer Co. 83 
Desk Pen & Ink Sets 
Casters, Caster Bearings, Slides Gregory Ink Co 66 
Sassick Co mae bt, 

Darnell Corp seine (2 Desk Trays 
Faultless Caster Corp eh tO Aigner, G. J., 147 
Kilian Mfg. Corp 167 Art Metal iiameuaiial Ca... .. 99 
Art Steel Co., Inc io 
; Autmate. File & Index Co 152 
pig es -yneg 176 Corry-Jamestown Mfg. Corp 116, 117 
’ “ General Fireproofing Co. mz: “= 
. Globe-Wernicke Co. ..... ee 

Chair Irons , Imperial Methods Co : ..118 
Bassick Co 115 Peerless Steel Equipment. Co. 155 
Collier-Keyworth Co 152 Shaw-Walker Co. 87, 88, 89, 90 
Gilson-Bolens Mfg. Co 134 Weis Mfg. Co 67, 68, 69, 70 

Yawman and Erbe Mfg. Co..... 103 

Chair Mats 
sickett, L. M., Co. . 171 Desk Work Distributors 
Globe-Wernicke Co. . 81, 120 Art Steel Co., Inc............. 168 
Polar Mfg. Co. : 57 Bristow, Stanley R. .......... - 176 
Shipman-Ward Mfg. Co 162 Globe-Wernicke Co 81, 120 

Lyon Metal P roducts, “Ine... 162 

Chairs Polar Mfg Co soeescavseseters 157 
Artility Metal Products, Ine 106 Victor Safe & Equipt Co...... = 124 
Cramer Air-Flow Chairs ..138 Weis Mfg. Co . 67, 68, 69, 70 
Fritz-Cross Company, The ~.153 
Gaylo Mfg. Co. . : a | Desks 
General F ireproofing Co 6 Alma Desk Co . 167 
Harter Corp ’ 143 Art Metal Construction Co 99 
High Point Bd. & Chair Co 137 Autmtc. File & Index Co 152 
Jasper Chair Co 78 Bentson Mfg. Co. 175 
Jasper Seating Co 166 Browne-Morse Co. . ‘ 179 
Lyon Metal Products, Ine. 162 Columbia Steel Equip. Co. 93 
Milwaukee Chair Co. . 82 Comptodesk 146 
Murphy Chair Co 112 Corry-Jamestown Mfg. Corp.....116, 117 
New Indiana Chair Co. 159 Evansville Desk Co. — 1 
Royal Metal Mfg. Co 95 General Fireproofing Co. 

Sikes Co., The 5 ee Globe-Wernicke Co 12 
Sturgis Posture Chair Co................ 149 Imperial Desk Co. ool 
Toledo Metal Furn. Co 155 Indiana Desk Co 1 
Troy Sunshade Co., The .109 Invincible Metal Furn. Co. mami 

Jasper Desk Co li 

Chairs, Folding Jasper Office Furn Co sonal 

Gaylo Mfg. Co 167 Leopold Co., The ; 
tal P = " p Metal Office Furniture Co 1 
Lyon Metal Products, Inc lf Myrtle Desk Co. 136 
North Star Furniture Corp 134 

Chairs (Posture) Peerless Steel Equipment Co 155 
Artility Metal Products, Inc ..106 Rishel, J. K., Furn. Co ...161 
Cramer Air-Flow Chairs ..138 Royal Metal Mfg. Co 95 
Gaylo Mfg. Co 167 Security Steel Equipment Corp.. 105 
General Fireproofing Co &3 Shaw-Walker Co. 87, 88, 89, 90 
Harter Corp. — 143 Tell City Desk Co. wn 54 
High Point Bd. & Chair Co. 137 Troy Sunshade Co., The <<a 
Jasper Chair Co -. 78 Victor Safe & Equipt. Co 124 
Jasper Seating Co ..166 Weis Mfg. Co 67. 68, 69, 70 
Milwaukee Chair Co 82 
Murphy Chair Co. 112 Display Fixtures 
Royal Metal Mfg. Co 95 Universal Fixture Corp 160 
Sikes Co., Inc., The rh 
Sturgis Posture Chair Co 49 acts 
Toledo Metal Furniture Co 155 Duplicating Ink Remover 

Kletam Mfg. Co 16 

, wae a weteire 149 Duplicating Machines 

‘ . 2 Dick, A. B., Co 59 
Duplicator Supply Corp 174 

Check Protectors & Writers, Used Elliott Address. Mach. Co 148 
Pruitt Co., The 176 Heyer Corporation, The 181 
Reliable Tw. & A. M. Corp 178 Keen Manufacturing Co 125 

Mimeograph, The 59 

Checks, Stamped Metal Niagara Duplicator Co 144 

Meyer & Wenthe 177 Rivet-O-Mfg. Co 174 


Shipman-Ward Mfg. Co. ape 
Smith, L. C., & Corona Type 61 
Speed-O-Print Corp 163, 4 
Wolber Mfg. Co. . 135 
Duplicating Machines, Used 
Pruitt Co., The 176 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co ....139 
Dick, A. B., & Co . 59 
Harding, Milo, Co., Ltd 158 
Do a, ee 181 
Ink Specialties Co .. 169 
Manifold Supplies Co 60 
Mimeograph, The 59 
Mittag & Volger, Inc. ..... 91 
Niagara Duplicator Co 144 
Quinlan, Ine. . a 
Shipman-Ward Mfg. Co. ..................162 
Smith, L. C., & Corona Type .. 61 
Speed-O-Print Corp 163, 64 
Technygraph, The Srigwatiwee me 
Victor Safe & Equipt. Co. 124 
Envelope Openers 
Oakville Co ..123 
Envelope Sealers 
Elliott Addressing Machine Co. 148 
Envelopes 
Globe-Wernicke Co 81, 120 
Quality Park Envelope Co .. 84 
Envelopes, Celluloid 
Markilo Co. 176 
as Ink 
Ink Eradicator Co 176 
eh. Corp., The 181 
Erasers, Rubber 
Blaisdell Pencil Co 159 
Koh-I-Noor Pencil Co., Ine 179 
Faber, A. W., Inc... ’ 85 
Oakville Co. ....... ad 123 
Exhibitions, Office 
National Business Show Co 132 
Expense Books 
Bates Manufacturing Co. 113 
Eyelets & Eyelet Fasteners 
Bates Manufacturing (Co. 113 
Markwell Mfg. Co. ; 142 
Rivet-O-Mfg. Co. 174 
File Boxes, Collapsible Sueuites 
Bankers Box Co. ae 64 
Barkley, C. Ta, & C0. ccccccccne- 161 
Globe-Wernicke Co. . 81, 120 
Guide System & Supply Co. 122 
Oxford Filing Supply Co......... . 96 
Pronto File Corp....... i 72 
Weis Mfg. Co. ..67, 68, 69, 7 


File Boxes, Metal 
Art Metal Construction Co. .... 99 


Art Steel Co. 7 168 
Corry-Jamestown Mfg. Corp.....116, 117 
Peerless Steel Equipment Co. 155 
Pronto File Corp. : che 72 
Rockwell-Barnes Co. 79 
Victor Safe & Equipt. Co. 124 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp. 167 
Filing Cabinets, meenmet” 
Shaw-Walker Co. 87, 88, 89, 90 
Victor Safe & Equipt. Co. 124 
Filing Cabinets, Metal 
All-Steel-Equip Co ae eS 
Art Metal Construction Co...... .. 99 
Art Steel Co. 
Autmte 


File & Index Co.. 
Bentson Mfg. Co. .... 
Browne-Morse Co. = 
Columbia Steel Equip. Co. . 93 
Corry-Jamestown Mfg. Corp.....116, 117 
General Fireproofing Co. 63 





Globe-Wernicke Co 81, 120 
Invincible Metal Furn. Co. 131 
Metal Office Furn. Co. 140 
Peerless Steel Equip. Co 155 


Pronto File Corp. 72 


Security Steel ~ eee Corp. 105 

Shaw-Walker Co. , 88, 89, 90 

Victor Safe & Equint Co 124 

Yawman and Erbe Mfg. Co "103 
Filing Cabinets, Wood 

Globe-Wernicke Co. 81, 120 


Imperial we Co. ae 

Weis Mfg. Co. 67. 68, 69, 70 

Yawman and Erbe “Mfg. Co. 103 
Filing Supplies 

Acco Products, Ine. 

Aigner, G. J., Co. 

Art Metal Construction Co. 


THE CLASSIFICATIONS 
(Continued on page 6) 








THE CLASSIFICATIONS 


(Continued from page 


tarkley, C. I & 
Browne-Morse Co 
Corry-Jamestown Mfg. Cort 
General Fireproofing Co 
Globe-Wernicke Co 


Guide System & Supply ( 


Imperial Methods (* 
Metal Office Furniture ¢ 
Oxford Filing Supply C« 
Pronto File Cort 

Quality Park Envelope Ce 


Rockwell - Barns { 
Shaw-Walker Co 8 
Victor Safe & Equipt. C 
Wabash Cabinet Co The 


Warshaw Mfg. Co 
Weis Mfg. Ce 
Yawman and Erbe Mfg. ¢ 


Finger Pads 


Parrot Speed astnr ‘ p 





Folders (See Filir Sup 


Forms, ag Prtd 
M CK 


Stationers 


Fountain Pens 


Autopoint Company 
Esterbrook Steel Pen Ce 
Spencerian Pen Co 
Wasp Pen Ce In 


Gummed Cellulose Tape 
Minnesota Mining & Mf 


Gummed Cloth Rings 
Graff, Geo. B., Cc 


Warshaw Mfg. (¢ 


Gummed Tape Sealers 
Minnesota Mining & Mf 


Hand Cleanser 
Kletam Mf 


Index one atpaaie 
Cock, H. ¢ Int 
Graff, Geo B. Co 
Victor Safe & Equipt. ¢ 


Index Tabs 
Aigner, G. J Co 
tarkley, C. L., & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co 
Guide System & Supply Co 
Markilo Co 
Parrot Speed Fastener 
Shaw-Walker Co 
Victor Safe & Equipt. ¢ 





Inks, Adhesives, Ete 
Harriman-Welts Prod. Co 
Higgins, Charles M., & Co 
Ink Specialties C« 
Rivet-O-Mf Co 
Wasp Pen Ce In 


Inkstands 
Cushman & Denison Mfg. ( 


Leads for memantine Pencils 
Autopoint Compan 
Wasp Pen Co in 


Leather Goods 
Doppelt, Charles, & Co 
Mashek, Frank, & Co 
National Brief Case 

Stein Bros. Mfg. Co 


Leather Upholstered Furniture 


stright Chair Co 
Jasper Chair Co 
New Indiana Chair (Ce 


Leathers, U pholstering 
eagle Ottawa Leather ( 


Letter Trays (See Desk Trays 


Letterheads 
ioners Mfg ( 


Library Equipment 
Il-Steel Equip ( 
Art Metal Construction Ce 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 


Peerless Steel Equipment Co 
Security Steel Equipment Corp 


Shaw-Walker Co 87 


Lighting 
Polaroid Lighting, Inc 


Lockers and Storage Cabinets 
All-Steel-Equip Co 

Art Metal Construction C<¢ 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofin ‘ 
Globe-Wernicke Co 
Invincible Metal I 
Lyon Metal Prodi 
Metal Office F iture 
Par-Brook Mfg. Co 











Security Steel Equipment Corp 


Shaw-Walker Co 87 
Yawman and Erbe Mfg. (x 


Loose Leaf Books & ae 
Adams, Henry T., Mfg. Co 
Aigner, G. J Co 
F. B. Mfg. ¢ 
Sheppard, The €C. E., Co 
Stationers Loose Leaf ¢ 
Tenacity Mfg. Co 
r'russell Mfg. Co 












Loose Leaf Envelopes, Celluloid 
Aigner, G. J., Co 
Markilo Co 


Loose Leaf Metals and Devices 
Adams, Henry T Mfg. ¢ 
Loose Leaf Metals ( 
Stationers Loose Leaf ( 


Tenacity Mfg. Co 


Mail ng yen 





sristow tanle R 
Globe Wernic ke "Co 8 
Victor Safe & Equipt. ¢ 
Map Tacks 
Graff, George B Cr 


Moore Push-Pin Co 


Matched Office Suites 
Art Metal Construction ¢ 
General Fireproofing ) 
Globe-Wernicke Co Ss 
Leopold Co., The 
Royal Metal Mfg. Co 


Troy Sunshade Co The 


Memorandum Books 
Rockwell-Barnes Co 
Trussell Mfg. Co 


Memorandum Devices 
tates Manufacturing Co 
gristow, Stanley R 


Mending Tape 
Minnesota Mining & Mfg. ¢ 
Warshaw Mfg. Co 


Moisteners 
Better Packages, Inc 
Kellogg \ “ Sales ( 
Rivet-O-Mfg. Co 


Numbering Machines 
Amer. Numbering Mach. (« 
Sates Manufacturing Co 


Office Partitions and Railings 
Globe-Wernicke Co 


Pads, Figuring 


Rockwell-Barnes Co 


Paper 
Rockwell-Barnes Co 
Smith Sradner, & Co 


Paper Clamps 
Acco Products, Ine 
Cushman & Denison Mfg. Co 
Esterbrook Steel Pen Mfg. Co 


Paper Clips 

Acco Products, Inc 
Clip-On Corp 
Cook, H. C Co 
Cushman & Denison Mfg 
Fulton Specialty Co 
Graff. George B Co 
a a Co 

Vail Manufacturing Co 


Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co 
Bates Manufacturing Co 
Fastener Corp 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, In« 
Parrot Speed Fastener Corp 
Victor Safe & Equipt. Co 








Paste (See Inks, Adhesives, Ete 


Pen & Pencil Clips 
Oakville Co 


Pencil Sharpeners 
Graff, George B. Co 
Koh-I-Noor Pencil Co In 


Pencils, Wood Cased Lead 
Faber, A. W Inc 
Koh-I-Noor Pencil Co., Ince 
Mohican Pencil Co 


Pencils, Mechanical 
Autopoint Company 
Esterbrook Steel Pen Co 
Wasp Pen Co., Inc 


Pencils, Paper Wound 
Blaisdell Pencil Co 


Pens 
Esterbrook Steel Pen Cx 
Spencerian Pen Co 
Turner & Harrison Pen Mfg. ¢ 


Photo Copying Equipment 
Reproduction Equipment Corp 


Picture Hooks 
Moore Push-Pin Co 


Pins and Pin Containers 
Oakville Co 
Vail Manufacturing Co 


Platens, Typewriter 
American Writing Mach. Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Postal Scales 
Hanson Scale Co 
Marvel Scale Co 
Pelouze Mfg. Co 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Cx 





Publishers 
Methodes 


Ribbons and Carbons 


Carbon & Ribbon Co 





mee — Outfits 


Peerless Steel Equipment Co 











Stands for Office Machines 


Staples and Stapling Machines 





Engraved, Lithogr. 


—— and Transfer Cases 





OFFICE APPLIANCES 


Bentson Mfg. Co 175 
Browne-Morse Co. . 79 
Columbia Steel Equip. Co 93 
Corry-Jamestown Mfg. Corp 116, 117 
General Fireproofing Co. 63 


Globe-Wernicke Co 

Guide System & Supply Co 
Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Peerless Steel Equip. Co 
Pronto File Corp 
Rockwell-Barnes Co 

Security Steel Equipment Corp 
Shaw-Walker Co 87, 88 
Weis Mfg. Co 67. 68 
Yawman and Erbe Mfg. Co 





Store Fixtures 
Universal Fixture Corp 160 


Strong Boxes 
Meilink Steel Safe Co 108 


Swinging Typewriter Stands 


Globe-Wernicke Co 81, 120 
Weis Mfg. Co 67. 68. 69. 70 
Tables 
Art Metal Construction Co 99 
Art Steel Co 168 
srowne-Morse Co 179 
Corry-Jamestown Mfg. Co.....116, 117 
General Fireproofing Co 63 
Globe-Wernicke Co 81, 120 
Lyon Metal Products, Ine 162 
Peerless Steel Equipment Co 155 
Shaw-Walker Co 87, 88, 89, 90 
St. Johns Table Co. 157 
Universal Fixture Corp 160 
Victor Safe & Equipt. Co 124 


Telephone Accessories 


Sates Manufacturing Co 118 
Neverknot Co 174 
Victor Safe & Equipt. Co 124 
Telephone Stands 
Art Metal Construction Co 99 
Art Steel Co 168 
General Fireproofing Co. 63 
Globe-Wernicke Co 81 120 
Peerless Steel Equipment Co 155 
Shaw-Walker Co 87, 88, 89, 90 
Yawman and Erbe Mfg. Co 103 
Thumb Tacks ° 
Graff, George B Co 178 
Moore Push-Pin Co 177 
Oakville Co 123 
Vail Manufacturing Co 107 
Type, Typewriter 
American Writing Mach. Co 151 
Ames Supply Co. 147 
Shipman-Ward Mfg. Co 162 
Typewriter Cleaning Material 
American Writing Mach. Co 151 
Ames Supply Co 147 
Clarotype Co 130 
Mittag & Volger, In 91 
Rivet-O-Mfg Co 174 
Dr. Seat Chemical Co 179 
Shipman-Ward Mfg. Co 162 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Ames Supply Co 147 
Munson Supply Co 172 
Peerless Key-Imperial Mfg. Co 62 
Shipman-Ward Mfg. Co 162 
Speed Key Mfg. Co 176 
Typewriter Cushion Knobs and Bases 
American Writing Mach. Co 151 
Ames Supply Co 147 
Bickett, L. M., Co 171 
Peerless Key-Imperial Mfg. Co 62 
Shipman-Ward Mfg. Co 162 
Typewriter Parts and Tools 
American Writing Mach. Co 151 
Ames Supply Co 147 
Shipman-Ward Mfg. Co 162 
Typewriters, Mfrs. of 
Corona Typewriter 61 
Royal + lage 4 Co 180 
Smith, L & Corona Tws 61 
Underwood TEiliott Fisher 
Cars Back Cover 
Typewriters, Rebuilt and Used 
American Writing Mach. Co 151 
Morse, J. S., Typewriter Co 179 
Pruitt Co... The 176 
Reliable Tw. & A. M. Corp 178 
Shipman-Ward Mfg. Co 162 
Visible Systems ae 
Aigner, G. J ‘o 147 
Art Metal FL near Co. 99 
Automatic File & Index Co 152 
Globe-Wernicke Co. . 81, 120 
Shaw-Walker Co. 87, 88, 89, 90 
Sheppard, C. E.. Co 126 
Tenacity Mfg. Co 177 
Victor Safe & Equipt. Co. 124 
Yawman and Erbe Mfg. Co 103 
Waste Baskets 
American Can Co 94 
Art Steel Co 168 


Corry-Jamestown Mfg. Corp.....116, 117 


General Fireproofing Co 65 
Globe-Wernicke Co. 81, 120 
Metal Office Furniture Co. 140 
National Vulcanized Fibre Co 171 
Peerless Steel Equipment Co 55 
Shaw-Walker Co. 87, 88, 89, 90 





WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


years’ experience selling 
as manufacturer’s sales- 


with fourteen 
desires opening 


TRAVELING SALESMAN 


office supp'ies and equipment 








man to call upon retail dealers. Competent to help dealers | in their 
own sales work. Address D-133, care Office Appliances, Chicago. 
SALESMAN—fifteen years in Texas and Oklahoma with one com- 
pany ealling on stationers, drug and departme nt stores. Commission 
or salary and bonus. Formerly with fountain pen concern of national 
reputation. Excellent references. Address D-135, care Office Appli- 
ances, Chicago. 
SALESMEN WANTED 

SALESMEN WANTED-~—-side line, to sell filing and mailing supplies 


accountants, insurance companies, etc. Ex- 
Liberal commission paid. Write today. 
yourself. Ames Szfety Envelope Co., 


lawyers, 
arrangement. 
about 


direct to banks, 
clusive territory 
Send full particulars 
Boston, Mass. 


sealer! Seals 3,000 
fits, exclusive terri- 
Boston, Mass. 
kinks and pees 
a gy if you sell 


DISTRIBUTORS—Amazing patented envelope 
hourly. Retails $3.00 Defies competition! Big pri 
tory. Offices buy quantities. Red-E, 1027 Journal Bidg., 





RU BBER COVERED device that abolishes 


Sell only 
coils telephone cord out of the way. 


and actually 


to dealers or users. Large profit. Neverknot, Dept. KS-5, 4525 Ravens- 
wood Ave., Chicago. 

IF YOU SELL DIREC T to offices, you can sell our high grade Type- 
writer Specialty profitably. Liberal profit on each sale, Protection 
given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address R-147, care Office Appliances, Chicago. 





bvienaiil: peer Oklahoma. 
including popular fast-selling 
Doppelt Co., 412 Orleans 


th: ear for teil, 
Established advertised line zipper cases, 
toilet and personal kits. Commission basis. 
St., Chicago. 


SALESMAN 


profitable territory in Shenan- 





SALESMAN wanted to work attractive 

doah Valley, Virginia, on salary and/or commission. References re- 
quired, but treated confidentially. Address R-143, care Office Appli- 
ances, Chicago. 

WANTED: SIDE LINE SALESMEN ealling on office, school and 
janitor supply houses to represent manufacturer of an exceptionally 
fine line of waste barrels. Patented features; create interest when 
shown and sales are made readily, Commissions liberal. Territories 
open: New England, New York City vicinity, Southeastern States, 
Rocky Mountain, Southwest, Pacific Coast. Address R-151, care Office 
Appliances, (¢ whic ago. 

SALESMEN W ANTED In all territories of U. S. for complete line 
of liquid type duplicators and supplies. Protected territories, liberal 
commission basis. Address R-152, care Office Appliances, Chicago. 
REFUTABLE EASTERN CORPORATION specializing in Locse Leaf 


Books, has opening 
ct to the consumer. 
Address R-155, 


line of Visible Record 
men, selling dir 
Liberal commission. 


including a full 

Appliance 
time basis. 
Cc hicago. 


Equipment, 
for experienced Office 
Either full or part 

care Office Appliances, 





central, western, northern and southern states 
of stencil duplicating supplies. Liberal financial 
who qualify. Address R-146, care Office Appli- 


SALESMEN covering 
to handle complete line 
arrangement to those 
ances, Chicago. 


SALES MANAGER WANTED 
comer with national dealer 
furniture, systems and 
qualifications and 
Office Appliances, 


SALES MANAGER WANTED—Young man, 
experience, sales and advertising in steel office 
visible. State in confidence full particulars, age, 
salary wanted, First letter. Address R-150, care 
Chicago. 


MECHANICS WANTED 


in Central West has opening 

typewriter mechanic salesman. 

i Good salary and com- 
Chicago. 

edding machine 
Chicago. 


WANTED, typewriter dealer 
machine and 
with sales ability. 
Office Appliances, 


MECHANIC 
for first class adding 
Neat in appearance, steady, 
mission. Address R-144, care 
MEC HANIC Ss W AN’ TED—typewriter mechanic, also 
mechanic. Pruitt Corporation, 172 North La Salle St., 





TYP EW RI TER MECHANIC WANTED by Chicago dealer. 
nection for the right man. Address R-153, care Office 
Chicago. 


Good con- 
Appliances, 


— 


REPRESENTATIVES AVAILABLE 
Established dealer cpen for a com- 
commission or out-right purchase. 

Chicago. 


FOR CHICAGO and Middle West. 
plete line of printed envelopes, on 
Write D-136 care Office Appliances, 


MANUFACTU RERS’ REPRESENTATIVE traveling Ohio, Michigan, 


Indiana and Kentucky is in position to take good care of one addi- 
tional line. Will consider anything in stationery, files or filing sup- 
plies. Long experience calling upon the trade. Send particulars to 
D-134, care Office Appliances, Chicago, 


REPRESENTATIVES WANTED 


MANUFACTURER of high ares and complete line of carbon papers 
and inked ribbons is interested in securing exclusive distributors for 
the following states: Mississippi, Louisiana, Missouri, Kansas, Nebraska, 
Oklahoma and the Pacific Coast States. Must have aggressive sales 
force and be financially responsible. Full factory cooperation. Our 
representatives are advised of this advertisement. Address R-148, care 
Office Appliances, Chicago. 

desire contacts throughout United 


M ANUF AC TU RERS AGENTS—-We 


States with manufacturers agents calling on office appliance dealers. 
High grade device, nationally used. Liberal commission. R-149, care 
Office Appliances, Chicago, 


grade office appliance nationally weed seeks 
non-competitive specialty to users in large 
steady sub- 


MANUFACTURER high 


sales agents selling similar 





cities. Valuable, exclusive franchise. Opportunity add 
stantial earnings to present income. References R-154, care Office 
Appliances, Chicago. 

FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES Fountain Pens, Desk “Pens, 
‘“Vakuum” Pens, Pencils, etc. Repaired at standard prices, Mail all 


(Established 1904.) We fea- 
Welty Pen and Repair Co., 


makes to ONE place for better service. 
ture Gold Pen Points and Repairing. 
38 South State St., Chicago. 


ADDING MACHINE PARTS, TYPE, ETC, 


NEW PRICE ST of 


adding machine parts, vibbous and ine now 
ready. Send Fon yours. The Pioneer Adding Machine Parts Man 
I. A. Dehn, Jr.—1450 102d Avenue, Oakland, Calif. 
aM 


SAL ES L LETTERS | 





LETTERS W ILL “BU IL D SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
New Mexico. 


FOR SALE AND WANTED TO BUY 
EL ry 10T T-FISHE R M AC HIN IES Burroughs eon 
Machines—Calculating Machines—bought and _ sold. 
Appliance Co., 533 South Dearborn, Chicago. 


Adding 
Office 


Hopkins 
Chicago 


“e inch carriage, 


Ww ANTED, THREE REMINGTON Mode “21 machines, 

back paper feed, with either Standard Gothic Billing, or Modern 
Gothie Billing, or Modern Double Gothie Bil‘ing type. Rough condi- 
tion, but complete as to parts. Advise best cash price, Box R-145, 


eare Office Appliances, Chicago. 


Remington Account- 
State model, 
International 


MOON HOPKINS, Elliott-Fisher, 


and everything in the office machinery line. 


BURROUGHS, 
ing Machines, 








serial number and we will quote highest cash prices. 
Office Appliances, Ine., 326 Bro adway, New York City. 
ELLIOTT-FISHER Mac hine s, Adding Machines, C omptometess; Bur- 


office machines 
Milwaukee, Wis. 


Typewriters and all 
3rd St., 


Monroe Calculators, 


roughs and 
Teeter-Warsh Co., 849 N. 


bought and sold. 





BU RROUG HS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kar- 
dex. All types office machines bought and sold. Fort Pitt Typewriter 








Co., 644 Liberty Avenue, Pittsburgh, Pa. 
FOR SALE—3 hand Barretts; 2 elec. Barretts; 2 hand Victors, 
10 col. wide, serial 210000; 2 hand Victors, 10 col, wide, subt.; 20 


Wales; Burroughs, 7 col. visible and 10 col. ™%4 frac. elec AC motor; 








6 Allen-Wales heavy pa elec. at particularly attractive prices. 
Allen-Wales, 209 W. Jackson Blvd., Chicago, IIl. 
ELLIO" rT -F ‘ISHE R machines, typewriters, adding machines—all office 


equipment, bought and sold. W. J. Crowley Company, 434 Caswell 








Bldg., Milwaukee, Wis. 

ADDRESSOG RAP HS, Duplicators, Dietaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money 
Making Circular, Pruitt, 527 Pruitt Bldg., Chicago. 
DICTAPHONES, EDIPHONES—all models, select machines, prompt 


Sole distributor rights to our Clear- 


deliveries, profit-making prices. 
American Dictating Machine 


tone cylinders being granted to dealers. 
Co., 1141 Broadway, New York City. 


SU PPLIES—headquarters—machines 
Write us. Chicago Dictating Machine 





DICTAPHONES, EDIPHONES, 
bought, sold—-Wholesale, Retail 
Co., 19 S. Wells St., Chicago. 





DICTATING MACHINE RECORDS and parts. Write for list. Dictating 
Machine & Record Company, 527 S. Seventh St., Minneapolis, Minn. 


KARDEX, AC ME, 
types bought and 
operation to dealers. 


York City. 





POSTINDEX, ete., visible filing equipment of all 
sold. We specialize in this field and offer full co- 
Commercial Card System, 401 Broadway, New 


DEALERS desiring a fast and ‘Felleble source of sunely for 
order cushion mounted rubber stamps write for catalogue. 
discount. Hastings Rubber Stamp Works, Hastings, Nebr. 


made-to- 
Liberal 





MULTIG RAP H RIBBONS remanufactured. Duplieator 1 inks and type- 
writer ribbons Established over ten years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 





OFFICE 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 





o 
EXPORTS 
7763 
Duplicating 7770 
Machines, Standard 
Parts, Typewriter 
Ete New 
Countries Value No Value 
Austria $s 532 71 $ 7,637 
Azores & Madeira Islands 2 144 
Belgium 2 399 117 8,038 
Czechoslovakia 191 13,629 
Denmark.... 42 2.633 
Estonia ase 30 2,250 
Finland. . ee 25 1,764 
France = 6.969 1.098 70,032 
Germany . os Léf 1 75 
Gibraltar... . ° 1 149 
Greece ee 16 1,179 
Hungary. — 7 261 
Iceland. 1,190 3 224 
Ireland....... ; 13 781 
Italy... ae s 401 
Lithuania. . 11 764 
Malta, Gozo and Cyprus 
Netherlands 2,280 194 14,870 
Norway 463 77 4.903 
Poland and Danzig... 26 1,427 
Portugal. : ; 59 4,460 
ae re = 40 3,288 
U R. (Russia 
Sanden ; ‘ 19% I85 20,951 
Switzerland. ; 871 331 24,659 
United Kingdom 11,361 2,105 153,595 
Yugoslavia ‘: rb ELS 56 3,453 
Canada. . : ‘ 9,828 98 7,634 
British Honduras. . 26 1 69 
Costa Rica Be 62 2 72 
Guatemala. . ; 111 24 1,936 
Honduras... a a i $511 2 198 
Nicaragua. . ; Reo e 14 se 
Panama... : 74 16 1,080 
Panama Canal Zone.... 6 479 
Salvador... babinecagse 540 § 368 
Mexico..... ‘ 3,200 199 14,095 
Newfoundland & Labrador 77 6 450 
Bermuda.... . , $ 327 
Barbados... . ; ‘ . — 
Jamaica... 6 450 
Trinidad and Tobago. 37 14 1,055 
Other British West Indies 7 379 
Cuba. . 1,210 47 3,267 
Dominican Republic 18 15 1,105 
Netherland West Indies 16 7 500 
French West Indies... 4 332 
Haiti. ; : 45 4 389 
Argentina........... ; 6,795 601 41,670 
Bolivia. . 21 3 337 
Brazil. . ar ee Saad 481 75 »,781 
I belie os ica bs aeee 2,495 9 713 
Colombia... 116 28 2,130 
Ecuador..... “ee 198 34 2.992 
British Guiana. “ee ee 1 75 
Surinam... . sia , 6 354 
French Guiana. . . 1 72 
0 eee aie 457 32 2,396 
Uruguay.... 12 900 
Venezuela 690 120 9,713 
Aden. . Sie 2 148 
British India 612 514 26,441 
go ee Malaya.. 22 153 4.358 
yeylon..... we 
C hina. 3 219 
Netherlands Indies 116 60 3,747 
French Indo-China 31 2,193 
Hong Kong... 
a > 58 4,628 
ee ; 1,607 8 600 
Kwantung.... ‘ 1 75 
ee 72 4 268 
Teer , 22 2,529 
P "ilippine Islands 257 34 2,307 
Siam 19 1,494 
Syria. . 
Turkey . 269 21 1,497 
Other Asia. 15 1,106 
Australia cae 1,211 306 13,785 
British Oceania 
French Oceania. ' 
New Zealand...... ; 89 31 2,154 
Belgian Congo...... 3 195 
British East Africa 8 474 
Union of South Africa 368 121 8,273 
ery British South Africa 111 
Gold Coast = 5 375 
Nigeria. 2 139 
Other British West Africa 1 77 
ere 30 2,009 
SP eee 7 494 
Madagascar. . 12 879 
Other French Africa 11 906 
Liberia... . 30 
Morocco 23 1,741 
Mozambique : 3 345 
Other Portuguese Africa 15 974 
Canary Islands. . 98 
Total... : $62,710 7,822 $527,513 
Shipments to: 
Hawaii.... $ 2,248 62 $ 4,541 
Virgin Islands : 
7775 
7774 lype- 
Used and Rebuilt writer 
Typewriters Parts 
Countries No. Value Value 
Austria...... ap 70 $ 2,204 $ 114 
Belgium.... : 82 1,180 
Czechoslovakia 5 66 
Denmark... ; 328 
Finland 2¢ 625 61 
France 926 39,803 $,145 
Germany 126 
Greece . 5 
i , 10 430 
Ireland... . > 205 24 
Italy. 623 
Malta, ‘Gozo and ¢ yprus 5 218 
Netherlands ‘ 124 4,111 719 
Norway. 100 3,698 198 
Poland and Danzig... - 141 
Portugal ; 52 1,790 31 


— 


7772 
Portable 


Typewriters, 





ew 
No Value 
82 $s 6.670 
5 185 
142 +,223 
304 10,952 
13 500 
30 828 
87 2? 497 
295 6,912 
l 4f 
$ 110 
23 710 
l 27 
1 27 
231 6,161 
l 30 
20 459 
240 5.910 
109 3.393 
165 3,113 
130 4,073 
10 491 
3 135 
980 29,387 
638 19,398 
72 14,119 
252 5,960 
8 342 
l 50 
13 380 
t 162 
327 10,980 
6 162 
6 173 
4 118 
22 746 
1 32 
15 445 
5 148 
2 104 
262 7,861 
30 R19 
47 1,447 
119 3,513 
112 3,507 
61 1, 
1 
616 21,431 
128 4,007 
3 108 
660 12,059 
350 10,99 
30 664 
4 178 
110 3,641 
12 225 
24 834 
16 479 
14 381 
103 3,307 
5 129 
123 3,446 
8 219 
67 1,247 
2 60 
2 57 
54 1,179 
15 459 
20 489 
92 2,805 
9 265 
19 509 
10 266 
7 208 
16 490 
15 551 
27 705 
10 220 
3 106 
8,198 $230,596 
5 6 6$ 148 
1 43 
7764 
Cash Registers, 
New 
No Value 
l 250 
5 1,474 
q 2,075 
15 3,690 
16 3 507 
2 456 
I 408 
8 1,743 
32 10,324 
10 5,320 
3 1,419 


Spain... 7 374 
Sweden 32 1,268 
Switzerland 11 391 
United Kingdom 2 : 8,282 


Yugoslavia. 











Canada. 152 ,337 
British Honduras I 40 
Costa Rica... 1 48 
Honduras... . 
Nicaragua 4 174 
Panama... 
Panama Canal Zone ) 186 
Salvador..... 1 50 
Mexico... 64 1,770 
Miquelon and St. Pierre 
BMROMGS, ..2 000 1 46 
Bermuda 1 15 
Jamaica 
Trinidad and Tobago 1 4() 
Other British West Indies 1 65 
Cuba.. 153 6,122 
Dominican Re public 
Netherland West Indies ) 146 
Argentina. . 123 4,988 
Brazil...... 67 y 
Chile kee 37 
Colombia... 
Ecuador 
Surinam , 
Peru. 7 2,550 
Uruguay 
Venezuela 28 1,244 
British India 52 1,434 
British Malaya 15 653 
China.. 14 569 
Netherlands Indies 
French Indo-China 
Japan 29 744 
Philippine Islands 86 3,449 
Siam 
nl 3 6.9:6:% 
Australia. ... 
tse h Oces ania 1 
New Zealand. 4 
Belgian Congo. 5 
British East Africa 1 27 
Union of South Africa 80 3,216 
Nigeria 5 209 
Egypt 92 2,030 
Algeria 
5) | 3 133 
Morocco 2 83 
i) | ae , $ 2.751 $106,575 
Shipments to: 
Hawaii 5 $ 1,163 


Puerto Rico : 


United States Exports of 


1,481 
1,792 
17,470 
74,180 
25 


6 
12 


$ 116,298 


$ 640 
123 


to 


“46 


"139 





APPLIANCES 


429 
510 


t 


,119 


685 


20,190 
14,405 
1,836 
6,281 
“298 
1,993 
4,128 
6,026 
302 
"534 
5,810 


“046 
11,262 
11,373 


"102 
1,954 


$ 167,059 


$ 


2,617 


Adding, Calculating, Billing Machines— 


January, 1938 
EXPORTS 
7752 7753 
Listing-adding- Typewriter- 7756 
bookkeeping bookkeeping- Listing- 
machines billing machines adding machines 
Countries No Value No. Value No. Value 
Austria...... 2 $ 1,758 2 $ 1,506 20 $ 1,065 
Belgium ‘ 8 6,243 41 14,614 110 7,411 
Czechoslovakia 4 3,380 13 11,326 67 5,095 
Denmark. ‘ 1 33 
Estonia... , , oa 6 993 
Finland : 1 1,171 3 1,219 151 12,405 
France... 7 6,002 59 32,946 99 12,782 
Hungary - ‘ : 2 474 
Italy Seve veces 27 10,400 26 2,839 
Latvia 1 608 eins — “eT 
Netherlands 3 2,500 50 15,534 27 2,266 
Norway 4 13 4,833 66 3,900 
Poland and Danzig. .. 5 3,339 6 3,312 150 13,314 
Portugal..... 7” : i 18 1,780 
S. 8S. R. (Russia). 1 200 ee rH 
Sweden.. 16 12.907 12 7,060 70 4,884 
Switzerland > 5 2,677 6 1,223 34 ,129 
United Kingdom 18 18,180 116 49, 949 188 32,794 
Yugoslavia... ; 1 1,124 7 1,107 
Canada. : ‘ 3 1,954 11 2,839 51 7,287 
Guatemala........... 16 3,996 
Nicaragua ‘ 2 137 
ee . I 2,495 4 220 
Salvador...... ee ‘ ‘ : ‘ 9 884 
Mexico. . 5 4,478 2 1,434 41 2,723 
Newf. and Labrador ; ay 8 348 
Barbados. . 8 371 
Trinidad and Tobago 6 471 
Other Br. W. Indies , ; es 7 666 
Cuba. - ; 1 1,670 3 2,016 50 4,535 
Dominic an Repub lic. a? 1 100 4 186 
Netherland W. Indies ‘ 6 326 
Argentina ‘ : 5 3,388 109 6,646 
eee cos 42 60,199 9 9,047 71 6,714 
Chile xa as , ; 4 306 
Colombia... . ; , 18 2,143 
Ecuador 1 415 17 1,153 
British Guiana. ae 1 107 
Surinam 2 89 
Ra 21 1,548 
Uruguay 1 210 
Venezuela 107 7,713 
British India. 7 7,625 6 584 
British Malaya. F 1 99 
Ceylon 3 269 
—— rland India er a 15 1,452 
Japa : l 1,101 5 591 ae is 
Philippine Ts iands 2 2,107 45 4,182 
Siam ‘ eae 6 302 
Turkey ao 5 495 
Australia : 3 3,350 101 20,577 23 2,687 
New Zealand. . 1 992 21 11,994 27 6,040 
Belgian Congo 3 140 
British E. Africa ; 11 945 
Union of So. Africa 2 2,008 23 3,045 
Algeria.. 1 371 . 
Tunisia 2 "164 
Other French Africa 3 128 
M orocco. 1 102 2 210 
: ee 128 $136,128 521 $218,736 1, 780 $176,792 
Shipments to: y 
Hawaill. 3 $ 1,177 28 $ 2,348 
Puerto Rico. . ‘ wees 13 617 
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United States Exports of Adding, Calculating, Card Punching and Tabulating Machines, EXPORTS IMPORTS FOR CONSUMPTION 
including Cash Registers and Machine Parts — February, 1938 
7761 709 . 23 780.86 
EXPORTS Parts for Calculating Calculating 
7752 7753 accounting machines having machines not having 
Listing- lypewriter- 7756 and an electric motor an electric motor 
adding- bookkeeping- adding calculating as an a 
bookkeeping billing adding machines essential feature essential feature 
machines machines machines 
Countries Value No Value No Value 
Countries No Value No Value No. Value 
Austria $ 79 
Austria eee 133 $ 9,162 Belgium 3,810 
Azores and Madeira Islands 1 28 Bulgaria $1 
Belgium... 2 $ 3,660 16 $12,067 58 Czechoslovakia 1,646 
Bulgaria 10 Denmark 36 
Czechoslovakia 16 6,035 5 2,737 97 Finland 83 
Estonia 1 France 25,620 
Finland 1 1,116 1 677 83 Germany 112 
France. . 19 13,127 16 12,917 90 Hungary 14 
Germany 1 Italy 5,953 
Greece. 3 3,705 17 Latvia 754 
Ireland ‘ : 4 Netherlands 1,683 
Italy. . 41 23,688 4 Norway 248 
Lithuania 4 Poland and Danzig 941 
Nethe = ands 1 1,065 26 f 58 Portugal 39 
Norw 4 1,400 4 226 Rumania 96 
Poland. and Danzig 6 109 Sweden 991 8 939 
Portugal 30 Switzerland 3,298 
Rumania 1 5 United Kingdom 35,545 
Sweden 21 17,352 22 308 Canada 54,200 
Switzerland 1 1,213 24 13 Costa Rica 26 
United Kingdom 48 29,129 155 214 Honduras 15 
Yugoslavia 3 1,399 1 Panama 648 
Canada : 2 1,500 9 111 Salvador 56 
Costa Rica : 16 Mexico 996 
Guatemala.... ‘ 5 Jamaica 26 
Honduras... 6 Cuba.. 465 
Panama.... 1 1,005 9 Argentina 2 864 
Salvador... 3 Brazil. . 1,203 
| ae 6 7,746 4 1,909 71 Chile. . . 292 
Bermuda...... ; 2 Colombia 95 
Barbados....... - 1 Peru. ... 5 
Jamaica..... 2 Uruguay 3 
Trinidad and Tobago 7 Venezuela 155 
Other British West Indies 2 British India 908 
Cuba. 1 1,118 38 British Malaya 19 
Netherlands West Indies 6 446 China... 32 
— La ee. 7 10,080 6 4.893 39 5,103 Netherlands Indies 133 
Brazil. Saas 1 879 10 8,677 60 5,066 Jar 652 
2 eee 52 3,913 P hilippine T Islands 104 
Colombia........ 20 1,182 Australia $4,182 
Ecuador ‘ , ‘ 3 405 New Zealand 78 
Paraguay ‘ 3 203 Union of South Africa 467 
Peru... ; 11 722 Egypt ; 88 
Uruguay ae 3 4,740 70 5,978 Algeria. ... 33 
Venezuela , 2 3,067 I 278 24 3,8 
British India 29 Total $149,364 8 929 
— Malaya 3 2,876 ony 
Ceylon...... 1 88 Shipments to 
China... 1 609 1 979 Hawaii 84 
Netherlands Indies 2 1,749 55 3,640 Puerto Rico 787 
Philippine Islands 29 4,473 
_ re 1 141 
Turkey oe 2 13 
Australia. ... 1 1,027 21 10,521 174 10,889 
New Zealand. I 980 I 812 6 491 IMPORTS FOR CONSUMPTION 
British East Africa 1 760 3 387 
Union of South Africa 1 1,168 2 2,091 53 6,169 780.92 
Egypt 2 1,239 1 241 Caiculating 
Other French Africa cm as 1 and 
Other Portuguese Africa ia lets 10 accounting 
3 - ————— —_-—- — machines, 
Total.... jie 142 $108,410 384 $190,646 2,393 $207,£ n.e@.s 
Shipments to: ty aes = Countries No. Value 
Hawaii . 1 $1,238 7 $4,885 49 $4,8 United Kingdom a xe ; 40 $1,078 
Puerto Rico 22 1 ett _ —_ 
Total... ‘ oe . 40 $1,078 
7760 
7759 Other adding 
uae. and = 
7757 sorting anc machines 
Calculating tabulating including used EXPORTS 
machines machines and rebuilt 
7760 
Countries No Value No Value No. Value 7759 Other 
Card- adding and 
Austria 28 punching, calculating 
Belgium 1 & 1,900 9 7757 sorting, machines, 
Czechoslovakia rN 7,366 9 Calculating and tabulating including 
Denmark 1 machines machines used and rebuilt 
Finland 24 
France 20 23,480 58 Countries No Value No Value No. Value 
Hungary 1 eat 
Italy 56 13,972 4 9,560 5 Austria 2 $ 517 + , 1 $ 116 
Netherlands 15 2,796 1 500 25 Belgium. . 67 6,298 2 $ 5,268 7 985 
Norway ‘ = 2 Czechoslovakia 39 5,112 3 601 
Poland & Danzig 61 20,881 Ae “yr Denmark. . I 90 
Portugal 1 357 : ~ Finland.... 28 4,096 é 27 2,120 
Sweden . 18 3,010 g 144 France.. 111 19,462 16 27,394 30 4,312 
Switzerland 4 740 15 9,765 25 88 Italy 36 7,481 5 10,620 17 1,032 
United Kingdom 241 51,738 8 9,157 4 951 Netherlands 6 951 2 5,935 23 3,019 
Yugoslavia 11 1,867 ; Norway 8 2,083 1 641 
Canada... 58 11,087 2 928 18 515 Poland and Danzig 1 88 
Honduras 3 180 Portugal. . 3 417 ; 
Panama 3 600 ; Sweden 21 2,390 : one 11 911 
Panama Canal Zone Switzerland 12 2,455 41 14,729 45 1,409 
Salvador 1 United Kingdom 361 93,116 5 3,298 2 690 
Mexico 26 6 1,078 Canada. 36 9,418 6 8,344 6 220 
Trinidad and Tobago 2 1 65 Guatemala 3 745 2 29 
Cuba 6 3 807 4 253 Honduras 2 345 
Dominican Republic 1 Nicaragua 1 383 4 288 
Argentina 3 4 291 11 5,152 6 339 Panama 6 973 
Bolivia Ss 1,408 Salvador 3 675 «ea 
Brazil 2 116 22 29,292 5 620 Mexico 32 2,176 7 22,425 9 629 
Chile 7 1,897 5 427 Trinidad and Tobago . 1 50 1 75 
Colombia 29 7,130 1 1,600 re oy Cuba. 10 2,037 1 157 2 347 
British Guiana 1 350 : . Dominican Republic 1 75 1 100 
Peru. . 7 750 : : 2 Argentina 92 23,220 15 38,734 7 397 
Uruguay 7 1,246 2 132 Bolivia 7 895 
Venezuela , 7 1,850 4 4,313 1 50 Brazil. 2 580 30 23,563 16 1,076 
British India 37 5,362 ; ‘ q Colombia 4 1,211 
Burma 2 432 es oa Paraguay 2 1,050 
British Malaya 2 340 ; ; Pera..... I 27 4 12,883 
Ceylon. . ‘ 6 1,115 ‘ Uruguay 1 212 1 1,934 eas 
China 3 178 : Venezuela 8 2,967 1 765 7 113 
Netherlands Indies 1 306 4 274 British India. ; 1 1,077 24 581 
8 15,256 1 20 Netherland India 2 225 re a a 
Philippine Islands 5 553 Kwantung 6 750 
Australia........ 135 11,481 Iran , ] 212 , 
New Zealand... 10 2,333 Philippine Islands 4 500 a : 7 403 
Union of South Africa 5 1,140 Australia : 72 11,588 2 1,250 1 17 
Other Portuguese Africa 1 67 New Zealand 9 1,492 
- ‘ Belgian Congo 1 357 ame ve 
Total 914 $163,532 176 $141,824 227 $22,090 Union of South Africa 22 5,384 1 191 1 58 
Panama! Canal Zone l 212 5 1 75 
Shipments to: a agoRer A 
Hawaili.... 28 $6,302 3 «$4,626 4 $ 596 Total 1,025 $212,227 140 $178,567 257 $20,332 
Puerto Rico 6 O72 4 3, 026 4 900 Shipments to: 
Virgin Islands — hs : : 2 200 Hawail.. re 19 $ 5,685 2 $ 2.364 
(Continued on page 10) Puerto Rico ‘ 1 383 aiea owe 
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COMING INDUSTRY ACTIVITIES 





BUSINESS OPPORTUNITIES 





Chronological Arrangement of Major Activities 
For Easy Reference 
April 14 and 15. N.S 


April 16, Boise, Idaho 
Spokane, Wash. 


4. eleventh district meeting, Portland, Ore., and 
(Governor) W. J. Ortel, Shaw & Borden Company, 


« » 


sixth district meeting, Palmer House, Chicago. 


April 19 and 20. N.S. A. 
Chicago Bookstore, Chicago, Ill. 


(Governor) Fred Tracht, University of 
« » 


April 22 and 23. N. S. A. seventh district, Nicollet hotel, Minneapolis, 


Minn. (Governor) V. A. Hanson, Brown & Saenger, Inc., Sioux Falls, 8. D. 
« » 
April 25 to 28. National Association of College Stores convention, 


Palmer House, Chicago, Ill. (Secretary) Oliver Lott, 18 East Forty-first 
street, N. Y. C. 


« » 
May 2 to 4. Illinois Booksellers & Stationers Association convention 


Pere Marquette, Peoria, Ill. (Secretary) Leslie Dunlap, Rockford Printing 
& Supply Company, Rockford, Il. 


« » 
May 10 to 12. Lithographers National Association annual convention, The 


Homestead, Hot Springs, Va. (Secretary) W. Floyd Maxwell, 295 Madison 
avenue, N. Y. C, 


« » 
May 20 and 21. N. S. A. fifth district meeting, Cleveland, Ohio. (Gov- 
ernor) K. L. Boyer, Newell B. Newton Company, Toledo, O. 
« » 
May 23 to 26. National Association of Purchasing Agents convention, 


Hotel Jefferson, St. Louis, Mo. (Secretary) George A. Renard, 11 Park 
place, Bs Oe he 
« » 


May 26 and 27. N. S. A. fourth district meeting, Birmingham, Ala 
(Governors eastern and western divisions) J. L. Griffith, Halsey & Griffith, 
West Palm Beach, Fla., and Paul W. Bumbarger, Bumbarger’s, Hickory, 
N. C. 


« » 


June 24 and 25. N. S. A. first district meeting, Poland Springs, Me. 
(Governor) Edgar M. Berry, Berry Paper Company, Lewiston, Me. 


« » 


July 25 to 27. National Typewriter & Office Machine Dealers Association 
convention, Hotel New Yorker, New York City. (Secretary) J. Paul 
McWilliams, 800 Grand avenue, Kansas City, Mo. 


« » 


September 26 to 29. The National Stationers Association convention, 
Palmer House, Chicago, Ill. (Secretary) Charles P. Garvin, 730 Investment 
building, Washington, D. C. 

« » 


October 3 to 8. National Business Show. Port Authority building, New 
York City. (Secretary) E. O. Tupper, 50 Church street, N. Y. C. 


Commerce Department Opportunities 


Typewriters, portable, low priced; ask for No. 5707; Warsaw Poland; 
agency contemplated. 

Pens, fountain, and mechanical pencils; ask for No. 5898; purchase 
contemplated. Toronto, Canada. 

Rubber stamp manufacturing equipment; ask for No. 5901; purchase 
and agency contemplated. 

Paper, typewriter and business envelopes, Buenos Aires, Argentina; 


5868. 


rolls; ask for No 


contemplated. Ask for No. 
adding machine 
contemplated. 


purchase and 
Machines for the 
Bogota, Colombia; 


agency 
manufacture of 
purchase 


5859 ; 
pisenennemititiijeninecmens 


Acceptance of Microfilm 
Papier-Zeitung (Berlin) commented on the acceptance of ‘‘Microfilm’’ in 
the United States. This innovation permits photographing the pages of 
books, magazines and newspapers, later to be read at ease by the sub 
scriber to the service. 
American Typewriters to India 
Commerce Reports states that American typewriters were included in 
the imports to India from the United States in September. 
> - —— 
Coarse Paper Mill at Durban 
Commerce Reports states that plans have been completed for the con 
struction of a paper board mill on the Umgeni near Durban, South 
Africa. A site of ten acres has been purchased from the municipality and 
American paper making machinery has been shipped to Durban for the 
new enterprise. The plant will have a capacity of thirty to forty tons 
per day of twenty-four hours. Its product will be paperboard, corrugated 
cases and solid fiber board. (Commerce Reports). 
> 
Iran Increases Office Equipment Quotas 
that Iran (Persia) has increased 





Commerce Reports states import 


quotas on a variety of items, including office equipment. 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFrrics 
APPLIANCES, are tangible business opportunities. 


Where inquirers submit references mention is made in the item. 


Wants Abroad 


Oriental House Seeks American commodities. Walter & Company, Inc., 
24 Des Voeux Road, Central, Hong Kong, China, desires to get in com- 
munication with American manufacturers of office machines who wish to 
cultivate the Chinese market. A new Hong Kong branch has been 
established recently. The branch is in charge of Mr. W. Tom, Jr., who 
has been with this house since its inception. Affiliated with this busi- 
ness is a department devoted to Chinese embroidery products. The head 
offices of the company are at Stockton, Calif. Inquirers will kindly com- 
municate with the Hong Kong branch. 


Wanted Here at Home 


Established Representative of Paper Fastening Devices Can Handle 
Added Line. The J. L. Abbott Company, 816 Fifth Street., Los Angeles, 
Calif., is a western representative for a leading manufacturer of paper 
fastening devices. Mr. Abbott and his organization are doing an ex- 
cellent job in about eleven western states. They are in a position to 
handle one additional line to be sold through established dealers. From 
knowledge of Mr. Abbott’s past performance we can recommend Mr. 
Abbott to any manufacturer who seeks new west coast representation. 


Experienced Salesman Available for Connection with Manufacturer. 


Fred A. Cole, 1704 Park Avenue, Apartment 103, Minneapolis, Minn., 
wishes to arrange a connection with a manufacturer, or several manu- 
facturers, noncompeting. He has had thirteen years experience with 


steel office furniture lines, including filesf shelving, lockers and cabinets. 


He is interested in steel equipment lines or would sell any line to 
stationers, whether furniture, stationery or office devices. He is willing to 
operate in the northwest, or go to any other section of the United 


States. 

Salesman Offers Services for Manufacturers. 
North McKinley street, Muncie, Ind., is available 
chandise line to sell to dealers in Indiana. He 


M. Moffitt, 620 
mer- 
some 


George 
for handling a 
might consider 


parts of neighboring states. He was connected formerly with one of 
the leading office appliance manufacturers as a salesman—as a dealer 
in the company’s product—and as a sales supervisor. At the instant, 


business which is seasonal and engages 
his activities only three months of the year. Since nine months is a 
long time to go fishing, he prefers to make a connection with some 
manufacturer who sells to dealers, and preferably one with a new product. 


he has a small manufacturing 


Traveler with car will add line. ©. C. Drew, manufacturers representa- 
tive. 414 Twenty-second Street, N. E., Cedar Rapids, Iowa, desires to add 
another line to sell to the stationery trade in Iowa. He travels by auto- 
mobile, and covers the state regularly four times a year. Special fol- 
lowups are arranged at points according to local conditions. He has a 
line of chair casters which is sold to office equipment dealers and 
commercial stationers. 


(Continued from page 9) 





Exports Imports for Consumption 
780.86 
7761 709.23 Calculating 
Parts Calculating machines 
for machines not having 
accounting having an electric 
and an electric motor as an 
calculating motor as an essential 
machines essential feature 
feature 
Countries Value No. Value No. Value 
Austria.... $ 435 
Be.gium 1,449 
Czechoslovakia 3,492 
Denmark 3,433 
Finland... 57 
France ; 19,192 
Germany. 109 5 $1,289 
Hungary. 93 ‘ : 
OS PSS 6,269 
OO eS 273 
Netherlands 4,198 
Norway. . 179 
Poland and Danzig 1,466 
Portugal 43 
U.S. 8. R. (Russia 135 
Sweden.. 568 
Switzerland 6,424 1 125 
United Kingdom 55,698 
Canada 44,550 
Costa Rica 162 
Panama 187 
Mexico 2,120 
Cuba 523 
Argentina 3,522 
Brazil 2,276 
Chile 311 
Colombia 34 
Ecuador 416 
Peru 2,296 
Venezuela 334 
British India 48 
Netherland India 125 
French Indo-China 138 
Japan 817 
Kwantung 77 
Philippine Islands 494 
Turkey... 92 
Australia 2,185 
New Zealand 1,667 
Union of South Africa 1,072 
Total $166,959 6 $1,414 
Shipments to: 
Hawail ve err 87 
Puerto Rico. ; kine wh 106 
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PATENTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 











2110547 21103599 


2,110,185. Filing Drawer. Menno €E. Weesies, 
Muskegon, Mich., assignor to Browne-Morse Company, 
Muskegon Heights, Mich., a corporation of Michigan. 
Application January 22, 1936, Serial No. 60,284. 
Granted March 8, 1938. 

2,110,347. Manufacture of Typewriter-Types. Edwin 
Thorell, West Hartford, Conn., agar 3 ia Underwood 
Elliot Fisher Company, New York, a cor- 
poration of Delaware. Application Oetober "24, 1935, 
Serial No. 46,570. Granted March 8, 

2,110,366. Loose Leaf Binder. bang G. Johnson, 
Grosse Pointe, Mich., assignor to The Burkhardt Com- 
pany, a corporation of Michigan. Application Febru- 
ary 8, 1936, Serial No. 62,885. Granted March 8, 1938. 


a we ke 





2110558 
2,110,399. Accounting Machine. Robert L. Muller, » 


Detroit, Mich., assignor to Burroughs Adding Machine 

Company, Detroit, Mich., a corporation of Michigan. 211l0sl8 2110SSi 
Application May 2, 1935, Serial No. 19,435. Granted 

March 8, 8. 

2,110,519. Folding Chair. John J. Croft, Siler City, 
N. C., assignor to High Point Bending & Chair Co., 
Siler City, N. C., a corporation of North Carolina. 
Application May 18, 1936, Serial No. 80,459. Granted 
March 8, 1938. 

2,110,551. Mechanical Pencil. Robert E. Friedlein, 
Mountain View, N. J., and David Juelss, Brooklyn, 

Y., assignors to The American Lead Pencil Com- 
pany, Hoboken, N. J., a corporation of New York. 
Application December 10, 1935, Serial No. 53,692. 
Granted March 8, 1938. 

2,110,558. Fountain Pen. Craig R. Sheaffer, Fort 
Madison, lowa, assignor to W. A. Sheaffer Pen Com- 
pany, Fort Madison, lowa, a corporation of Delaware. 
Application May (8, 1936, Serial No. 80,328. Granted 
March 8, 1938. 

2,110,578. Fountain Pen. Aloysius L. Prasch, Fort 
Madison, lowa, assignor to W. A. Sheaffer Pen Com- 
pany, Fort Madison, lowa, a corporation of Dela- 
ware. Application September 21, 1935, Serial No. 
41,560. Granted March 8, 1938. 

2,110,610. Filing Device. Roland M. Rickaby, 
Green Bay, Wis., assignor to Automatic File & Index 
Company, Chicago, II]., a corporation of Delaware. Ap- 
plication January 18, 1935, Serial No. 2,351. Granted 
March 8, 1938. 

2,110,855. Paper Feeding Device. George T. Fyfe, 
Toronto, Ontario, and John G. Catterall, Lansing, On- 
tario, Canada, assignors to International Business Ma- 
chines Corporation, New York, N. Y., a corporation 
of New York. Application September 5, 1936, Serial 
No. 99,540. Granted March 15, 1938. 


2,110,874. Posture Chair. Walter F. Herold, Bridge- 
port, Conn., assignor to The Bassick Company, Bridge- 
port, Conn., a corporation of Connecticut. Application 
October 29, 1935, Serial No. 47,253. Granted March 
15. 1938. 

2,110,987. Shift and Driving Mechanism for Adding 
Machines. Hugo Ernst Kammel, Zella-Mehlis in 
Thuringia, Germany, assigner of Mercedes Buroma- 
schinen-Werke Aktiengesellschaft, Benshausen, Thur- 
ingia, Germany. Application April 23, 1934, Serial 
No. 722,025. In Germany April 24, 1933. Granted 
March 15, 1938. 


2,111,216. Fountain Pen. Samuel Kanner, New 
York, N. Y. Application May 8, 1937. Serial No. 
141,415. Granted March 15, 1938. 


2,111,349. Calculating Machine. Worth Arnett, Bir- 
mingham, Ala. Application August 10, 1936, Serial 
No. 95,221. Granted Mareh 15, 1938. 


2,111,362. Combined Writing Instrument and Cal- 
ender. Joseph S. Fisher, New York, N. Y. Applica- 
tion August 26, 1936, Serial No. 97,956. Granted 
March 15, 1938. 

2,111,410. Typewriting Machine. Burnham C. Stick- 
ney, Hillside, N. J., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application April 15, 1935, Serial No. 
16,390. Granted March 15, 1938. 


2,111,619. Typewriting Machine. Donald L. Flem- 
ing, Glenshaw, Pa., assignor of one-half to Samuel 
H. Harper, Pittsburgh, Pa. Application September 
2, 1936, Serial No. 99,069. Granted March 22, 1938. 


2,111,805. Manifolding Attachment for Typewriters. 
Marcus S. Roosevelt, Highland Park, Mich., and 
George L. Bezold, Hamilton, Ohio, assignors to The 
Hamilton Autographic Register Company, Hamilton, 
Ohio, a corporation of Ohio. Application January 25, 
1937, Serial No. 122,140. Granted March 22, 1938. 


2,111,825. Writing Case. Harry J. Waechter, Mount 
Healthy, Ohio, assignor to Paul Benninghofen and 
Fritz G. Diesbach, trustees, both of Hamilton, Ohio. 
Application October 16, 1936, Serial No. 106,009. 
Granted March 22, 1938. 

2,111,932. Filing Device. Benjamin H. Kennedy. 
Rochester, N. Y. Application August 3, 1936, Serial 
No. 94,002. Granted March 22, 1938. 

2,112,069. Ruler. Woodson J. Cooper, Winsiow, 108883 
Ind. Application August 8, 1933, Serial No. 684,143. 

Granted March 22, 1938. 

2,112,130. Eraser Holder. Joseph Bachrach, New 
York, N. Y. Application December 19, 1936, Serial 
No. 116,684. Granted March 22, 1938. 
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2,112,248. Typewriter Attachment. Albert W. Metz- ; 
ner, Dayton, Ohio. assignor to John Q. Sherman, Day- DESIGN PATENTS Application August {!, 1937, Serial No. 71,005. 
woe enn Apoitcatonn Maren 20, 1057, Serial ie. 108,694. Design for a Combination Desk Unit. Granted March 22, 1938. 


158,06. Granted March 20, 1608 : Robert Gruen, Purchase, N. Y. Application January 108,889. Design for a Chair. Dwight Powell, 
Pe hn 9 oe Duplicating Machine. Alexander 8, 1938, Serial No. 74,155. Granted March 8, 1938. Youngstown, Ohio, assignor to The General Fire- 
- Kaptuller, C ees Hll., assignor to Speed-O-Print 108,777. Design for a Typewriter. Richmond L. proofing Company, Youngstown, Ohio, a corporation of 


Corp., Chicago, Ill., a corporation of Illinois. Appli- : Ohio. Application A t 11, 1937, Serial No. 71,007 
cation August 29, 1936, Serial No. 98,564. Chipman, Jr., Montclair, N. J., and Joseph Lee fo. Application August (1, , wi asin 
March 29," 1938. , — Sweeney, Wow Verk. N. Y., assignors te Bates Labora- Granted Mareh 22, 1938. 

2,112,794. Typewriting Machine. Burnham C. Stick.  ‘ries:_Ime., New York, N. Y. Application April 8, 108,899. Design for a Pencil. Glenn W. Tammen, 
ney, Hillside, N. J., assignor to Underwood Elliott  '937- Serial No. 68.636. Granted March 15, 1938. Chicago, and Hudson B. Roysher, Champaign, !Il., 
Fisher Company, New York, N. Y., a corporation of 108,877. Design for a Chair. Eric M. Johnson, assignors to Autopoint Company, Chicago, Ill., a cor- 
Delaware. Application June 15, 1935, Serial No. 26,- Youngstown, Ohio, assignor te The General Fireproofing poration of Illinois. Application January 1{2, 1938, 


735. Granted March 29, 1938. Company, ‘Youngstown, Ohio, a corporation of Ohio. Serial No. 74,223. Granted Mareh 22, 1938. 











NSA TROUPERS 


Prominent on the programs at the Regional 
meetings series now in process, these associa- 
tion minded men travel from District to District 
to share their knowledge with fellow stationers. 
From top left, counter clockwise, to top right: 
Charles P. Garvin, general manager, National 
Stationers Association; Edward L. Little, general 
manager, Wabash Cabinet Company; Harry 
Nichols, Weis Manufacturing Company; H. C. 
Anderson, sales manager, The Globe-Wernicke 
Co.; W. L. Jaques, president, Jaques & Com- 
pany, New York, N. Y., NSA vice-president and 
chairman, manufacturing stationers division; 
F. H. Caswell, sales manager, F. S. Webster 
Company; E. A. Keeling, vice-president, Art 
Metal Construction Company; Charles G. Con- 
sodine, Wallace Pencil Company, NSA vice- 
president and chairman, field division; William 
F. Block, president, Victor Safe & Equipment 
Company; Harry Tehan, sales manager, Chas. 
M. Higgins & Company, NSA vice-president 
and chairman, sales managers division; Harold 
J. Hampton, president, Indianapolis Office Sup- 
ply Company, Indianapolis, Ind., president, 
National Stationers Association. 


(See Pages 54 to 57) 





OFFICE 


APPLIANCES 


THE NEWS AND TECHNICAL 


TRADE JOURNAL OF 
OFFICE EQUIPMENT 


Trade Agreements in the Making 


, es developments seem to 
hint to the office equipment ex- 
excutive,—manufacturer, whole- 
saler and dealer, alike,—that it is 
time to reexamine the progress of 
reciprocal trade pacts. First and 
foremost to the fresh factors is 
the volume of international trade 
affected by the crusade of Secre- 
tary of State Hull to eliminate or 
reduce trade barriers. So long as 
the negotiation of treaties for bet- 
ter trade relations was mainly be- 
tween the United States and vari- 
ous small nations, many business 
men were only mildly interested. 
Now, however, the project enters a 
new stage. 

In its elementary span, the pro- 
gram for closer commercial rela- 
tions between the United States 
and Great Britain would rank as 
a major advance. Because Britain 
is our best customer. Add to that 
the dependencies and colonies of 
the United Kingdom,—not forget- 
ting the Dominion of Canada— 
and you have, at one swoop, an 
impressive multiplication of the 
volume of trade affected by that 
formidable institution,—the give- 
and-take trade alliance. Incident- 
ally, any drawing together of good 
neighbors in a scientific system of 
balanced barter is all the most 
welcome in view of present condi- 
tions in international affairs. 

As though the above were not 
enough to give the new commer- 
cial treaties a bigger place in the 
American business sun there is, 
for office outfitters, a further urge 
to reexamination in a new inti- 
macy of contact. In the more re- 


Progress of the Reciprocal 
Trade Pacts Between the 
United States and Other 


Nations 


By WALDON FAWCETT 


cent negotiations, office equip- 
ment and supplies, as such, have 
received at the hands of the 
treaty-drafters a consideration 
not bestowed when framing the 
earlier pacts. And, as though to 
add meaning to the focusing, it 
was incident to the revision of the 
treaty with Canada that the 
office-outfitting line first came in 
for attention. It all came to pass 
as a result of a broad exploration 
to uncover commodities penalized 
by unduly hugh tariffs upon entry 
into territory where articles of the 
given classes are not manufac- 
tured and are not likely to be 
manufactured in any volume in 
the near future. 


U. S. Office Equipment Benefits 


Thus, office equipment was found 
to be burdened with differentials 
not needed to protect infant in- 
dustries in the export fields in- 
volved. In Canada, to be specific, 
it appeared that office equipment 
and supplies of U. S. manufacture, 
along with cameras, photo sup- 
plies, and other specialties, were 
carrying duties unnecessarily high. 


Unduly high, that is to say, in view 
of the fact that Canada has little 
if any production in many of the 
lines. This same state of affairs is 
being revealed in other markets. 
Overseas distributors and consum- 
ers of U. S. office equipment are 
being taxed to maintain tariff 
walls that are not needed, seeing 
as how no competitive articles are 
produced within toll-taking coun- 
tries and are not likely to be made 
there. 

Sharp scrutiny of the treatment 
of U. S. business equipment in 
various markets, more or less dis- 
tant, has brought to light other 
costly and irritating wrinkles 
which may be ironed out by mode: 
trade agreements. For example, 
the customs regulations which 
govern the classification of articles 
of manufacture and the prescribed 
procedure which is followed in the 
entry of goods at foreign ports. 
Forms and routine of this kind are 
not standardized as between coun- 
tries. And recent analysis has 
shown that in many instances 
American goods have suffered be- 
cause of jokers in customs laws or 
in their administration. Just by 
way of sample of the slips that tap 
American pocketbooks there may 
be cited the habit of some coun- 
tries of figuring duties on U. S. 
goods on inclusive figures that 
take in U. S. excise taxes and other 
imposts as part of the domestic 
price when, in reality, such levies 
are not imposed on export articles. 

In most instances there is no in- 
sistence abroad upon such petty 
over-charges. It is just a case of 
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having American sleuths on the 
job to ferret out these needless 
plasters and bring them to the at- 
tention of the gate keepers. And 
this brings us to what is just now 
looming as one of the most im- 
portant aspects of the whole pro- 
gram of reciprocal treaty making. 
To wit, the make-up and methods 
of the United States Government 
organization that has been spe- 
cially organized to carry on this 
work. It is just possible that some 
marketers of office utilities, while 
sensing the stimulation supplied 
by commercial treaties, have not 
given a thought to the machinery 
which has been created these past 
few years, at the U. S. Department 
of State to implement the idea of 
international codperation in trade 
based on mutual concessions. 


The Government Division of 
Trade Agreements 


Uncle Sam is now spending con- 
siderably more than a quarter of 
a million dollars a year on the Di- 
vision of Trade Agreements which 
is devoted chiefly to the prepara- 
tion and negotiation of trade 
agreements with foreign coun- 
tries; the administering of the 
agreements concluded; and the 
supplying of information to busi- 
ness men and others interested in 
the movement which is now in its 
fourth year. As will be realized by 
all our readers who have followed 
the negotiations with Great Bri- 
tain and her Dominions, not the 
least of the job of the Trade Agree- 
ment Division consists of tariff 
rate adjustments. All tariff ques- 
tions are, proverbially, of a con- 
troversial nature. Careful, patient 
work is needed to reconcile special 
domestic interests to the further- 
ance of the general cause of trade 
expansion. 

Some business men, whose pri- 
vate interests have been pinched 
in the program of trade pacts, 
have conceived the Division of 
Trade Agreements as a crusading 
bureau barging into the scene of 
international trade without an in- 
timate knowledge of the intricate 
relationships affected. This suspi- 
cion is not warranted. The utmost 
effort has been made to co-ordi- 
nate, via the new Division, all the 
knowledge and experience of the 
various existing agencies which 
have to do with international 
trade. Thus, we find the new cog 
in the Federal machine meshing 
regularly with the Department of 
Commerce, the Tariff Commission, 
and other branches of the Gov- 


ernment that have fingers in the 
pie. 

As a means of obtaining every 
possible slant on the effects of a 
prospective trade agreement 
Washington employs two devices. 
One of these is the public hearing, 
or open forum, of interested busi- 
ness men, which has been so much 
in evidence incident to the negoti- 
ations with John Bull. In the 
Trade Agreements Act there is a 
provision which requires the Pres- 
ident, before concluding a trade 
agreement with any foreign coun- 
try, to give public notice of in- 
tention to negotiate with that 
country, so that all interested per- 
sons may have an opportunity to 
present their views. The hearings 
are conducted by a permanent 
body known as the Committee for 
Reciprocity Information. This 
body has a full-time, all-around 
listening job. Not only does this 
intelligence arm harken to oral 
arguments for and against pend- 
ing propositions but it receives, at 
any time, briefs and suggestions 
in any form bearing upon trade 
dickers in process. So much for 
the obligation to ascertain busi- 
ness sentiment and contact pub- 
lic opinion. 

The other major device in the 
set-up is designed to mobilize 
every ounce of information that 
the Federal Government has 
which might have bearing upon a 
contemplated trade pact. To as- 
semble, from thousands of Gov- 
ernment offices, everything that 
ought to go into the melting pot of 
pertinent facts there is employed 
a structure of committees and 
subcommittees that all but stuns 
the layman by its ramifications. 
And that affords, if you please, 
most convincing evidence of how 
big our bureaucratic government 
has grown and in how many sep- 
arate pockets it keeps its data and 
statistics on business relations. 


The Trade Agreement Committee 


As a spearhead of the congre- 
gation of interdepartmental com- 
mittees behold a central commit- 
tee, known as the Trade Agree- 
ments Committee. Under this 
general staff, are at least fifty sub- 
sidiary committees and subcom- 
mittees. These lesser units come 
into the picture from different ap- 
proaches. For example, there are 
the “country Committees,” so 
called. Each set up to render as- 
sistance in connection with the 
negotiation of trade agreements 
with a particular country, or a 
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small group of closely related 
countries. A second group com- 
prises subcommittees set up to 
deal with special problems of pol- 
icy or administration,—as, for in- 
stance, exchange control, a tick- 
lish detail in these piping times of 
changing maps and currencies. A 
third cluster is made up of special 
commodity committees, estab- 
lished to provide expert advice and 
study of the problems relating to 
specific trade lines or commodity 
classes. In this quarter, if the sys- 
tem works, the office equipment 
industry has a friend at court to 
catch any jokers in trade agree- 
ments that might work unsuspect- 
ed harm or cause failure to ac- 
quire anticipated benefits. 

It will be seen that intensive 
organization is the keynote of the 
whole system of “favored nation” 
commercial treaty making. To 
complete the break-down, the 
work in hand is fenced off geo- 
graphically. There are five segre- 
gations, as follows: the American 
republics, the British Empire, 
Central and Eastern Europe, Wes- 
tern Europe, and the Near and Far 
East. Not the least of the duties 
of the respective huddles of geo- 
graphical specialists is the watch- 
ing of the operation of trade 
agreements in force. It is up to 
them to ascertain whether each 
going trade pact is achieving its 
purpose. To that end they keep 
tab on trade statistics and consult 
every other clue to the success of 
the compact. Incidentally, a 
means is provided for prompt dis- 
covery of shortcomings or difficul- 
ties of any kind that develop inci- 
dent to the operation of any pact 
and seem likely to become chronic 
if not cured. 


The closer a business executive 
looks at the trade agreement pro- 
gram the fuller will be his realiza- 
tion that the benefits which have 
been promised are both general 
and particular. By and large, the 
objective of international econom- 
ic cooperation is the restoration 
of what Secretary Hull has char- 
acterized as “the normal processes 
of trade and commerce.” To do 
away with the restrictions upon 
long-distance trade as represented 
by extreme barriers in the form of 
quotas, embargo tariffs, exchange 
restrictions, currency manipula- 
tion, etc. Alongside this service 
for the common good of business, 
is an intimate selective service 
that benefits most heartily specific 
industries or lines of trade. 


(Turn to page 34, please) 
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Why Write When We Want to Sell? 


NOTE.—In addition to the direct 
sales benefits of the habit of “put- 
ting it in writing,’ ably presented 
by Mr. LeBeuf in the appended 
article, there is a genuine psycho- 
logical value in making a written 
note—it fixes the facts in the 
mind. Further, the practice forces 
the writer to think through on a 
proposition in order that he may 
make his written presentation be 
a clear, concise, inclusive state- 
ment. The process of reducing 
thoughts to words on paper has a 
disciplinary effect upon the mind, 
giving the salesman confidence, 
through assurance that he “knows 
what he is talking about.” 


W: HAD lived in the midst of 
Texas oil fields four years before 
realizing that good colored ser- 
vants were plentiful and literally 
obtainable without cost. Of course, 
my wife and I had from time to 
time, secured a maid to help out 
whenever some pleasurable event 
was to take place, but from an 
everyday working standpoint we 
had never seriously considered se- 
curing a servant. 

One day it became especially 
important that the house receive 
a thorough job of cleaning, but 
such was past our capabilities un- 
der the circumstances. So a ser- 
vant was hired. The job was done 
precisely right and to our amaze- 
ment, for only the mealtime food 
plus a few pennies. One can 
readily imagine we lost little time 
in securing this servant for all the 
big jobs from then on,—and with- 
out miss, they were done thor- 
oughly. To think, this helper had 
been literally locked out! 


A Faithful Servant 


It is so with sales agencies 
everywhere,—there is a faithful 
servant willing to do a big job. 
Not simply for pleasurable events, 
not just now and then, but all the 
time—right in business as a helper 
to complete a thorough job. He 
has been locked out! In the hum- 
drum of excitement, in the scurry 
for orders,—the quiet resourceful 
power of this servant is overlooked 
by many of moderate circum- 
stances who would do well to em- 
ploy him. 

Who and what is he—who is 
locking him out? His name is 


By PAUL M. LE BEUF 














MR. LE BEUF 


Written Analysis and we are lock- 
ing him out! What has written 
analysis got to do with your busi- 
ness and mine, with the sales of 
anyone’s business? This! That 
millions are escaping the coffers 
of business by undeveloped and 
lost sales, due to inattention or 
disregard to the value of writing 
in connection with sales presenta- 
tions. 


Capture Escaped Ideas 


Why write when we want to sell, 
may sound like a foolish title, but 
before passing it too lightly— 
think it over. How many ideas 
have escaped, and how many 
thoughts have never been ex- 
ecuted because of failure to write 
them down? Isn’t it true that 
verbal propositions have been 
made—thousands of them,—and 
lost! Have you bowed yourself 
out of an important interview 
only to later feel that you over- 
looked calling attention to cer- 
tain specific advantages, exclu- 
sive to your proposition? Perhaps 
you can recall other instances 
where you verbally presented your 
case with such thoroughness that 
you were glad all over,—yet, into 
this happy circumstance there 
seemed to creep a shadow of sus- 
picion that your audience might 
fail to remember all of the facts,— 
that when the crucial moment of 
decision came, the moment when 
not only your proposition would 
be reviewed, but also those of all 
your contemporaries and one of 


the lot selected, would the facts 
so thoroughly spoken be remem- 
bered,—weighed point by point? 

Again, did the listener, although 
apparently absorbed in your nar- 
ration, truly understand each of 
the many angles presented? Does 
he have the picture so completely 
established in detail as to be 
capable of selling the idea to his 
associates; and if you are depend- 
ent upon the result of this sec- 
ond “sale”, are you at ease know- 
ing that everything will be as if 
you were personally making the 
presentation? 


Don’t Trust to Luck 


Many a purchasing agent has 
hidden behind colored glasses to 
attain “poker-face” effect. Many 
an interested listener has assumed 
an intelligent attitude praying 
perhaps that some future analysis 
would further enlighten him. E. W. 
Scripps once declared: “I never 
knew a fool to have any but bad 
luck.” We are fooling if trusting 
to luck on securing a sales volume. 
God may be good to us, but Minis- 
ters and lawyers “sell” their bills 
by writing many an epistle to fill 
the waste basket, in order to pre- 
sent a treatise carefully setting 
forth their cause. 

As representatives of vast in- 
dustries, main cogs in economic 
stability, are we securing the ut- 
most from time by coordination 
of effort and, standardized pol- 
icies of presenting our facts? Do 
we insult the intelligence of our 
customers or clients by uncon- 
scious repetition, or do we over- 
estimate their faculties to absorb 
the detailed verbal explanations? 

Yes, “writing when we want to 
sell” is essential, so essential that 
we should learn to write. Not 
merely to write words and phrases, 
nor to reproduce the words of 
others, or intermingle mathema- 
tical symbols with a few scattered 
words, — but to systematically 
transcribe ideas as they are born, 
that upon presenting the paper it 
has become a smooth, simple, se- 
quence of our proposition by 
which no thought will escape con- 
stant consideration. Little will 
they remember what we say or do 
in comparison to the result of our 
writing. 

Ledger figures, inventory ac- 
counting, et cetera, constitute visi- 
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ble proof substantiated by audi- 
tors, that certain facts exist. Why 
not likewise submit facts for audit- 
ing by our potential customers? 
Why not employ Written Analysis 
to assure us that all facts are sub- 
mitted; to guarantee us a fitting 
review and proper comparison; to 
put at ease any doubt in our mind 
as to whether the prospect viewed 
the picture as it should be? 

Let us assume that certain 
fundamentals of successful or 
scientific, (if you please) —selling 
may be taken for granted as being 
employed. In other words, that 
experience has taught, it is just as 
easy to do the right thing as it is 
to do the opposite; that maximum 
sales do not depend on the num- 
ber of prospects met, but on how 
they are met and what methods 
are employed; last but not least, 
that we are not believers in the 
alleged axiom that, “If a man 
writes a better book or builds a 
better mouse trap, even though he 
live in a forest the world will beat 
a path to his door.” 


Written Analysis as a Support 


Although planning to unlock the 
door and free Written Analysis, 
the faithful servant should not be 
overworked but rather teamed as 
a help mate, a tangible common- 
sense support to practical selling. 
Strategy and finesse often prove 
conquering generals in emer- 
gencies, but Written Analysis is 
the enlisted major who can com- 
mand the attention of armies of 
buyers and direct their activity. 

Thousands of manufacturers 
and selling agencies, some with 
many items, others with a single 
intangible idea will welcome fur- 
ther development of methods for 
presenting their product. As an 
example, many industries man- 
ufacturing and selling such prod- 
ucts as scales, duplicating methods, 
industrial transportation systems, 
safes and vaults, sprinkler layouts, 
and up or down just as you please, 
to even our much used office type- 
writer, find sales most gratifying 
as a result of using survey-pro- 
posal or written analysis methods 
to support personal contact. 

The analysis of a proposal made 
by these and other concerns, 
shows the proposal to be the result 
of survey and to have resolved it- 
self into elements whose com- 
ponent parts deftly define present 
procedure, — state requirements 
and comprehensively set forth the 
explanation and recommendation 
for the proposed methods. 

There is more to written an- 


alysis than mere dry facts and fig- 
ures briefly stated. There is more 
to survey-proposals than two or 
three letterhead sheets with paste- 
on illustrations or catalogue pages 
attached. Yet it need not be an 
elaborate over-written composi- 
tion over which a plebiscite is nec- 
essary to determine its worthiness 
or unworthiness. 


The Length of the Written 
Presentation 


The most practical submission is 
neither extremely brief nor is it 
too extensive. Its néat attractive 
introduction may simply acknowl- 
edge collaboration or state the 
contents to be an unbiased report 
and recommendation, or _ both. 
Neatness and painstaking detail in 
compiling, from an inviting style 
of binding or cover, to the ar- 
rangement of pages, will tell much 
during.«the opening moments of 
presentation: It is usual practice 
after the first page of brief saluta- 
tion or introduction, to follow with 
a page devoted somewhat similar 
to the following: 

Subject: 
Application: 
Collaboration: ee aa 
Purpose: (@)...10)...te)...2te. 
Require- 

ments - (1)... (2). A8).etc. 

This may be made into a very 
understandable page, right to the 
point and business like. Many in- 
stances occur when the busy ex- 
ecutive having been handed a 
proposal by an assistant, quickly 
glances over a page of this kind, 
senses the requirements and value 
of the proposition, and because of 
the confidence created by perhaps 
nothing more than the construc- 
tion, approves and orders the in- 
Stallation or whatever it may be. 
Why not? The details of the other 
pages have been carefully scrutin- 
ized by subordinates and changes 
made if necessary. The appear- 
ance and arrangement make it 
obvious to the executive that here 
is something that has been given 
thought .... none but a responsi- 
ble individual or firm would in- 
dulge in such careful analysis. 

Other pages of the proposal- 
survey (written analysis) first re- 
late the present methods. Ob- 
viously, these give results of the 
survey and account in detail the 
present routine or the conditions 
found. In some instances it may be 
well to follow this explanation by 
general remarks, calling attention 
to specific facts that need correc- 
tion. Some accomplish this at the 
time of writing present methods by 
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following each paragraph or ex- 
planation, by another paragraph 
devoted to what’s wrong or needed. 
Proposed Methods are next in se- 
quence and consist of as many 
pages as necessary to outline the 
new proposed routine or new 
proposition. 

The writer is of the opinion that 
more satisfactory results are ob- 
tained if no attention is made in 
present methods of what may be 
changed, corrected, or suggested. 
Likewise that the matter follow- 
ing the other headings be confined 
exclusively to the subject. The 
idea of reserving a page for sum- 
marizing present methods versus 
proposed methods meets. with 
favor. Such sequence also permits 
one to turn from the original sub- 
ject page, back to the summary 
and quickly secure a complete pic- 
ture of the advantages. The final 
page of course, should contain the 
guarantee and word concerning 
service or other features, closing 
by the submission of investment 
required. 

Although the primary purpose 
of this article is to encourage the 
use of written: analysis and to 
urge the adoption of making thor- 
ough survey-proposals part of the 
basic laws of selling, it is not con- 
tended that this outline for pro- 
posal construction is by any means 
all that can be accomplished. 
Proposals may be dressed up and 
made more effective by the inser- 
tion of photographs or graphic 
charts. Photographs of present 
methods or present equipment 
versus views of what is proposed, 
—better still, photographs related 
to kindred concerns of the pros- 
pect, make splendid additions to 
the outline given. The use of 
graphs is rather restricted, but 
where they can be used, a not too 
complicated graph becomes a val- 
uable asset. In certain types of 
proposals charts depicting the 
flow of work .. . new against old, 
have proved invaluable as a means 
of displaying modern simplicity 
against the older antiquated way. 


Select the Salesman Who Can 
Make and Record a Survey 


Whether it be the scale man- 
ufacturer, the brokerage house or 
the agency for the duplicating 
system, the proper selection of 
salesmen has all to do with the 
success of conducting surveys and 
accurately recording the results in 
writing. Analytical minds equip- 
ped for specific propositions, in 
addition to having acquired funda- 
mental principals of general sell- 
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ing, and being formative, are more 
desirable for constructing and 
writing new or proposed methods. 
Disregard of these individual dif- 
ferences in men or lacking scien- 
tific selection, does not effect a 
reduction of waste nor tend to 
eliminate excessive selling costs. 

There is no mystery concerning 
the construction of proposals or 
even scientific selection of men to 
satisfactorily present solutions by 
these methods. On the other hand 
it is a mistake to assume that 
well-gotten-up proposals are sim- 
ple because they so appear. It is 
a matter of finding out and set- 
ting forth, not merely figuring out 
and making mental notes. Selec- 
tion of salesmen must include 
their ability to make surveys and 
written analyses based upon them. 

Traditional methods of selecting 
sales representatives are giving 
way to psychological and scientific 
procedures, which, by use of tests 
found indicative of the abilities or 
capacities of applicants, tell with 
a high degree of accuracy whether 
the qualifications found meet the 
requirement. Selections of men 
based purely upon opinion are now 
as antiquated as securing sales by 
the proverbial derby-clad drum- 
mer. The indefinable quality called 
personality has, and unquestion- 
ably will, top the list of requisities. 
Other factors, however, deserve 
utmost consideration and it is sug- 
gested that selections should not 
be made without serious attention 
to the score of the following fac- 
tors: 


Personality : 35% 
Practicality— 

Analytical Ability 30% 
Scientific Training 20% 
Selling Experience 15% 

100% 


Tests disclose facts. Opinions 
are based upon favored inclina- 
tions. Whether it is in the selec- 
tion of men capable of making 
surveys and proposals, or whether 
employed by the men, tests and 
surveys are indispensable tools for 
greater accuracy. 

It has been definitely estab- 
lished by a survey in a large in- 
dustry, composed of hundreds of 
manufacturers and having thou- 
sands of agents, that approxi- 
mately two-thirds of total sales 
originate as a result of their cus- 
tomer’s desire to improve methods 
or because of natural growth. Re- 
placement and miscellaneous were 
reasons for the remaining one- 
third. Of the total sales, purchas- 
ing agents were responsible for 


only seven per cent of the sugges- 
tions and decisions that a product 
be bought. With this unimpor- 
tance of the purchasing agent in 
mind, it becomes obvious that a 
wide variety, as well as a large 
number of executives are making 
suggestions and decisions. There- 
fore, a written analysis as a pro- 
posal is the logical method of pre- 
sentation, the medium by which 
these various executives may con- 
sult all of the facts and agree upon 
a satisfactory decision. 

Written Analysis is the guardian 
of facts. It wasn’t luck that New- 
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ton discovered the principle of 
gravity by watching the falling 
apple; he was prepared,—had an- 
alyzed. Selling opportunities can 
be created by preparation. Like- 
wise the preparation of a written 
analysis creates the opportunity to 
do a more thorough job and do it 
with dispatch. Do we not owe it 
to our organization and to our- 
selves to cut waste by cohesion of 
effort and build sales through 
greater accuracy in presentation? 

Unlock the door! Written An- 
alysis, new versus old, has proved 
the faithful servant! 


Complaining Customers 


By James P. Ward, President, Shipman-Ward 
Manufacturing Company, Chicago, Ill. 


er FIELD attributed his great suc- 
cess to his slogan, “the customer is always 
right.” 

United Parcel Service says: “Thank your 
lucky stars for people who complain. They are 
the customers who are helping you to be a bet- 
ter merchant. They may cause you agony of 
mind; their complaints may seem trivial; their 
attitude exasperating, and all that—yet there 
is every reason why you should feel grateful 
to them.” 

The only way you will ever know the weak- 
nesses of your organization is to have them re- 
vealed to you by the people whose patronage 
you seek to hold. 

One of the costly tragedies of business is the 
customer whose dissatisfaction remains unexpressed—the person who 
simply walks out and doesn’t come back. 

On the other hand the person who “kicks” and fusses about your service 
—who raves and storms about the quality of merchandise purchased from 
you—is doing you a real favor. 

The right attitude toward complaints—tolerance, sincerity and energy 
in running them down to their source, and a disposition to change the 
conditions which cause complaints—will do more to help a business func- 
tion properly than anything else. 





MR. WARD 


In the above paragraphs, Mr. Ward has tabloided a convincing essay 
on “The Complaint Department.” 

Several times in the past this journal has suggested the value of com- 
plaints. Mr. Ward writes out of long practice. Long ago, he states, he 
adopted the slogan which Marshall Field found so valuable in the upbuild- 
ing of his business—“‘the customer is always right.” 

The mail clerk has instructions to bring all complaints direct to Mr. 
Ward’s desk, before showing them to anyone else. Mr. Ward personally 
investigates these complaints, not only with the idea of satisfying the 
customer, but also to see that the faults are corrected and do not occur 
again. He has instilled in the mind of everyone in his organization the 
right mental attitude toward complaints. 

“In our business,” said Mr. Ward, “where thousands of parts are han- 
dled daily, it is almost impossible to avoid an occasional error and God 
bless the dealer who will send in his complaint and give us a chance to 
correct them rather than take his business elsewhere and not let us know 
where we are at fault.” 
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SLANTED SHELVING A NEW FEATURE IN THIS REMODELED STORE—Open displays were in- 
stalled throughoughout The Kautz Stationery Company store at Indianapolis with impressive results. 


Store Modernization Achieves 
Improved Display and Accessibility 


W sen remodeling their entire 
store recently on the open dis- 
play principle, The Kautz Sta- 
tionery Company at Indianapolis, 
Indiana, based their plan on the 
unusual idea of setting all side- 
wall shelves at an angle, so that 
the merchandise would be well 
displayed, easy to find, easy to 
handle—and hence more stimu- 
lating to the customers’ buying 
urge. 

The arrangement was evolved 
as their method of coping with the 
various factors in their moderni- 
zation problem according to John 
I Kautz, treasurer of the com- 
pany. Despite the fact that the 
new setup is still in the develop- 
mental stage, present indications 
point to gratifying success. 

In passing the idea on to other 
stationers, Mr. Kautz discusses 
it with an open mind, revealing 
the nature of their problem and 
objectives, and pointing out both 
the advantages and disadvantages 
offered by the arrangement. 

“Frankly, we would rather be 


As told by JOHN |. KAUTZ 


Kautz Stationery Company, 


Indianapolis, Indiana 


writing about this new arrange- 
ment six months from now,” de- 
clared Mr. Kautz, “so that we 
could support our present opinions 
with factual experience. We have, 
however, had the display in oper- 
ation for ninety days, and, al- 
though we are constantly finding 
ways to better the setup, we have 
no reason to think that we shall 
ever abandon it.” 

Mr. Kautz continued, “Ours was 
a thirty-year-old store, which had 
been operated by one proprietor, 
and with very little change in ar- 
rangement during recent years. 
In planning modernization, our 
paramount consideration was 
maximum accessibility and dis- 
play of merchandise. 

“Another factor in our problem 


was that we are in a very narrow 
and very high room, having shelv- 
ing ail the way up to an eighteen- 
foot ceiling. It was apparent to 
us from the beginning that we 
could not produce a ‘pretty’ store, 
no matter how we tried. We there- 
fore set out to make it as light 
and bright and neat as we possibly 
could. The resultant treatment 
was simply the solution which the 
aforementioned factors dictated 
to us. 

“We had no thought of trying 
to be ‘different,’ and it did not— 
in fact—occur to us that our lay- 
out had not been used elsewhere; 
although we had never happened 
to see one like it.” 

The advantages of the arrange- 
ment, according to Mr. Kautz, 
have proved to be as follows: 

1. Great freedom of customer 
circulation within the store. 

2. Visibility within reach of the 
customer of approximately twen- 
ty-five hundred articles; exclusive 
of the mass displays placed on 
the center isle and counters. 
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SHELVING ALONG ONE SIDE WALL 
—Built out twelve inches from the wall, 
the display shelves are tilted at an 
angle that makes a shelf eighteen 
inches deep. In the upper portion of 
this photo may be seen the stock shelv- 
ing which extends to the ceiling. 


3. Speed in waiting on custom- 
ers; since with more than half the 
goods it is unnecessary to remove 
the article from the display shelf. 
(On most standard items, the cus- 
tomer is able to walk up and point 
to the desired article, which the 
clerk removes; the balance of the 
stock then sliding forward into 
place.) 

4. Departmentalizing of like 
items into a single section—or two 
adjoining sections—has generally 
been possible. 

5. When the displayed stock of 
any merchandise is exhausted, the 
empty space is so obvious that it 
immediately attracts the clerks’ 
attention and the stock is, there- 
fore, replenished promptly. 

Most of the disadvantages of the 
arrangement are characteristic of 
those accompanying all open-dis- 
plays, although the first point 
which Mr. Kautz outlines below 
is a shortcoming which undoubt- 
edly will be remedied by more fa- 
vorable position given to the mer- 


chandise indicated. Mr. Kautz 
enumerates these four disadvan- 
tages: 


1. Bulky items, such as waste 
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baskets, scales, typewriter papers, 
etc., are partially concealed be- 
cause they are placed under the 
island counters. Thus a few lines 
have not as good display as for- 
merly. 

2. Dusting requires somewhat 
more care than under the con- 
ventional arrangement, and the 
exposure of such lines as columnar 
pads, scratch pads, and vertical 
files has resulted in some loss from 
soilage; although the sale of all 
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three lines has definitely in- 
creased. 

3. There undoubtedly is some 
shoplifting. Such as has been de- 
tected, however, was from the ex- 
posure of small items on the island 
counters. So far as is known, 
nothing has been taken from the 
shelves. 

4. It takes slightly longer to re- 
plenish stock, since all goods are 
removed from the box or carton. 


(Turn to page 34, please) 


SCRAP BOOKS 





A CLOSE-UP VIEW OF THREE SECTIONS OF THE SLANTED DISPLAY SHELVES—When an item is removed, the balance 
of the stock slides forward into place. Price cards attached to the shelves eliminates marking the merchandise. 
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Factors That Help Stores 


—— the customer appeal 
of your store, and you will expand 
your volume of sales. If this 
maxim of modern retailing applies 
to commercial stationery and of- 
fice equipment stores, a check-up 
of the factors affecting customer 
pulling power may well be made 
periodically by proprietors and 
store managers. 

New ways of attracting trade 
are constantly sought, and many 
merchants are successful in pro- 
ducing resultful promotional cam- 
paigns rather frequently. But in 
concentrating upon these sales 
stimulants, the management’s at- 
tention may become somewhat 
habitually diverted from many of 
the basic factors affecting cus- 
tomer appeal over the longer pe- 
riod of time. With the result that 
the store may be operating in a 
rut, following routine procedures, 
making few improvements, — in 
fact, losing its aggressiveness and 
magnetism. 

If you wish to attract more 
trade, why not do a little scrutin- 
izing? Approach the problem ob- 
jectively. Look at your store as 
though it belonged to someone 
else. Then ask yourself if it repre- 
sents your ideals of your type of 
store. 

To make the store attract more 
trade, study its strong and weak 
points. The strong ones should be 
featured and the weak ones cor- 
rected. The questions on this page 
will make it easy for you to check 
up on the factors that need at- 
tention. 

Check each point on which you 
are below the standards of your 
best competitor—and below the 
standards you have set for your- 
self. Begin with the exterior of 
the store. 


\ 


Outside Appearance 


Is the store front in need of paint, 
repair, or modernization? 

Are all of your signs well designed, 
well placed, visible at a distance, 
well lighted, and in good condi- 
tion? 

Is the awning in good condition? 

Is your location most desirable 
for attracting store trade? 


Attract Trade 


Check Your Store With 

These Questions on the 

Basic Features That Win 
and Hold Customers 


Are your store windows and doors 
always kept clean and bright? 

Does the public get an interesting 
view of your store through the 
customer entrances? 
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Window Displays 


Are the windows properly con- 
structed to display your mer- 
chandise advantageously? 

Are they well lighted? Do you 
take full advantage of the use of 
spot lights? 

Are the display window floors and 
walls in good condition? Could 
the background be improved? 

Are your display fixtures in good 
condition? Modern? 


Are your displays crowded, or do 
you focus attention on a few 
items? 

Is your merchandise well grouped 
instead of being scattered? 

Do you make a practice of show- 
ing related items together? 





Are your price cards attractive? 

Do you need more “talking” signs 
to arouse interest, convey mes- 
sages, or dramatize the use of 
items displayed? 

Do you inject human interest in 
your window displays? 

Are the windows dressed color- 
fully? Does the decorator con- 
fine himself to but one primary 
color, although employing vari- 
ous tints, shades, and secondary 
colors of this color? 

Does he focus color to the main 
product in the display? 

Do you make the most of display 
material supplied by manufac- 
turers? 

Do your windows tie up with your 
advertising? 

Should the windows be changed 
more frequently? . 

Should your displays of seasonal 
goods be improved? Could they 
be shown earlier? 

Do you feature new products? 
Special values? 

Do your displays convert window 
shoppers into actual store pur- 
chasers? 


\ 


Store Interior 
Now check up on the interior of 
your store and its merchandising 
methods, considered from. the 
viewpoint of the customer. 


= ye 


GOOD LIGHTING, EXOTIC WOODS, OLD MASTERS—Customers will be impressed 

with the atmosphere of high quality created in this new store of M. S. Ginn & 

Company, of Washington, D. C. Primavera wood from South America provides a 

distinctive paneling. A recessed wall display was designed for fountain pen sets, 

and open displays with wide aisles invite attention. Old masters adorn the walls 
above the trim shelving. 
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As customers enter, is the first 
impression inviting? 

Are the walls and woodwork in 
good condition? Do they need 
redecorating or refinishing? 

Are the floors attractively covered 
or finished? 

Is the store well lighted? Is there 
adequate light on the merchan- 
dise? 

Are your lighting fixtures modern? 

How does your amount of light 
compare with neighboring and 
competing stores? 


| 
y 
Store Layout and Fixtures 


Is your store layout such as to 
induce traffic flow, inviting cus- 
tomers to the different depart- 
ments, and enabling your sales- 
people to serve them efficiently? 

Does the customer get a good view 
from all points on each floor? 

Are the cross-aisles wide? 

Does the general arrangement af- 
ford maximum display, for the 
convenience of the customer? 

Do you have counters in front of 
the side-wall fixtures? (Their 
removal creates a friendlier re- 
lationship with customers, giv- 
ing access to the shelves.) 

Do you have open displays in the 
center (and elsewhere as much 
as possible), to permit inspec- 
tion and increase sales appeal? 

Are your fixtures modern? 

Do your shelves and showcases 
present an orderly arrangement 
of displays and stock? 
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Your Merchandise 


Next, consider your merchandise 
and displays, also from the posi- 
tion of your present and prospec- 
tive customers. 


Could you draw more trade profit- 
ably, by adding other lines? 

Could you attract better trade by 
adding other lines or depart- 
ments? 

Do you have the franchise on a 
sufficient number of office sup- 
ply and equipment lines? 

Are your varieties and assortments 
adequate? 

Are you building a reputation as 
one of the first to have the new 
products, and new and improved 
models? 

Is your sample stock kept fresh? 

Could you feature office specialties 
to better advantage? 

Do your displays suggest model 
office arrangements? 
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MASS DISPLAY IN WINDOWS COMMANDS ATTENTION 


IN HONOR OF FAIR TRADE CON- 
TRACTS!—The Schwabacher-Frey Com- 
pany, Los Angeles, recently celebrated 
signing Fair Trade contracts with the 
Underwood Elliott Fisher Company and 
the Royal Typewriter Company by mak- 
ing a huge window display composed 


Is your merchandise well displayed 
—easy to find—easy to handle? 

Are displays of kindred or related 
items suggestively grouped to 
encourage kindred sales? 

Could some goods be displayed 
more effectively by eliminating 
the crowded effect? 

Does the store need improved 
stands, racks, devices, special 
shelves, drawers, ledges, for bet- 
ter display and increased con- 
venience? 

Do you invite customers to visit 
your service department? 
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Other Factors That Affect 
Customer Appeal 


Does a spirit of genuine warmth 
and cordiality pervade the rela- 
tions between your store and its 
customers? 

Do your sales people have a pleas- 
ing manner, showing a personal 
interest in customers? 

Are your sales people enthusiastic 
over their merchandise, without 
exerting too much pressure on 
customers? 

Do they know the merchandise, so 
they can tell the buyer what is 
best for him and why? 

Is each sales person well trained 
in making demonstrations? And 
agreeable if no sale is made? 

Do you feature special sales and 
other events to draw trade? 


solely of portables manufactured by the 
two companies. The mass effect of these 
machines, combined with the fine array 
of colors used in the background, made 
one of the most compelling portable 
typewriter displays the Los Angeles 
stationery firm has ever devised. 


Do customers leave your store en- 
thusiastic over your service and 
their purchases? 

Do your outside salesmen follow 
the practice of bringing their 
prospective buyers to the store 
for inspection of displays as 
much as they might? 

Do your sales people attempt to 
learn the name of the company 
a customer is buying for, when 
purchases of typewriter ribbons, 
carbons, and other supplies are 
made in the store? 

Do your salesmen follow-up these 
store buyers with outside calls 
on the office of the company? 

Are credits, adjustments, and col- 
lections handled tactfully? 


Is your business well represented 
by the membership of your ex- 
ecutives and employes in various 
organizations of the commu- 
nity? 

Should you use more advertising; 
such as newspaper, direct mail, 
radio, outdoor signs, street car, 
motion picture theater, classi- 
fied directories, remembrance 
or other types of advertising? 

Do you ask customers to suggest 
improvements in your store and 
its services? 


From these and other points 
which no doubt will occur when 
making this kind of a check-up 
of your establishment and its 
practices, definite improvements 
can be planned. 
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SALES DEPARTMENT, LUFKIN TYPEWRITER COMPANY, LUFKIN, TEXAS, where each desk 











and private office is equipped with an intercommunicating unit, effectively demonstrating a 


system in use. 


Share in the Profits Offered by 


Intercommunicating Equipment 


Mi 
W ue we first saw the ad- 
vertisements of intercommunicator 


manufacturers, we felt that such 
equipment fitted in perfectly with 
our office equipment lines. We 
studied several different units, 
made a selection, and placed an 
order for a system to try in our 
own organization. The experiment 
proved to our satisfaction the effi- 
ciency and practicability of inter- 
communicators for business use. I 
took our own units out and within 
an hour after starting to demon- 
strate them, I sold four units to 
one concern and three to another.” 

Thus comments D. C. Satter- 
white, manager of the Lufkin 
Typewriter Company, Lufkin, 
Texas. His opinion is based on the 
reception given him and his asso- 
ciates wherever they have made 
sales approaches. He says, “Every 
person to whom we have sold this 
type of equipment is the most en- 
thusiastic booster you can im- 
agine.” 

Another successful dealer, C. M. 
Geer of the Geer-Dunn Company, 
Jamestown, N. Y., reports a similar 
experience, both as to consumer 
interest and the preceding of sales 
activity with a trial in the store. 
“During our Christmas rush last 
December,” he writes, “we had a 


Experiences Reported by 
Dealers Indicate a Broad 
Sales Field Awaiting Inten- 


sive Cultivation 


place in which we could use an 
inter-department telephone. The 
system we had installed complete- 
ly sold itself to us, so that we de- 
cided there were possibilities in 
the sale of them to other business 
organizations in our area. 

“One of our salesmen made the 
first call of the day on an attor- 
ney, placing the master station on 
the prospect’s desk and a sub- 
station on the desk of the attor- 
ney’s secretary. The salesman had 
to return to the store for another 
demonstration outfit because the 
attorney would not part with the 
equipment placed in his office. 

“Every installation we have 
made has been satisfactory.” 

In addition to the two dealers 
mentioned, L. F. Wendel, sub-agent 
in Baltimore under J. I. Ellman, 
sound equipment engineer, Wash- 


ington, D. C.; E. Edward Jacobson, 
Sioux City, Iowa, and E. Q. Perry 
of the Herald-News Publishing 
Company, Plainview, Texas, par- 
ticipated in a survey made last 
month by OFFICE APPLIANCES. They 
uniformly report a conviction that 
the field of sales is large and the 
return on the investment of time 
and money in merchandising in- 
tercommunicating equipment is 
worth while. 

“My first prospect,” says Mr. 
Jacobson, “gave me an order for 
a five-station system after a sales 
demonstration lasting only fifteen 
minutes. 

“This started the ball rolling. 
Brim full of enthusiasm, I tackled 
other prospects, but the response 
did not live up to the hopes built 
by the success of my first sale. I 
discovered that I needed a wider 
price range. In consequence I 
took on two other lines in different 
price classes. From that point on 
I sold to a variety of businesses, 
including a dairy, a wholesale 
grocer, a baker, a creamery plant, 
a coal yard, a lumber company, a 
restaurant, a hotel, a theater, etc. 
This convinced me that practical- 
ly any type of business was a pros- 
pect, although warehouses and in- 
dustrial plants later proved to be 
the most receptive. 
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“As an aid in my sales work, I 
secured testimonial letters from 
my first twenty-five users. By Oc- 
tober I found myself on the right 
track, with sales increasing daily, 
one prospect recommending an- 
other. 

“Demonstrations must be staged 
carefully. My salesmen are in- 
structed to place a sub-station on 
the prospect’s desk and the master 
station in an adjoining office or 
warehouse. The master station is 
operated only by the salesman, 
who carries on a conversation with 
the prospect, without the latter 
touching any of the controls. Con- 
fusion is eliminated and the dem- 
onstration successfully completed. 

“Because employes of prospects 
participate in the use of inter- 
communicators, it is important to 
obtain their good will. Antagonism 
from them can easily prevent a 
sale.” 

The Market Is Large 


E. Q. Perry of the Herald-News 
Publishing Company remarks, 
“Unquestionably there is a large 
market for intercommunicating 
sets. Most of our sales have been 
to industrial concerns, running 
lines to their warehouses, shipping 
departments, etc. Garages and 
automobile agencies have also pur- 
chased equipment, giving them di- 
rect communication with their 
parts department, shop, etc. Pro- 
fessional men, such as doctors, 
dentists, and lawyers, have shown 
some interest, when their estab- 
lishments are sufficiently large. 
Our most recent installation is a 
five station set in a large depart- 
ment store, providing direct com- 
munication for every department 
to the credit manager. 

“Our two regular salesmen who 
cover small territories selling type- 
writers and office supplies, are al- 
ways on the alert for opportunities 
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to sell intercommunicating sys- 
tems. They readily perceive where 
a need exists, and generally are 
successful in securing the order. 

“Newspaper advertising, supple- 
mented by direct mail solicitation 
offering a ten-day free trial in- 
stallation, has brought satisfactory 
results. Few sets are removed af- 
ter trial if the sale has been care- 
fully made and in a case where 
there is a need.” 

L. F. Wendel of Baltimore re- 
ports the following informatory 
experience: 

“The idea of selling intercom- 
municating equipment appealed to 
me very strongly the first time I 
witnessed a demonstration. Here 
was an item that had appeal, use- 
fulness and novelty. Later other 
factors showed up, such as pride 
of ownership, which has produced 
many sales; unlimited field—the 
butcher, the baker and the candle 
stick maker are all prospects; and 
it is a nonseasonable item, good 
all the year round. 

“The only proved method of get- 
ting the business is by men calling 
on every commercial enterprise in 
any one street or section, making 
demonstrations as quickly as pos- 
sible. The equipment will sell it- 
self if there is any need for it, 
whereas no amount of talking will 
result in business unless the pros- 
pect has seen equipment in oper- 
ation elsewhere. 


“Service to the customer is high- 
ly important. I will go to any rea- 
sonable length to keep a customer 
satisfied with his purchase. Ad- 
herence to this policy has paid big 
dividends as many sales have been 
made through recommendations of 
users. It is a pleasure to sell an 
item that gives a customer so 
much satisfaction. In every case 
where we have made a sale, we 
have made a friend.” 
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C. M. Geer of the Geer-Dunn 
Company reports a widespread in- 
terest in “seeing the phones.” 
Newspaper advertising, circular 
letters, and window displays, 
which included a large, multi-col- 
ored sign explaining the equip- 
ment, uncovered a large number 
of people who were at first merely 
curious. They soon became inter- 
ested, and frequently placed or- 
ders. 

“Our best industrial installa- 
tion,” Mr. Geer avers, “is in the 
office of a large lumber yard. The 
office is now in easy oral contact 
with the stock keeper, who may 
be up on the third tier rack, about 
fifty feet from the phone station, 
and gets instant information re- 
garding stock on hand.” 


Flexible Demonstration 
Necessary 


D. C. Satterwhite of the Lufkin 
Typewriter Company points out 
that in order to sell intercommu- 
nicators it is necessary to plan a 
complete demonstration that is 
flexible enough to be adaptable to 
widely different types of organiza- 
tions. It must show how the 
equipment will save many steps 
a day; how it will give a check on 
different parts of the organiza- 
tion; how it will help to get things 
done by providing a means of 
closer supervision. 

“Installations are handled with- 
out difficulty,” Mr. Satterwhite 
states. “Our own service men take 
care of small systems. For larger 
jobs, an electrician is hired so that 
our own men will be on call for 
inside and special work. 

“A constantly maintained win- 
dow display engenders consider- 
able interest among passers by. 
And the system we have in opera- 
tion inside our store is an excel- 
lent ‘display’ of how intercommu- 
nicating equipment functions.” 











D. C. SATTERWHITE 


(Portraits of C. M. Geer and E. Q. Perry, the other contributors to preceding article, were not 


available at press time.) 
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Winstead s Way 
of Building Foun- 


tain Pen Sales 


By J. EDWARD TUFFT 
& 


BROTHERS, INC., has developed an 
outstanding fountain pen business in Long Beach, Cali- 
fornia, by combining specialized merchandising meth- 
ods with a studied effort to give customer satisfaction. 
Through these policies, together with a full line of 
high-quality merchandise glorified in attractive coun- 
ter and wall cases located just inside of the front 
entrance, the Winstead store draws heavily on the 
Long Beach fountain pen trade. Mr. I. N. Collins is 
president of the firm. 

In discussing Winstead’s way of building fountain 
pen sales, A. F. Clayton, who is in charge of the foun- 
tain pen department, emphasizes a number of factors 
well worth reviewing. Mr. Clayton says that selling 
fountain pens is a specialized job demanding not only 
mechanical ability and knowledge of pens from a 
mechanical standpoint, but also requiring a sales per- 
sonnel as keen and well schooled in the application 
of psychological principles as in most any line of 
salesmanship. 

In the drama of successful merchandising in the pen 
department, the human equation plays a leading role. 
Customers with widely varying preferences—and in 
many cases exacting requirements—must be interested, 
sold and serviced by tactful salespeople. A pen in use 
only a few weeks, Mr. Clayton points out, may not be 
working right. Nine-tenths of the time this is the 
customer’s fault, but eight times out of ten it would 
not do to say so. The only thing to do is to smile 
through it all and make any and all repairs needed. 
Most repairs are minor, resulting from the user having 
fussed with the pen, but the dealer must accept the 
fact even though the user is to blame. It is the part of 
wisdom to make the customer happy, for by this prac- 
tice repeat business is built and the store’s reputation 
enhanced. Mr. Clayton cites the instance of a physi- 
cian who went berserk over a leaking pen. The sim- 
plest kind of operation corrected it and the man 
calmed down and has since bought four pens. 

Knowing that adults like to take fountain pens apart 
to see how they work, just as children like to pull old 
clocks apart to see how they are made, Mr. Clayton has 
learned to use shellac on pens when possible so they 
can not be taken apart. This precaution, he says, has 
headed off a lot of trouble. 


Gift Exchanges 


A great deal of grief can be avoided, Mr. Clayton 
finds, by well directed advice during the gift seasons. 
Thousands of pens are bought as presents during the 
year. Some stores encourage filling gift pens with ink, 
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TWO VIEWS OF THE FOUNTAIN PEN DISPLAYS AT WIN- 
STEAD BROTHERS, INC.—By specialization and customer 
cultivation, the fountain pen department of this Long Beach, 
California dealer has developed an outstanding business. 


but Winstead Brothers do not. Here it is discouraged, 
for Mr. Clayton prefers to have recipients of gifts feel 
free to come in for exchanges, and that of course is 
impossible when a pen has been filled and slightly 
used. 

Mr. Clayton tells how he handles this matter when 
making a sale. Here are Mr. Clayton’s words: 

“Ts this a gift pen?’ I ask. If the customer, usually 
a woman says, ‘Yes,’ then I say, ‘You have no way of 
knowing, of course, that this pen will exactly fill the 
bill for the particular person who is to receive it, so 
be sure to keep it like new and see that the one you 
give it to also keeps it like new until the person is 
sure it is the kind of pen wanted.’ 

“We have hundreds of exchanges, and each ex- 
change made in a cordial manner means a friend,” 
declares this successful pen merchandiser. “Ordinarily 
an exchange refused in any store means a person a 
little bit peeved, regardless of the merits of the mer- 
chant’s case!” 

That point is clear to this writer, from personal ex- 
perience. Once when he bought a hat the merchant 
asked if he might perforate the initials in the leather 
band. That seemed appealing, so “J. E. T.” was 
punched in the band. The next day the writer decided 
he did not want that color of hat, and he took it back 
for exchange. “I’m sorry,” said the merchant, “but we 
cannot take this hat back, as it has your initials in 
it!” “All right,” said this customer, “but tell me, were 
those initials suggested to me to prevent possibility of 
exchange? It seems that way to me!” The man some- 
what reluctantly said, “Why, yes, since you ask it!” 
“In that case,” declared this dissatisfied customer, “I 


(Turn to page 129, please) 
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Story of a Dealer's Outstanding 
Direct Mail Program 


A DIRECT mail advertising pro- 
gram that incorporates the ele- 
ments of a bang-up letter cam- 
paign, fortified by a stimulating 
house organ prepared by members 
of the organization for the sales 
staff and sent to many of the cus- 
tomers, is producing results for 
The Baker Company, an enter- 
prising office equipment and print- 
ing firm of Lubbock, Texas. 

Special interest attaches to the 
Baker program because of both its 
content and comparatively low 
cost. The Baker letters, like 
Charley McCarthy, possess a spar- 
kling personality that get over 
their points in a clever and enter- 
taining style. While the house or- 
gan, called “The Baker Salesman”, 
super-charges the selling staff 
with enthusiasm, helpful ideas, 
and gems of thought,—all reflect- 
ing a unified organization whole- 
heartedly devoted to progress and 
customer service. 

There must be something in the 
atmosphere of the vast state of 
Texas that develops the initiative 
and friendly personality so charac- 
teristic of the Texans. What is it, 
we ask, that keeps them on their 
toes down there? Whatever the 
answer, the Baker program is 
something to write home about. 

The Baker Company, headed by 
Lennis Baker, has two up-to-the- 
minute stores serving Lubbock and 
the Texas Panhandle. One store 
is devoted entirely to office furni- 
ture and office equipment. The 
other store supplies the trade with 
printing, stationery, and office 
supplies. During the short span 
of six and one-half years—despite 
general business uncertainty—this 
thriving business has grown, with 
an organization expanding from 
one to twenty-two employes. 


A Service Organization 


In the selection of all the 
utilities and in the performance 
of all of its services, around which 
the business has been built, The 
Baker Company decisions are 
made with the requirements of its 
customers in mind. The company 
makes itself to some extent a pur- 
chasing agent for its customers 
and prospects,—drawing upon its 
knowledge of the business and best 


How The Baker Company 
of Lubbock, Texas, is Build- 
ing Customers With a Low 


Cost Continuous Mail 
Campaign 


judgment of values to offer the 
things which will afford the great- 
est economy and give the maxi- 
mum measure of satisfaction. 

Correlated with this policy, and 
reflecting it throughout all the 
printed matter, is the Baker direct 
mail advertising. The objectives 
are at once apparent: (1) good 
will, (2) improvement of the busi- 
ness for the benefit of the cus- 
tomers, and (3) sales solicitation. 

In its early days, the company 
employed various types of adver- 
tising to convey its messages to 
the public. Then, according to Mr. 
Baker, they made a careful study 
of their advertising problem, 
checking results against cost of 
the various mediums. They came 
to the conclusion that direct mail, 
consisting largely of letters, showed 
the best returns. So, for the past 
two years the Baker Company has 
concentrated largely on _ direct 
mail. 


Mailing Every Fifteen Days 


“These letters,’ said Mr. Baker, 
“so out on an average of about 
every fifteen days, to a list of ap- 
proximately 1,000 names. Smaller 
mailings are sent at frequent in- 
tervals to segregated lists on spec- 
ific items.” 

All the letters in the Baker 
series are confined to a single 
page; some short and pithy, others 
a bit longer. The letterheads are 
printed in two colors—black and 
brown—on yellow bond stock. The 
messages are produced on a type 
duplicator, varying with black and 
brown ribbons. The names and 
addresses are filled in to match. 

A variety of interests are cov- 
ered in the letters, each one being 
devoted to a single subject and 


presented in a friendly way. The 
following is an example of one 
which invites prospects to use 
Baker’s service department for 
their office machines. In fact, it 
asks the individual to come and 
visit the shop. Here’s the letter: 


Dear Mr. ————— 

Mark Twain once remarked: 

“Always do right. This will 
gratify some people and aston- 
ish the rest.” 

Perhaps that is one of the 
reasons our Service Department 
is so popular. Our aim always 
is to “do right” for our cus- 
tomers and their typewriters, 
adding machines, etc. 

But, there isn’t any trick to 
that, because our service shop is 
better equipped to keep your 
machines in perfect working 
condition; more so, we believe, 
than any other repair shop in 
our territory. For instance, our 
shop has complete compressed 
air equipment for cleaning your 
machines. 

The boys here are born me- 
chanics. Visitors and customers 
are always welcome to thor- 
oughly inspect their work. They 
don’t attempt to hide it, because 
they are proud of it! Besides 
efficient service, they are nat- 
urally interested in seeing that 
you get friendly treatment. You 
8 feel at home here—and like 
it. 

From the very first analysis, 
even if it is only to put on a 
ribbon or make a minor adjust- 
ment, Charlie, the service fore- 
man, and everyone concerned 
wants to give you his best—and 
does. 

So this is just a real friendly 
invitation for you to visit us. We 
can offer you a special yearly 
service contract that will mean 
a saving to you. Just remember 
—when your office equipment is 
ill, let our doctors examine it. 
The diagnosis costs you nothing 
—obligates you to nothing. 

In all friendliness 
THE BAKER COMPANY 
Lennis Baker 


P. S. For really fast service 
just call 1620, and ask for 
“Charlie”. 


Each message is different from 
the others; which is one of the 
basic principles to be followed in 
sustaining interest in a mail cam- 
paign. They are directly to the 
point, arresting attention in the 
opening sentence. The ideas are 
well phrased and build to a climax 
in the close. 

(Turn to page 35, please) 
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— a year ago, through the 
efforts of a dynamic member 
of the office equipment industry, 
the employment committee of a 
New York executives’ organization 
inaugurated a business men’s 
campaign that has assumed na- 
tional proportions under the ap- 
pellation of “Forty-Plus,” in a fight 
against what they call “Forty- 
phobia’”—that fallacious concept 
that men past 40 can’t success- 
fully stand up against younger 
men in commercial life. 

The problem and the campaign, 
to which editorial reference was 
made in the December number of 
OFFICE APPLIANCES, in recent 
months has been given nation- 
wide attention in the press, and 
has resulted in hundreds of men 
and women over 40 being put back 
on payrolls. Much to the admitted 
benefit of many employers, as well 
as to the individuals. 

The man who started all this is 
Henry Simler, president of the 
American Writing Machine Com- 
pany. Mr. Simler is also chairman 
of the Employment Committee of 
the Sales Executive Club in New 
York City—the organization spon- 
soring the original work. The story 
of the campaign from its incep- 
tion, together with Mr. Simler’s 
suggestions as to how others might 
lend a hand, is told in an article 
by Ray Giles appearing in the 
Literary Digest of February 26 and 
the March issue of Reader’s Di- 


gest. 
As chairman of the Executive 
Club’s Employment Committee, 


Mr. Simler had been hearing hard- 
luck stories at first hand for over 
a year before he persuaded the 
club to fight “Fortyphobia” on a 
fact-finding, non - sentimental 
basis that would restore oppor- 
tunity to men and women of 
middle age. 

Mr. Simler told of an outstand- 
ing woman secretary who was re- 
fused work because she was 35. 
An unemployed accountant, whose 
ability and loyalty Mr. Simler 
could personally attest, had busi- 
ness doors slammed in his face 
because at 37 he was “too old.” 
Salesmen whose abilities he had 
recognized for years were unable 
to get hearings because their hair 
was gray. Some announcements of 
civil service examinations for ac- 
countants, stenographers, and 
skilled office workers set age limits 
as low as 26. Worst of all, he said, 
were manufacturers’ advertise- 
ments calling for so much experi- 
ence and skill in management that 





Campaign to Restore 
Opportunity to Older 
Men Started by 
Henry Simler, of 
American Writing 
Machine Company. 
Surveys Give High 
Performance Ratings 
to Men Above 40 


Years 


the specification “not over 35” was 
ridiculous. 

Arousing the interest of his fel- 
low members, Mr. Simler said they 
determined to make a thorough 
investigation to find out if 40 had 
become the deadline in business 
and if there was any basis of fact 
in the claim that men are less 
valuable to a company after they 
have reached that age. 

“A subcommittee of our employ- 
ment committee, known as the 





MR. SIMLER 


‘40-Plus Group,’ was fcrmed,” said 
Mr. Simler, “to collect all possible 
information on the employment 
and value of the man over 40.” 
The chairman is Hal Hode, sales 
executive with a leading motion 
picture company. The group set 
about obtaining facts. 


Average Age of Office Equipment 
Makers’ Best Salesmen 44.5 
Years 


Mr. Simler led the search with 
facts he obtained from 19 manu- 
facturers of office equipment. The 
average age of their ten best sales- 
men was 44.5 years, with some top 
salesmen in their 70’s. Mr. Simler 
takes pride in his own managers, 
whose average age is 50.3 years, 
and he declared that they do some 
of the company’s best selling. 


A survey among retail estab- 
lishments from New York to 
California was made by Charles 
C. Stech, another member of the 
Club. His study revealed that for 
every $100 worth of merchandise 
sold by employes in their 20’s, 
Salespeople in their 30’s sell $102.04 
worth, and those. in their 40’s sell 
$107.38 worth. While the sales- 
people in their 50’s are selling the 
most—$108.78 worth of merchan- 
dise. Illustrated articles on Mr. 
Stech’s investigations were printed 
in “Retailing” and the “Depart- 
ment Store Economist.” 

More facts on the merit and 
performance of men over 40 were 
obtained by the “40-Plus” group 
from 100 questionnaires which 
they sent to all members of the 
Sales Executives Club. “The re- 
sults,” said Mr. Simler, “showed 
an overwhelming percentage in 
favor of the man over 40 for ex- 
ecutive positions and the higher 
type of selling work in the fields 
of wholesale and retail distribu- 
tion.” The details of the survey 
findings are revealed in the “Di- 
gest” articles and in another under 
his own name published in the 
February “American Business.” 


Survey Gives Men Above 40 
Preference Over Youth 


The employers were asked to 
rate youth and men of “40-plus” 
on 31 different points. In the 
words of Mr. Giles, youth emerged 
with minor victories, being de- 
clared by a 3-to-1 vote more care- 
ful about personal appearance, 
more cheerful, more enthusiastic. 
But when it came to actual pro- 
duction, willingness to tackle 
unpleasant assignments, loyalty 
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and ability to take criticism, the 
preference for “40-plus” was 3 to 1. 
Even employers who themselves 
were under 40 preferred by a vote 
of 2 to 1 employes over that age. 
And 94 per cent of the employers 
said that the older man was “more 
likely to be conscientious about 
phases of his work which are hard 
to check up.” 

Attacking “Fortyphobia” on the 
point that many employers hesi- 
tate to hire older men for fear 
they may not be adaptable to the 
ways of the new organization, Mr. 
Simler offers facts that should dis- 
solve this inhibition. ‘“‘The survey,” 
says Mr. Simler, “indicates that at 
40 or 50 life has pretty well 
schooled a man in the necessity 
of cooperation. Experience has en- 
dowed 40-Plus with skill that 
younger men lack in getting on 
with all kinds of people; it has 
taught him a technique of adjust- 
ing himself to new situations that 
baffle the inexperienced.” 

To this, Mr. Giles adds a thought 
on the value of maturity in men: 
“The priceless ingredients of ex- 
perience, judgment, willingness to 


assume responsibility, are formed 
slowly in human beings, often not 
flowering fully until middle life 
is well behind. And employers are 
wantonly ignoring an applicant’s 
best capacities when they shut the 
door to him just because he is 
past 40.” 

The 40-Plus campaigners, how- 
ever, in their efforts to induce em- 
ployers to take on older men—and 
in their agitation to raise the age 
limits for admission to civil serv- 
ice—have no inclination to push 
youth aside. “This isn’t a struggle 
between youth and middle age,” 
Mr. Simler asserts. “Business needs 
both the freshness of youth and 
the experience of 40-Plus. A store 
or factory personnel too heavy in 
either group is out of balance.” 

Something must be done for 
those over 40, he declares, or the 
income of younger people will 
be used largely to support “over 
forties.” And something is being 
done by growing numbers of em- 
ployers. The “balance” idea has 
been taken up by the General 
Electric Company and Ford. The 
former announcing that it will 
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have 40 per cent of its employes 
over 40, to keep the same balance 
as in the general population. 
While Ford stipulates that the age 
distribution of workers shall 
parallel that of citizens in the 
town in which the factory is lo- 
cated. 

It is with deep satisfaction that 
Henry Simler sees the movement 
expanding. In a recent letter, he 
recounts some of the cdoperation 
given in publicizing the 40-Plus 
campaign: General Hugh S. John- 
son, two of his periods on the air; 
Mr. Cameron of Ford Motor Com- 
pany, several radio periods; Chan- 
ning Pollock, an article in the 
December “Forum;” periodicals, 
and newspapers in various cities. 
He urges others to lend a hand 
by talking with friends and em- 
ployers, writing editors, and com- 
municating with public officials 
regarding civil service age limits. 

Management that upholds the 
age barrier ignores the value of 
knowledge and competence which 
are the usual counterparts of men 
rich in experience. The man over 
40 deserves a break! 


Churches Are Prospects for 


Office Machines 


im large, extensively organized 
office is not the only worthwhile 
prospect for office appliances. 
O. E. Bergstrom, of the New Eng- 
land Adding Machine Company, 
Boston, believes that the type of 
enterprise employing few or no 
clerical assistance is actually most 
responsive to the sale of appli- 
ances which will perform its work 
accurately and quickly. 

As an example, Catholic churches, 
large and small, are important 
prospects for machines which sort 
and wrap coins, for adding ma- 
chines and typewriters, according 
to this dealer. In the church of 
average size the priest must han- 
dle collections and frequently do 
all the clerical work and account- 
ing himself. If the church is large, 
he may have an assistant. But 
rarely is there an organized office 
to take care of this work. 

Almost every church of this type 
needs an electrical coin sorting 
machine. For on Monday morn- 


Mechanizing Clerical Rou- 

tine Makes Priests and Min- 

isters Appreciative and 
Profitable Customers 


ings they have an accumulation 
of coins which must be accurately 
sorted and banked. An automatic 
machine, assuring accuracy and 
handling the coins in about one- 
fifth of the time necessitated by 
hand sorting, is an investment for 
the priest who has many other 
more important duties in his par- 
ish. He usually needs an adding 
machine for accounting, and there 
is always necessary correspond- 
ence that makes a typewriter in- 
dispensable. 

The priest who does the pur- 


chasing usually has a progressive 
attitude toward modern office 
equipment, for he appreciates the 
time saving character of special 
appliances. But it is not an easy 
matter to contact him and demon- 
strate the machine so that he may 
realize its helpfulness for his 
work. The priest is a busy man 
with parish work and services to 
attend to—matters which he nat- 
urally puts first on his schedule. 
The salesman who approaches 
him without an appointment may 
have a very long wait, Mr. Berg- 
strom finds, and he may, if tact- 
less, destroy a pleasant and fruit- 
ful contact. 


In working with churches, this 
concern employs only direct-by- 
mail to effect its contacts. With a 
courteous letter describing the 
helpfulness of the appliance, a 
booklet giving further details is 
often enclosed. A detachable cou- 
pon requesting a demonstration, 


(Turn to page 34, please) 
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Cater to Furniture Buyers Desires 


es sales may be need- 
lessly lost if the idiosyncrasies of 
buyers in the local field are not 
respected. Boston purchasers seem 
to think that a heavy panel is 
the best test of a sturdy desk, 
and give every display a hearty 
thump with their fists, without 
investigating the details of con- 
struction. Consequently we have 
heavy panels even in the less ex- 
pensive grades. Otherwise we 
could not convince our particular 
trade of the worth of a well built 
desk. 

Lack of tact accounts for many 
lost sales. I once called on a large 
paint concern and asked the 
young woman at the desk whom I 
should see about purchasing. She 
replied that she was going to buy 
ior the firm. In many concerns 
a woman has the greatest in- 
fluence with the “boss,” so I took 
her at her word, and told her 
about the equipment I thought 
would be suitable. 

Before I left another salesman 
called. He received the same in- 
formation, but apparently did not 
think it important and tactlessly 
asked the manager’s name and 
the time he was expected in. The 
woman was obviously ruffled. My 
order came through in two days. 
But the young woman proceeded 
to demonstrate her authority to 
the salesman who doubted it by 
seeing that he got no business. 

Women are gaining in im- 
portance in the purchasing field. 
In Boston law offices women fre- 


Giving Consideration to 
the Individual Prospect's 
Traits Saves Many a Sale, 
Says Ray Spurling, Mana- 
ger, Boston Desk Exchange 
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quently purchase equipment. They 
like to deal with a neatly dressed 
salesman who treats them on an 
equal plane with the man who 
buys, gives them dependable in- 
formation and respects their pref- 
erences. A salesman who fails to 
treat a woman buyer fairly is un- 
likely to receive further business 


from her for she is a good judge 
of value. 

Through personal experience as 
stenographers, many women buy- 
ing equipment for offices recognize 
the value of posture chairs in in- 
creasing speed and comfort, the 
importance of correct lighting, and 
the effect of proper equipment on 
the health and attitude of em- 
ployes. They will respond intel- 
ligently to the salesman’s sugges- 
tions in this connection. 


Occasionally it is an assistant 
purchasing agent who must be 
handled tactfully. His opinion 
may be the deciding factor with 
the buyer. The salesman who un- 
derestimates his importance loses 
the chance to sell. 


Sell the Accessories 


We try to increase every sale of 
a desk or table by suggesting a 
lamp, a washable linoleum desk 
pad, and desk tray. In our sales- 
room all new desks are displayed 
with these accessories. When we 
sell a filing case, we suggest an 
index. We keep a full selection of 
indexes in a metal storage cabinet 
cn the floor. Displaying these, the 
utility of the cabinet is suggested 
to the customer for various pur- 
poses. Cellarettes are another ex- 
cellent article that may be sold 
by suggestion. A cellarette is al- 
ways displayed rather conspicu- 
ously on the floor, so that it may 
be made the subject of humorous 
comment when other furniture is 
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shown, which is often enough to 
obtain a sale. 

A re-finishing room in the rear 
of the salesroom is a great advan- 
tage in selling used furniture. 
There are many customers who 
are really prejudiced in favor of 
used equipment as they believe 
they obtain better values. It is 
the surest appeal to their psycho- 
logical make-up. Offices often pre- 
fer to equip small or new depart- 
ments with used furniture. Some- 
times both types are purchased, as 
in the case of an insurance com- 
pany that recently bought filing 
cabinets. Half of the number they 
ordered were new, the other half 
used. 

The re-finishing room with ex- 
pert workers enables us to put in 
salable condition much worn-out 


furniture. Just now we have some 
worn-out typewriter desks. Re- 
finishing these at small cost with 
new ply-wood tops and edges and 
fastening the typewriter drop with 
strips, we obtain serviceable flat 
top desks. In our salesroom we 
have an attractive mahogany 
stained double desk. It is oak, but 
so badly soiled that it was impos- 
sible to restore the natural finish. 
Unsalable in oak it was instantly 
salable in the mahogany stain. 


Frequently our re-finishing serv- 
ice is the means of obtaining valu- 
able business. For instance, I was 
asked to estimate on repairs to 
desks in a large office. There were 
so many desks that needed re-fin- 
ishing that the estimate was over 
$900. As I wanted the buyer to be 
certain that we were asking no 
nore than a fair rate for the work, 
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I suggested that we would make 
the repairs at a flat rate of $1.50 
an hour if he preferred, although 
I did not expect that the total 
charge would differ greatly. He 
liked the idea and agreed to ac- 
cept our service if we would re- 
finish one of the desks and submit 
it as a sample of the work. We 
followed his suggestion. He liked 
the work and we gained a re-fin- 
ishing job amounting to almost 
$1,000. 


In selling used or new furniture 
or repairs, I follow one basic pol- 
icy that I find helpful. I suggest 
only office equipment that would 
be satisfactory to me, were I in 
the buyer’s place, and make the 
transaction such that I can walk 
into that office a year later, when 
the equipment has seen service, 
without a single qualm. 


Confidence Is Related to 


Eine rule used by all successful 
salesmen is—gain the customer’s 
confidence through acquiring self- 
confidence. George B. Morrison, 
president of the Indianapolis Of- 
fice Furniture Company, Indian- 
apolis, Ind., says: 

“A salesman’s confidence in 
himself has everything to do with 
his success. Whether you are sell- 
ing office furniture or some other 
commodity, the best way to gain 
self-confidence is to learn as much 
as you can about the product you 
are selling. If you really can ac- 
quire a knowledge of your busi- 
ness, you are sure to gain self 
assurance and be able to inspire 
confidence in the buyer.” 


Confidence can hardly be 
achieved without a sense of ap- 
preciation. If a salesman does not 
have the quality of appreciation 
developed to a high degree, he 
will most likely have a negative 
attitude which will detract from 
his personality and dampen his 
enthusiasm for selling. 


The skillful salesman-conversa- 
tionalist who contacts the friendly 
type of buyer will not just go into 
the office and talk about the 
weather and ask point blank ques- 
tions about the man’s family or 


Furniture Sales 


George B. Morrison, Presi- 
dent, Indianapolis Office 
Furniture Company, Indian- 
apolis, Ind., Tells of His 
Firm's Qualification-List for 


Salesmen 


his hobbies. One idea always leads 
to another and by the time two 
friendly conversationalists have 
culminated an interview, any sub- 
ject under the sun may have pre- 
sented itself. 


Conversations must have con- 
tinuity and unity just as much as 
written compositions. No intelli- 
gent salesman will ask questions 
that are personal unless some 
point in the conversation or sales 
talk touches upon it. He will not 
follow up such a question unless 
the buyer indicates that he wishes 
to discuss the subject. There are 
very few persons, however, who do 
not like to talk about their own 


personal interests if the salesman 
shows that he is a good listener 
and is appreciative. This type of 
selling does not arise from cold 
technical procedure, but from a 
sincere friendly interest in people, 
which cannot be faked. 


“Of course,” says Mr. Morrison, 
“the salesman has to guard 
against being over-talkative. Gen- 
erally, he should confine his talk 
to his product and his firm. 
Where the over talkative type of 
salesman is concerned, the aver- 
age executive is entirely too busy 
to listen to talk other than busi- 
ness. I have observed that the 
talkative type says a lot of things 
they do not realize they say. If 
you think about what you are say- 
ing, I do not believe you can talk 
fast. 


“Employers can help salesmen 
to gain and retain self-confidence 
by stressing the fundamental rules 
for selling that must be observed 
by all. We tell our men that, af- 
ter they have spent some time 
studying different furniture ar- 
ticles, they know more about them 
than the men who have had no 
special training. We urge them to 
talk to the customer with assur- 
ance. You cannot gain the cus- 
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FINE FURNITURE INSTALLED BY THE 
INDIANAPOLIS OFFICE FURNITURE 
COMPANY IN THE WORLD WAR ME- 
MORIAL BUILDING, INDIANAPOLIS, 
IND.—The chairs and tables were espe- 
cially designed by Walker and Weeks, 
architects of Cleveland, Ohio. The upper 
picture shows the attractively simple 
directors room. The lower illustration 
reveals one of the several assembly 
rooms. The beautifully patterned chairs 
harmonize nicely with the wood pan- 
elling in these rooms. 


tomer’s confidence unless you 
have confidence yourself. 

“Of course, over-confidence is 
just as bad as lack of confidence. 
That is the reason many who are 
timid and retiring as beginners 
often eventually overshadow the 
person who is a bold beginner. 
Probably the bold ones never had 
confidence in the first place. 
What sometimes appears to be 
confidence is simply ‘bluff.’ True 
self confidence, inspired by knowl- 
edge of one’s business grows and 
will last. 

“It is a problem in the furni- 
ture field to determine whether 
the salesman should be _ per- 
mitted to use his originality in 
selling. We start out with a cer- 
tain objective in mind and try 
to find out the best way to ac- 
quire it. If the salesman’s edu- 
cation and training fit him to be 
original, we encourage it. Gen- 
erally he has not made the study 
of the problem that his employer 
has. In such cases, he adheres 
quite closely to a prescribed rou- 
tine. 

“Another way for the salesman 
to gain and retain the customer’s 
confidence is by not taking up too 
much of his time when he gets 
an interview; also, by trying to 
sell the kinds of furniture that are 
best suited to his needs. 

“The salesman not only has to 
gain confidence for himself, but 
also for his firm. In the office 
furniture business, dealers are 
judged by the type of salesmen 
they employ because the most of 
the salesman’s time is spent in the 
customer’s office. 

“There is no doubt that courtesy 
really pays in dollars and cents. 
I have seen it cost people actual 
cash when they failed to use it. 

“It also helps to inspire con- 
fidence if the salesman can re- 
member names. That is what 
really brings the salesman and his 
customer closer together; in fact, 
after the first call, he should al- 
ways be able to call them by 
name. He should not depend too 


much on his memory. He should 
keep a card index of his custom- 
er’s accounts and their names, to 
which he can make quick, easy 
reference. 

“The attitude of the salesman 
toward his work and his products 
has everything to do with self- 
confidence and _  customer-con- 
fidence. If he does not feel just 
right about it, it is useless to try 
to convince the other person it is 
all right. 

“Dealing with the customer who 
has a low-price complex (fre- 
quently encountered in_ selling 
office furniture) is a matter of 
showing him the difference in 
values; in fact, your best furni- 
ture should be shown to every cus- 
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tomer, regardless of whether he 


buys it or not. He will always 
know that you do have better 
grades if he should want them. 
Of course, there are places where 
lower priced equipment should be 
used and it would be futile to try 
to sell the highest quality. 

“It is wise also to call upon cus- 
tomers occasionally when you are 
not on a sales mission to offer free 
help or suggestions that might be 
needed. Personally, I spend a lot 
of my time just in making friendly 
calls. 

“Finally, if salesmen will work 
and go through the motions that 
obviously any salesman has to go 
through and make enough calls, 
they will sell furniture.” 
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PART OF A BATTERY OF “AUTOMA- 
TIC” FILES IN A WISCONSIN HOSPI- 
TAL.—The Wisconsin General Hospital 
of Madison purchased in February, this 
battery of twenty-nine Automatic 4- 
drawer letter files, to supplement what 
is probably one of the most unique ver- 
tical file installations in the country. The 
installation was made by the Jones 
Typewriter-Business Furniture Company, 
Madison, Wisc. Nine of these units are 
to be placed on top of another large 
battery of seventy-five Automatic 5- 
drawer files alongside another upper 
row of twenty-five Automatic 4-drawer 
files, so installed, making a grand total 
of 125 units. The thirty-four Automatic 
4-drawer file units which are on top of 
the 5-drawer units actually become 
thirty-four 9-drawer Automatic letter 
files! Reference to the higher drawers is 
made by means of a ladder with wheels running on tracks 
attached to both floor and ceiling, on which the ladder in- 
clines toward the filing units. The Automatic letter files have 
continued to operate perfectly since the initial purchase of 
the units in 1934. It was found that the expanding and com- 
pressing drawers of Automatic files would facilitate reference 
to the completely filled file drawers from the rolling ladder. 
The photograph was taken at the factory at Green Bay, Wisc., 
just before shipment. . 


“PLAY BALL” SYNONYMOUS WITH NEW FURNITURE.—On 
the eve of the 1938 baseball season Spak & Natovich, 40 South 
Wells street, Chicago, made this fine installation of new fur- 
niture in the private and general offices of the Chicago White 
Sox baseball club. Many leading manufacturers contributed 
to the general utility and elegance of the installation as shown 
in the picture of the general office (upper) completely outfitted 
with Milwaukee Chair Company chairs, Commercial Furniture 
Company desks, Metal Office Furniture Company “Steelcase” 
files and Nagel-Chase smokers. (Lower) The beautifully-ap- 
pointed private office of Lou Comiskey, owner of the White 
Sox, where the featured item is an immense, specially-con- 
structed chair (right foreground) made by the Milwaukee Chair 
Company on specifications furnished by Mr. Comiskey. Other 
chairs shown are by Milwaukee while the settee was manu- 
factured by Borgwardt & Ernst Company, Chicago. Note the 
special light fixtures shaped to resemble a huge baseball 
swinging between four baseball bats. All of the old furniture 
of the private office was ordered stored away for safekeeping 
by Mr. Comiskey in memory of his father who used it for many 
years. Spak & Natovich received many congratulatory mes- 
sages as well as some substantial orders from sportsmen and 
others who viewed the furniture after the installation was 
completed at a total cost of $3500. 











THE GROUND FLOOR OF THE D. W. 
COLLINS DESK COMPANY’S NEWLY- 
ACQUIRED HOME IN OKLAHOMA CITY. 
—Located at 204 Northwest Second street, 
the store is thirty by 100 feet with a full 
basement in which is located the used 
department known as the “Bookcase 
Headquarters of the Southwest.” Mx. 
Collins was previously in partnership 
with Clarence E. Page and was at one 
time president of the Western Bank & 
Office Supply Company. G. H. Bartlett. 
Jr., secretary-treasurer of the firm, was 
formerly manager of the Remington Rand, 
Inc., branch at Tulsa, Okla.—EVH 
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EDITORIAL 


"Along the Way With NSA" 


@ Only those acquainted with trade condi- 
tions prior to the establishment of The National 
Stationers Association thirty-four years ago fully 
appreciate the benefits which have derived from 
it. Benefits not to members only, but to non- 
members as well. For all have profited many 
ways by improved trade practice and more effec- 
tive merchandising methods brought about by 
collective consideration of trade problems and by 
pooling ideas for mutual advantage. 

Of which fact the series of regional meetings 
now being held in the west (three of them being 
reported in this number) is an impressive re- 
minder. 

Reminder, too, that NSA has made its greatest 
development within the past ten years, has ex- 
tended its operations, increased its usefulness 
and value, and has contributed much toward 
making the commercial stationery business a 
major division of the office equipment industry, 
now one of the leading industries of the country. 


Gearing Sales Activities 
to Sales Curves 


@ When business is hard to get, sales activ- 
ties should be geared inversely to the sales 
curves. In other words, when sales curves cease 
pointing persistently upward — when business 
slows down—selling activities must be speeded 
up. Efforts of sales management and individual 
salesmen must be more intensified along all 
fronts. The principle applies universally in all 
fields of distribution; that of the manufacturer, 
wholesaler, and retailer. And measures which 
will strengthen the sales and merchandising 
programs at this particular time occupy the 
chief attention of those who are determined to 
forge ahead, undaunted by temporary recessions. 

“In the province of sales management there 
is today particular need for most careful thought 
and planning,” said L. C. Stowell, executive vice- 
president of Underwood Elliott Fisher Company, 
in a discussion on this timely subject appearing 
in the March issue of the “Executives Service 
Bulletin,” published by the Policy Holders Serv- 
ice Bureau, Metropolitan Life Insurance Com- 
pany. 

“It is easy to set quota tasks when the sales 
curve shows a constant increase month after 
month,” declares Mr. Stowell, ‘but,’ he asks, 
“what of times when the curve is no longer per- 
sistently upward? Shall quotas be raised, re- 
main stationary, or be reduced? What of sales 
contests and additional rewards for sales work 





well done? Every business must answer such 
questions for itself,’ Mr. Stowell said, “but it is 
more important than ever that quotas be so set 
that salesmen will accept them as fair and re- 
gard them as an inspiration and not as a bur- 
den.” 

While sales are not so easy to get as they were 
during the first half of 1937, present conditions 
may have their compensating value in stimulat- 
ing more constructive sales efforts. Sales man- 
agement, in gearing its activities to sales curves, 
should make its program of sales training, super- 
vision, control, incentives, and sales promotion 
mesh with market possibilities and user needs— 
rather than with the current rate of buying. 
Positive thinking must supplant negative think- 
ing, for when in clouded sales valleys the sales- 
man’s horizon needs to be heightened. 

Incident to the fact that the success of the 
sales program hinges upon the salesman is the 
following poignant parallel stated in an adver- 
tisement by the Jam Handy Organization ap- 
pearing in Printers’ Ink Monthly: 

“It’s the singer, not the author 
who puts across a song, 

It’s the salesman, not the sales manager 
who puts across a sale.” 

When the going is rough, both management 
and the salesman should re-valuate the sales- 
man’s time, and give special attention to ex- 
panding contacts — increasing the number of 
calls made. 

The salesman’s time, according to Mr. Stowell, 
surpasses in importance all of his other assets, 
including his personal equipment and the sales 
helps provided by his company. “For,” said Mr. 
Stowell, “unless he takes full advantage of it 
he can never get the most out of the other items. 
There is something irrefutable about the rela- 
tionship between the number of calls and the 
kind of calls made by a salesman on prospects 
and customers, and his sales record. 

“If sales are a quarter or a third harder to 
get,” continued Mr. Stowell, “isn’t there hard 
logic in the proposition that a salesman should 
face that fact and counter with a fourth or a 
third more calls? Or, if he is wise, he will step 
up the number by 50 per cent. I have seen 
excellent salesmen make the almost fatal mis- 
take of continuing their rounds among those 
accounts which have given them the bulk of 
their business in good times, even after many of 
those accounts have curtailed purchases for one 
reason or another. 

“T have seen other men who have persistently, 
year after year, expanded their contacts and 
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made an earnest daily endeavor to cover their 


entire territory, calling on all kinds of buyers, 
large and small, and they have come through 
with an ever-increasing volume of business on 
the firmest of foundations. There is no question 
as to which of these men will maintain a satis- 
factory volume of business when sales are not 
easy,” said Mr. Stowell. 
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Fletcher B. Gibbs 


@¢ The recent death of Fletcher B. Gibbs is 
recorded elsewhere in this issue. His passing 
reminds of his unstinted, influential service to 
the stationery industry through his work with 
the National Stationers Association. 

Studious, thorough, persistent, he carried 
projects through to successful conclusion. He 
was one of the prime movers in the organization 
of the Chicago Stationers Association in 1902, 
from which, in 1904, sprang the National Asso- 
ciation of Stationers and Manufacturers, now 
titled the National Stationers Association. He 
was the logical and unanimous choice as the 
first president of the: national organization. 

When the need for an N. S. A. general man- 
ager became urgent in 1918 and 1919, Mr. Gibbs 
was appointed to the office, starting January 1, 
1920. During the next eight years, until ill 
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health forced his retirement in 1928, he effi- 
ciently directed the affairs of the growing asso- 
ciation in close codperation with the elected 
officers. Under which the industry earned recog- 
nition as an important division of commerce in 
the United States. 

Fletcher Gibbs left a lasting impress upon The 
National Stationers Association and the indus- 
try it serves. His contributions were many, his 
character modest, his expert assistance always 
available. His friends throughout the country 
will regret his passing. 
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‘Washington ‘Business’ 
(From Nation’s Business for April) 


@¢ “Saving Clips at the Spigot: ‘Let’s stop 
wasting paper clips,’ the Farm Credit Adminis- 
tration exhorts its personnel. This earnest re- 
sponse to the growing demand for economy in 
government started with a ‘research’ into waste 
baskets which disclosed that ‘anywhere from 
three to seventeen good paper clips’ were being 
thrown away daily by each employe. An effi- 
ciency mind got busy at once, calculated that, if 
every person saved one clip a day, that would be 
4,500 boxes a year, or $98 a year. We started to 
compute what percentage that is of the $4,000,- 
000 budget of the F. C. A. but our slide rule won’t 
register that many decimal points.” 





HERE AND THERE 


CASWELL-MALCOLM-MARLIN 
IN OCEAN SCRAP 


George F. Malcolm, general man- 
ager, F. S. Webster Company, Cam- 
bridge, Mass., is an ardent deep sea 
fisherman. His favorite field of ac 
tion is off the east coast of Florida, 
to which he has made an annual trip 
toward winter's end for many years. 
The six weeks’ visit this year included 
a stop at the "'Cloister’’ on Sea Is 
land along the coast of Georgia, en 
route to the ‘Breakers’ on Palm 
Beach. 

Mr. Malcolm has never ended his 
season without a picturable catch of 
some variety. But with every paying 
out of the line was the hope that this 
time a marlin would respond to the 
lure. ‘Hope springs eternal in the 
human breast: Man never is but al- 
ways to be blest.'’ But Pope was 
mistaken. 











INLET DOCK 
PALM BEACH FLA. 


eight o'clock the well equipped craft 
eased out on the gentle billows. 

Hour after hour lines paid out and 
trolled without result. But toward 
the mid-afternoon when the party 
was about to turn back there was a 
violent tug on Ted Caswell's line that 
sent a thrill down the holder's spinal 
column. The rod snug in the belt 
pocket swung down. The reel whirled 
and the line went spinning out. The 
colored mate, closely watching the 
operations, presently warned Ted to 
set the hook. The rod swung up and 
the catch was fast. Then plunged 
to the bottom, dashed to the surface. 
jumped in the air, at which the mate 
sang out, "Boy, hold fast, dat's a 
marlin." 

At the end of twenty-five minutes 
in which the pores of his skin soaked 
his garments and exhausted his mus- 
cles, Ted passed the rod to his chief 





Anyway. This year Ted Caswell 
sales and advertising manager of the 
Webster Company, met his chief by 
appointment at Palm Beach. A ten- 
derfoot among the probers of the 
deep he was to be initiated in the 
mysteries of the process. The day 
was favorable in every respect. 


WELL, I GOT HIM!—So Ted Caswell 

seems to say as he poses beside the 

marlin he hooked recently in Florida 
waters. 


Across a sky of gorgeous blue, lacey 
snow white clouds impelled by quiet 
breeze, drifted hither and yon. At 


who took over the contest for an- 
other twenty-five minutes when the 
marlin, seven feet seven, seventy- 
two pounds, was drawn in the boat, 
landed by joint exertion of the two 
but first hooked by Ted. Young ten- 
derfoot! It was the late ''Marse Hen- 
ry" (peace be with him) who said— 
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"The intuition of youth outwits the 
wisdom and baffles the experience 
of age.’ But only occasionally. 





WHAT A CIGAR—AND WHAT 
A BABY! 


Thousands of fathers have given 
away millions of cigars as a time- 
honored means of notifying the 
world at large that a brand-new 
baby has arrived at the house. And 
so it was recently that Art Brunner, 
who graces the sales staff of the 
Farnham Stationery & School Supply 
Company (Art Walker, to you), at 
Minneapolis, did the usual thing. 

But he didn't do it in the usual 
way. In tact Mr. Brunner was noth- 
ing if not original in notifying his 
friends that Mrs. Brunner had just 
presented him with a baby girl. The 
proud father let his sales record take 
care of itself for a while and went 
out shopping for cigars just a little 
different from the usual run of the 
weed. 

And what a cigar he returned 
with! It looked like something be- 
tween a new type submarine and an 
army blimp. Everybody got one in- 
cluding Brother Salesman H. |. Zah- 


ner who even cast caution aside long 
enough to light it and obligingly pose 





“CONGRATULATE ME AND HAVE 

A SMOKE.”—So says Art Brunner to 

H. I. Zahner, handing out giant cigar 
in honor of new baby. 


for a picture snapped by Bill Lane, 
who got one, too. 

Oh yes, mother and baby are do- 
ing fine, thanks. 





GEORGE CALLIS ISN'T DEAD— 
HE SAYS SO! 
"Reports of my death are greatly 


exaggerated!" 
That cryptic denial of his demise 
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may have been originated by the 
clever Mark Twain, but George H. 
Callis, Pacific Coast representative 
of S. S. Stafford, Inc., New York 
City, is reiterating it without fear 
of plagiarism. And thereby hangs 
a story. 

Some person or persons unknown, 
as coroners generally put it, has or 
have been making the rounds of Mr. 
Callis' customers with the sad news 
that “poor old brother’ Callis has 
shuffled off this mortal coil to the 
great sorrow of the bringer of such 
sad tidings. 

The individual (or individuals) waits 
(or wait) for the heartbroken dealer 
to join him (or them) in shedding a 
few tears (slightly crocodilish) from 
the party (or parties) of the first part, 
and then suggest that inasmuch as 
“poor old" George isn't “with us 
any more" the individual (or individ- 
uals) is (or are) quite willing to use 
his (or their) order blanks so that the 
grief-stricken dealer need not be 
without supplies. 

But, take our word for it, George 
is very much alive which will prob- 
ably be more than can be said for 
the purveyor (or purveyors) of false 
news if George’ catches him (or 
them). 





TRADE AGREEMENTS IN 
THE MAKING 


(Continued from page 14) 


As to this last the plot is to, in 
so far as possible, find opportuni- 
ties to grant concessions in quar- 
ters where there is a minimum of 
competition. The pact-hunters at 
the State Department are sup- 
posed to select carefully the com- 
modities that they make the basis 
of trade agreements. So that, in 
making tenders to a given coun- 
try, they include only those arti- 
cles of which that country is the 
chief source or a major source of 
supply. By this method they have 
succeeded in removing (or avoid- 
ing the likelihood of) obstructions 
on something like $300,000,000 
worth of U. S. exports, in contrast 
to a few million dollars of imports 
that have a more competitive 
status. How much of a stimulant 
the pact medicine may prove has 
already been attested by a close- 
to-home example in the form of 
increased purchases by Canada of 
U. S. office furniture, rubber spe- 
cialties, paper specialties and 
photographic films. No less strik- 
ing a sequel to trade conciliation 
was afforded last year by the jump 
in U. S. typewriter sales in Cuba. 

Lately there has been some 


switch of sentiment by erstwhile 
pessimistic business men. The 
tragedy of Austria having shown 
how suddenly the United States 
may be deprived of a customer, 
there is more sympathy for the 
theory that Uncle Sam _ should 
lose no time in cementing closer 
trade relations with nations that 
can be depended upon as buyers. 


NOTE—It is hoped that the United States 
will soon be able to negotiate other treaties 
with countries having compensatory trade 
pacts with nations whose competition in the 


office machines field has so seriously affected 
our exports in certain markets. 
——c—<-e——____ 


STORE MODERNIZATION 
IMPROVES DISPLAY 


(Continued from page 19) 


This, however, is probably offset 
by the fact that each division on a 
shelf has a permanent price mark- 
er, and consequently it is no longer 
necessary to mark any of the mer- 
chandise. 


The layout of the store and the 
structural arrangement of the 
shelves is fairly obvious from the 
accompanying pictures. “The 
shelving,” Mr. Kautz explained, 
“extending twelve inches from the 
wall, placed at the angle we have 
employed, makes a shelf eighteen 
inches deep. Hence, the storage 


space in the gravity feed section 
is considerable.” 

Stock shelves, arranged in the 
usual horizontal manner, extend 
above the slanted display shelving 
to the ceiling. 

With open displays, lighting is 
an important factor in showing 
the merchandise effectively. This 
was given consideration in remod- 
eling The Kautz Stationery Com- 
pany store. “Our plans,” said Mr. 
Kautz, “include new lighting fix- 
tures of the direct-indirect type, 
which will cut off most of the vol- 
ume of light above the display sec- 
tions. Our purpose in doing this is 
to obscure as much as possible the 
unattractive ceiling and upper 
portion of our shelving. The new 
lighting units will have thirty- 
inch reflectors of opaque glass, 
against which inverted bowl lights 
will be reflected.” 
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CHURCHES ARE PROSPECTS 
FOR OFFICE MACHINES 


(Continued from page 27) 


at the bottom of the sheet on 
which the letter is written, proves 
valuable. The letter is folded so 
that the coupon is immediately 
seen when the envelope is opened. 
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This compels attention and causes 
the reader to look over the rest 
of the letter, concisely outlining 
the selling points of the machine. 
Direct-by-mail of this type re- 
sults in many appointments and is 
far more effective than haphazard 
personal calls. 

The coupon has space for the 
firm name, address and the signa- 
ture of the person requesting the 
demonstration. It reads, “We 
would like to have a demonstra- 
tion of .................. No obligation, 
of course.” 

Churches of other denomina- 
tions are often prospects for coin 
sorting machines, if they handle 
large collections. Tremont Tem- 
ple, for instance, uses one. Other 
methods of collecting such as 
pledges of contributions at regu- 
lar intervals which may often be 
made by check are used by numer- 
ous Protestant congregations. 

Dealers who can tactfully bring 
modern office appliances to the 
attention of hard working priests 
and ministers are performing a 
real community service, Mr. Berg- 
strom believes, by simplifying rou- 
tine tasks so there may be more 
time for the more important 
phases of service. These people 
make loyal and appreciative cus- 
tomers, so that it is decidedly 
worthwhile to make the effort to 
obtain their business—GB 
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A DEALER’S OUTSTANDING 
DIRECT MAIL PROGRAM 


(Continued from page 25) 


Examples of the subjects cov- 
ered in this systematic series, with 
some extracts, are given below. 

To new customers—“‘You are 
cordially welcome as a@ new cus- 
tomer of The Baker Company. We 
appreciate your order and sincere- 
ly thank you for it. The tradition 
of this house involves something 
more than the opening of new ac- 
counts, more than the filling of 
initial orders with perfunctory 
‘Thanks’—it is to serve our cus- 
tomers and to make a new account 
a permanent account.” 

Other letters center upon these 
ideas: welcoming newcomers to 
Lubbock; a reminder to customers 
who have not ordered recently; 
telling the customer his trade is 
appreciated; and introducing new 
salesmen. Still others are on 
printed forms at the opening of 
the new year; on Baker’s anniver- 
sary; on their new store; on their 
business show; on posture chairs, 
etc. 


The Baker Company advertises 
many of its lines in the text of 
these letters and frequently at- 
taches circular from the manufac- 
turers. These include the prod- 
ucts of Generai Fireproofing Com- 
pany, Allen Calculators, Reming- 
ton Typewriters, and Ace stapling 
machines. The company also prints 
special broadsides for the opening 
of fall business, in which illus- 
trations and prices on many lines 
are given. 


Salesmen’s Bulletin Proves a Valu- 
able Advertising Piece 


Last fall the firm started “The 
Baker Salesman”, a corking four- 
page house bulletin run off on a 
stencil duplicator. While its ap- 
peal lies in its content rather than 
costly form, it is neatly arranged, 
has occasional illustrations, and 
well serves its purpose. The mast- 
head is printed in red, the stock 
a salmon colored bond cut with 
round corners and punched for 
keeping in binders. 

“The original purpose of ‘The 
Baker Salesman’,” said Mr. Baker, 
“was to create an exchange of 
ideas among the members of the 
organization. However, we have 
gradually added other names to 
the list until, at the present time, 
practically all of our better cus- 
tomers are receiving it. 


“It is issued on Thursday of 
every other week,” continued Mr. 
Baker, “just before a_ general 
meeting of all employes. The ma- 
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terial is assembled largely from 
individual employes of the organ- 
ization. Each person is given a 
deadline, at which time he must 
turn in an article. We do not as- 
sign certain topics.” 

Usually, advertising material is 
included with the copies that are 
mailed to customers, according to 
Mr. Baker. 


The company’s sales manager, 
S. H. Becker, and credit manager, 
James Baker, edit and supervise 
the publication. The opening ar- 
ticle or statement, usually brief, is 
a message from Lennis Baker. This 
is followed by a sales stimulator 
from Mr. Becker. The remaining 
items range from suggestions to 
praise, contest standings, and food 
for thought for everybody. 

Mr. Baker comments enthusias- 
tically on what the organ has 
cone for them: “Although we orig- 
inally intended to use the bulletin 
to build up morale and efficiency, 
it has proved to be one of the best 
pieces of advertising that we have 
ever used. Our customers use ma- 
terial taken from it extensively in 
preparing sales letters and bulle- 
tins.” 

The direct mail program of The 
Baker Company would especially 
be an inspiration to members of 
the trade located in other sections 
of the country. Some may wish to 
avail themselves of Mr. Baker’s 
generous offer: “We will be glad 
to place any dealers or manufac- 
turers that have definite use for 
the material on the mailing list.” 








AN OFFICE NEARLY A QUARTER OF A MILE BELOW GROUND.—Because 
the salt mine could not be brought to the office, the office was established 
right in the mine by the Retsof Mining Company at Retsof, N. Y. The result 
was the office here shown cut out of solid rock salt. In it there are no problems 
of temperature or humidity. It is always dry and the thermometer is con- 
stantly at 63° F. (Picture by courtesy of Retsof Mining Company) 
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SHAW-WALKER INTRODUCES 3 NEW 
SKYSCRAPER DESKS 

The Shaw-Walker Company, Muskegon, Mich., has 
recently added three new Skyscraper desks to its al- 
ready complete line of business furniture. Two are 
fixed platform typewriter desks for transcribing and 
Fanfold work; one a specially designed desk for Comp- 
tometer operation. 

The Skyscraper Transcriber’s desk meets a long-felt 
want for a self-contained unit for transcribing work. 





THREE NEW SHAW-WALKER “SKYSCRAPER” 
DESKS.—(Top to bottom) Fanfold Form desk, the 
Transcriber desk and the Comptometer desk. 


Typewriter vibration is entirely eliminated by an 
exclusively new development by Shaw-Walker. Com- 
plete organization of the desk and elimination of all 
loose wires increases the operators speed. This desk 
is available in two sizes. 

Greater production is said to result from use of the 
Skyscraper Fanfold desk. The Fanfold compartment 
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is completely enclosed, fully protecting the forms 
against damage or dirt. Ample knee and foot space is 
provided by the two sizes of this desk available. 
Production of the Comptometer desk is the result of 
many years of research and experimenting. The desk 
contains all the “Built Like a Skyscraper’ features 
of construction and offers maximum comfort to the 
operator. The roll-edge top is completely linoleum 
covered for the operator’s protection and organized 
drawers facilitate work. This desk is available in three 
sizes making it possible to fill all office requirements. 
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TRINER PRESENTS NEW AIRMAIL MODEL SCALE 

Adding to its substantial list of office scales of all 
types, the Triner Scale Company, 2714 West Twenty- 
first street, Chicago, last month introduced to the 
trade a new and improved Triner one-pound automatic 
scale known as the Airmail model. 

The new scale is featured by greater accuracy and 
sensitivity due to improved parts which enable finer 
adjustments and indication. It also possesses an im- 
proved legibility of figures on a swéeping chart so ar- 
ranged that the indicator automatically points to the 
amount of postage required for airmail, first class 





TRINER AIRMAIL SCALE 


mail (out of town and local), foreign postage, mer- 
chandise and printed matter including catalogues, 
books, newspapers, publications, etc. 

The new model is further described in circular “X” 
specially prepared for the trade and which will be 
mailed to dealers on request. 
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TWO NEW ARTILITY CHAIRS 

Artility Metal Products, Inc., Elkhart, Ind., has re- 
cently produced a new line of Bodiform office chairs, 
two of which are illustrated here and are of the 
Swivel base type. 

The arm chair is of steel throughout and, like 
its companion number, is outstanding in its graceful 
lines and fine finish. Seat is 1714 inches high, 18 inches 
deep and 19 inches wide. Back height from seat, 16 
inches; depth of back upholstery, 1214 inches; width 
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of back, 19 inches; width between arms, 1914 inches, 
height of arms from seat, 914 inches. Coverings are 
genuine leather, leather cloth or frieze mohair over 
curled hair and cotton padding. Metal finishes avail- 








TWO NEW ARTILITY CHAIRS 


able are olive green, plain mahogany, plain walnut, 
grained mahogany or grained walnut. 

The dimensions of the armless chair, given in the 
same order as those for the armchair, are: 17%, 
161%, 161%, 16, 114%, 161% inches. The same upholstery 
and finishes are available. 

In the entire line the upholstered part of the chair 
back is formed to fit the contours of the body and 
support it perfectly while the seat provides restful ease. 
<> 

EXECUTONE ANNOUNCES NEW MODEL 

Executone, Inc., 415 Lexington avenue, New York, 
N. Y., last month announced its new Intercom model 
No. 1000 intercommunicating unit. Beautiful in ap- 
pearance, simple in operation the No. 1000 enables up 
to ten executives to make use of thorough intercom- 
munication while as many as five separate and dis- 
tinct two-way conversations can be maintained at the 
same time. Ear-pieces, attached to the side of the 











NEW MODEL EXECUTONE 


cabinet, enable the user to secure strict privacy in a 
conversation. Further particulars will be supplied by 
the Executone organization on request. 
—————- © — 9 
NEW “MEMORY MASTERPIECE” MODEL 
The line of perpetual calendars fashioned of walnut 
and leather by Finch & McCullouch, Aurora, Ill., and 


known to the trade as “Memory Masterpieces” added 
a new model last month—the No. 3223 “Penmaster, 
ar” 

A splendid addition to the executive desk, it places 
a perpetual calendar of solid walnut, with its head set 
low for instant visibility, on a felt-protected base, like- 
wise of fine-grain walnut. The base supports twin pen 
sockets and fountain pens. Exceptionally fine cabinet 
workmanship and dust-proof construction assure a 
lifetime of daily use. Grooved tray completes a unit 
“at home” in finely appointed offices and libraries 
where daily utility holds equal importance with dec- 
orative appeal. 

The black pens with which this model is equipped 
are the nationally-known Esterbrook, fitted with cor- 
rosion-proof durachrome points. Pen sockets are bril- 
liant chromium. If specified, one of the two pens may 
be obtained with a red finish, for red ink. 

Without pens in holders, the “Penmaster, Sr.” stands 





NEW “MEMORY MASTERPIECE” 


25g inches high, and 54% x 13% inches at the base. 
A companion model, equipped with one pen and 
socket only, is also obtainable—the No. 3123 “Penmas- 


ter, Jr.” 
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WOLBER ANNOUNCES DUPLICATOR LINE 
Consisting of three different-sized models, a new 
line of direct, liquid-type duplicators had been an- 
nounced by the Wolber Manufacturing Company, 1203 





WOLBER’S “JUNIOR” DUPLICATOR 


Cortland street, Chicago. They are the Junior, the 
Letter Master and the Legal Master. 

As in the Junior model shown here all machines are 
in green crackle, stainproof finish which cannot be 
affected by the stain of writing fluid. They operate 
directly from a carbon copy making a clear impres- 
sion. Simple in operation and construction they are 
described as duplicators using no gelatin, stencils, 
ink, type or ribbons. They employ only a quick- 
drying, colorless duplicating fluid to produce any- 
thing drawn, written or typewritten and combinations 
can be made in four colors, purple, blue, red or green 
from one master. 

The machines sell respectively for $14.95, $21.50 and 
$39.50 and each includes a Wolber master kit contain- 
ing 100 sheets of paper, 10 of carbon and gloss and 
one can of fluid. 








NEW FILE LINE BY ALL-STEEL-EQUIP 

Twenty-eight inch depth with greater filing capacity 
and “Balanced Design” worked out in terms of general 
improvement are the principal features of a complete 
new file line announced by the All-Steel-Equip Com- 
pany, Inc., Aurora, Il. 

The line, known as the A-S-E Aurora files, includes 
a complete selection of standard sizes and drawer ar- 
rangements in Standard, Commercial Utility and Non- 
Suspension grades plus a wide assortment of counter 
equipment. 

Rugged construction and smoother operation are 
embodied in the new line without materially changing 
external appearances. Solid bronze brushed hardware 
is retained and drawer placement permits the addition 
of new units at will without destroying uniformity. 
All cabinets are built on a twist-proof frame of six 
upright posts of heavy gauge steel tied into a compact 
unit by steel drawer guides and cross members. They 
are finished in olive green, walnut, oak and mahogany 
chip-proof enamel baked in and are sealed at the 
bottom by a dust and rodent-proof steel pan welded 
into the case. Drawer and other edges are turned to 
eliminate sharpness. 

Standard grade files latch automatically and unlock 
by a trigger-type drawer release conveniently located. 
A steel ball and roller bearing suspension cradle and 
a device which prevents opening more than one drawer 
at a time are other features. The Utility files also have 
the cradle suspension while the Non-Suspension type 





ALL-STEEL-EQUIP’S NEW FILE 
have floating rollers at the front end to assure perfect 
drawer action. 

A simple and effective follower has been designed 
for all grades which positively and automatically locks 
and unlocks and moves at a finger touch. 

9 —_—_——— 
AUTOPOINT’S “66G” PENCIL 

The latest member of the Autopoint Company’s 
family of automatic pencils is the recently-announced 
No. 66G “taper” pencil. The item is made entirely of 
black Bakelite molded except the extreme writing tip 
which is gold-filled. 









* Qutepoint ig tN U.S.A. 
{ “ PATENTED 


OFFICE APPLIANCES 


Two gold-filled rings—one separating barrel and 
finger grip and the other dividing barrel and long, 
tapering end—set off the symmetrical beauty of the 
“dry point” pencil. It includes the Autopoint mechan- 
ism and “Grip-Tite” hold on the lead. The fingergrip 
is rounded and the barrel decagonal for better writing 
comfort. 

The new 66G is especially adapted to desk use and 
is an ornament when used in conjunction with the 
Autopoint desk pad PF130. Further particulars may be 
obtained by writing the company’s home offices at 1801 
Foster avenue, Chicago. 
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STURGIS ANNOUNCES TWO NEW CHAIRS 
Embodying several new features which add mate- 
rially to appearance, utility and strength, two new 
posture chairs have been announced by the Sturgis 
Posture Chair Company, Sturgis, Mich. 
Both chairs are of the rigid back type and can be 





NEW POSTURE CHAIRS BY STURGIS 


easily adjusted by hand without the use of tools or 
special keys. A distinctive feature is a new style back 
which has a nine-inch depth and thirteen-inch width. 
A new type of seat is considerably deeper than usually 
found in a posture chair and adds to the comfort 
of the occupant. 

Both chairs are well constructed with all joints 
welded and are available in vari-colored genuine 
leather, imitation leather or frieze fabric as well as 
four different colors of enamel. 

As shown, one of the chairs is equipped with a die 
cast aluminum base while the other has a tubular base. 
However these chairs may be purchased as illustrated 
or with the seats and backs transferred. In other 
words the seat and back of the No. 115 may be placed 
on the No. 120 and vice versa. 
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NEW SENGBUSCH HANDI-PZ.i DESK SET 
Manufactured expressly for counter use in banks, 
public offices and hotels, a new Handi-Pen desk set 
complete with a fastening device has recently been 
introduced to the trade by the Sengbusch Self-Closing 
Inkstand Company, Milwaukee, Wis. 
As in all models of the Sengbusch Handi-Pen set 
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TWO MODELS OF GLOBE- 
WERNICKE’S GLOBEART LINE 
OF STEEL DESKS.—(Left to 
right) double pedestal flat top 
typewriter desk and the double 
depth flat top desk. 


the pen rests in the proper ink depth. The stand has 
a plated metal base equipped with cork and rubber 
composition feet with adhesive backing. The con- 
tainer is molded in one-piece hard rubber and the 
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HANDI-PEN DESK SET FOR SEMI-PUBLIC USE 


well is permanently resistant to ink acids, completely 
controlling expansion due to temperature changes. The 
one-piece well also prevents seepage or leakage. 

The base is equipped with a twenty-four inch bead 
chain, the other end of which attaches firmly to the 





THE SET UNASSEMBLED 


penholder thus guarding against appropriation. 

Vacuum holds the ink in the dome-shaped well al- 
lowing just enough ink in the dip compartment to 
maintain the proper ink depth for the pen. 








GLOBEART LINE BY GLOBE-WERNICKE 


Developed to keep pace with the trend for attractive, 
efficient and comfortable business equipment, a new 
line of modern “GlobeArt” steel desks has recently been 
announced by the Globe-Wernicke Co., Cincinnati. 


Two models of the new line are the double pedestal 
flat top typewriter desk; and the double depth flat top 
desk. The first named is equipped with a Clemco type- 
writer pedestal closed by a full hinged door which acts 
as a Shield for the typist. When open the typewriter 
pedestal clamps on to a strong flange at top of door, 
holding unit rigid and eliminating vibration. The right 
pedestal has three box drawers, the top one equipped 
with three sloping partitions for supplies. A wide cen- 
ter drawer can be fitted with a convenient tray for 
pencils, clips, etc. 

The top is surfaced with heavy battleship linoleum 
bound with bronze moulding. Narrow back apron or 
full closed-in back is optional while the available colors 
are medium dark green, imitation walnut and mahog- 
any grained. 

The double depth desk is convenient for use in a 
limited space and when two persons work opposite 
each other. Each side is regularly equipped with 
pedestal containing three box drawers, standard width 
center drawer and, in the right pedestal, one large 
filing or storage drawer and one box drawer. This desk 
is known as the “7700” line and is available in a variety 
of styles and sizes with green, imitation walnut and 
mahogany grained finishes. Rounded legs and top 
corners add to appearance as well and prevent injury 
to user or damage to clothing. 
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OLD TOWN’S NEW CHECKWRITER RIBBON 

The Old Town Ribbon & Carbon Company, Brooklyn, 
N. Y., last month announced a new type checkwriter 
ribbon that can also be made up for typewriter use. 

The ribbon is said to give ineradicable impression 
which cannot be removed even by use of an ink eraser. 
The ink of the ribbon permeates the tissue crushed 
by the type face and penetrates right to the reverse 
side of the check. Use of the ribbon on a typewriter 
turns the instrument into a checkwriting machine 
according to the statement of the Old Town Organi- 


zation. 
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DICTAPHONE’S NEW CABINET MODEL 
Marked by many new and special features each of 
them calculated to make easier and quicken office 


dictation, a new “Progress” cabinet dictaphone has 
recently been placed on the market by the Dictaphone 
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Sales Corporation, 420 Lexington avenue, New York, 
N. Y. 
Among the improvements of the new machine is an 





THE NEW PROGRESS 
CABINET DICTAPHONE 


automatic dictation folder and a special built-in com- 
partment for dictated material. As each folder of 
dictated material is removed, the next folder auto- 
matically drops into place. 

The new cabinet, which also contains a compart- 
ment to hold eight Dictaphone cylinders, was de- 
signed by the company with a view to making avail- 
able a convenient and moderately priced cabinet Dic- 
taphone for off-the-desk use. 

Further details will be supplied on request to the 
company’s home offices. 

icin 


MYRTLE PRODUCES NEW TYPEWRITER DESK 

The Myrtle Desk Company, High Point, N. C., has 
recently produced a fifty-two inch pedestal typewriter 
desk for all standard machines. This new number of 
the Myrco line is the result of months of effort on the 
part of company officials and engineers to design a 





TYPEWRITER DESK BY MYRTLE COMPANY 


small pedestal typewriter desk to meet the growing 
demand. 

The desk is fifty-two inches long and thirty-two 
wide, standard height. The fixture can be furnished 
with a right or left hand pedestal in the company’s 
2500 series combination oak, 2600 series combination 
mahogany or 2700 series combination walnut. It is 
also available in the 3400 series period line in walnut 
or mahogany finishes. 


OFFICE APPLIANCES 


The fixture is placed on a thirteen and one-half inch 
pedestal and will accomodate any typewriter. It oper- 
ates on a track and when not in use can be folded 
down, sliding into the pedestal easily. When in use 
the platform is securely locked in a rigid manner. 
—->.—____ 

NEW CHAIR BY CRAMER 


Listed as the No. 2 model, a new office chair has 
been placed on the market by the Cramer Safe & 
Office Equipment Company, 1417 McGee street, Kansas 
City, Mo. 

The new chair is but one of a line manufactured 
by the company, other models including a smaller size 
stenographic chair and various types of arm chairs. 
Special features, which are embodied in all models, 
include all-steel construction with parts welded or 
riveted together, all plunger type adjustments, sani- 
tary covers easily removable for cleaning, ball-bearing 
casters and a two-inch replaceable wheel. 

On this line of chairs the spindle is stationery while 
the seat revolves on the spindle eliminating unneces- 
sary friction and the need for frequent lubrication. 








CRAMER’S MODEL 2 CHAIR 


All chairs are upholstered with two inches of com- 
fortable, form-fitting Latex, a porous cushion allowing 
a free circulation of air but which cannot absorb body 
heat. 
Further particulars and prices may be obtained by 
writing to the company’s home offices. 
a 
KOIL-O-MATIK PHONE CORD PROTECTOR 
A new device for automatically coiling and protect- 
ing telephone cords has recently been introduced to 
the market under the name of the Koil-O-Matik by 
the Neverknot Company, 4525 Ravenswood avenue, 
Chicago. The device, which may be used in connection 








KOIL-O-MATIK INSTALLED 


with any type of telephone in the home or business 
office, is said to completely prevent the cord to which 
it is attached twisting or snarling, thus preventing 
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damage to the fine tinsel wires which the cord covers. 
The Koil-O-Matik is rubber-covered, makes the full 
length of cord always available and may be installed 
without tools in two minutes. 
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PAR-BROOK INTRODUCES NEW STEEL CABINET 

A new Steel storage cabinet listed as the Storalot 
and dimensioned to fit practically any type of business 
establishment has recently been announced by the 
Par-Brook Manufacturing Company, 4600 Brookpark 
road, Cleveland. 

Eighteen inches wide by fourteen deep, the cabinet 
contains five adjustable shelves allowing for the util- 
ization of every inch of the interior. The shelves, 
made strong and sturdy, may even be adjusted by half- 
inches if necessary. Reinforced doors, pin tumbler 
latch and lock, a fixed center shelf for rigidity and 
smoothly finished joints and corners are other features 
of the Storalot. The height is sixty-six inches. 

The rich olive green enamel of the cabinet is baked 





THE PAR-BROOK STEEL CABINET 


on, inside and out while the finish is said to rival that 
of an expensive automobile. 

Further details may be obtained by writing the 
manufacturers at the address given above. 


Or 


R. C. ALLEN 10-KEY CALCULATOR 


Office machine dealers, bent upon increasing their 
lines, will be interested in this low-priced 10-key cal- 
culator, which is broadening the calculating machine 
market. Its features are one-hand operation, visible 
keyboard dial, electric carriage return, complete carry- 
over and enclosed carriage. Full details about this 





ALLEN 10-KEY CALCULATOR 


lowest-priced Allen calculating machine may be had 
from Allen Calculators, Inc., 22 East Fortieth street, 
New York City, N. Y. 
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EVER READY CALENDAR WITH NEW FEATURES 
Several improvements mark a new line of Ever Ready 
desk calendars recently placed on the market by the 





IMPROVED EVER READY DESK CALENDAR 


Ever Ready Calendar Manufacturing Company, 160 
Maple street, Jersey City, N. J. 

For the first time a twelve-month calendar, accord- 
ing to the manufacturers, is in constant sight at the 
top plate of the pad. The binding plate is designed 
to frame a card bearing the calendar which is man- 
ufactured in two sizes, 5x8 and 4x6 inches. These are 
listed respectively as the No. 858 and the No. 846. A 
new keyhole arrangement on the plate allows instant 
removal of stubs. 

The base of these calendars is of the same con- 
struction as that of the No. 58 calendar and is fur- 
nished with Ever Ready’s new Permanel finish, assur- 
ing beauty and durability. 
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CEL-U-DEX PATENTS ROD PROJECTION 
A patent has been granted to C. R. Chamberlain, 
president of the Cel-U-Dex Corporatior:., 1 Main street, 
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ROD PROJECTION FOR LETTER FILE 
GUIDES 


Brooklyn, N. Y., on a cleverly constructed rod projection 
for letter file guides. 

It is made of a folded piece of metal with a keyhole 
slot in which is incorporated a spring wire. When 
used the projection snaps over the letter drawer rod 
with only a slight pressure. The spring wire is so 
arranged that a more determined exertion must be 
expended to release the guide from the rod than when 
an insertion is made. The device should prove a boon 
to those who have had the experience of threading a 
rod through eyelets of guides when a file drawer is 
filled to capacity. 

With active files guides can be removed and replaced 
without hesitation or delayed effort. Among the many 
uses to which the invention can be adapted is the 
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application on drawers to prevent rebounding when 
closed sharply. 
No definite date has been set for placing this new 


device on the market. 
a : 


ZENOGRAPH PHOTOGRAPHIC REPRODUCING 
SYSTEM 

Listed as the Zenograph, a new device for making 
perfect photographic copies of documents of all kinds 
without the use of a darkroom has recently been in- 
troduced to the market by the Reproduction Equip- 
ment Corporation, 11 Broadway, New York City. 

The Zenograph can be operated in any office by any 
office worker in reproducing copies of any typed, writ- 
ten, printed or drawn matter in less than three min- 
utes and at a low cost. Copies produced on the ma- 
chine are called Zenostats. 

The Zenograph is a completely-equipped device and 
produces copies which are permanent, waterproof and 
smudge-proof. It has an automatic exposure timer, 
a paper trimmer, metal pocket in which to store sensi- 
tized Zenopaper, a rack for originals, a front com- 























THE ZENOGRAPH SYSTEM 


partment containing trays for developer and fixer and 
a ferrotype plate extending over the water compart- 
ment for the bath. An electric Zenodryer completes 
the process of making copies while the entire machine 
takes up no more room than a desk or table. 


LINE TRACER FOR TYPEWRITERS ANNOUNCED 

A new device for the quick drawing of horizontal or 
vertical dotted lines on paper already set in a type- 
writer has recently been announced under the name 
of Il Rigatore Italiano (Italian line tracer) by Ufficio 
Studi Costi Contabilita E Statistica Automatica, 
Milano, Italy. 

The principal parts of the device are a short barrel 
for ink and a tracer which work together on the prin- 
ciple governing fountain pens. The line tracer is held 
stationary at a point where the type strikes the paper 
while the platen is revolved (for horizontal lines) or 
the carriage is moved for vertical lines. Pressure is 
maintained by a small cavity into which the thumb 
presses. The points which imprint the dots upon the 
paper are part of a tiny wheel to which the ink flows 
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and which revolves as the platen or carriage is moved. 

Further details may be obtained by communicating 
with the Italian company at the following address: 
Via Tomaso Grossi 2, Milano, Italy. 
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ROYAL METAL’S ROYALCHROME DESK 
The Royal Metal Manufacturing Company, 1138 
South Michigan avenue, Chicago, last month added a 
new line of secretarial desks for the office and recep- 














THE ROYALCHROME DESK 


tion room. It is known as the Royalchrome secretarial 
and reception room desk. 

Beautifully decorated with a chrome finish the desk 
is of all steel construction with a 24 by 48-inch black 
linoleum top. Decorative metal binding completly pro- 
tects the edges of the top. The height is 27% inches 
with three drawers and a space for placing papers 
above them. Legs and drawer pulls are Royalchrome 
and the standard color is black, although the desk is 
available in other colors or grained finishes. 
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NEW PAPER LINE BY BRADNER SMITH 
Bradner Smith & Company, 333 South Desplaines 
street, Chicago, has recently added a new line of paper 
to its extensive stock of commercial stationery. This 

line is Known as “Nation-Wide Business Papers.” 
Each item in the line has been manufactured to 
give the highest quality and most satisfactory serv- 
ice in office stationery. It is attractively boxed and is 





BRADNER SMITH’S NEW PAPER 


merchandised only through commercial stationers on 
an exclusive territory basis. 

Information concerning samples, prices and open 
territory will be furnished on request. 
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NEW COMPTODESK MODEL ANNOUNCED 


Made to meet special specifications of the General 
Electric Company, a new model of the Comptodesk 
with optional two-drawer sectionette attached has re- 
cently been announced by Comptodesk, 1514 Tribune 
Tower, Chicago. 

Differing slightly from the standard model the new 
Comptodesk measures sixty by thirty inches and is 
twenty-eight inches high. The container for the cal- 
culating machine is set squarely in front of the oper- 
ator and to the right of center of the desk. In the 
standard Comptodesk the dimensions are fifty by 
thirty-two inches, height is thirty and one-half inches, 





NEW COMPTODESK 


while the calculator is set at an angle at the right 
side of the desk. 

Further particulars concerning the new model will 
be furnished on request. 


— Oo 
ROTARY ELEVATOR FILING CABINET 


A new type of filing cabinet which operates on the 
same principle as that of a Ferris wheel but is entirely 
enclosed has recently been introduced by E. Parent, 83 
Rue des Pyrenees, Paris (XXe.), France. It is known 
as the “Super-Class” Rotary Elevator filing cabinet. 





ROTARY ELEVATOR FILING CABINET 


The entire ensemble of drawers of this file moves 
inside the cabinet so that by working a selector button 
any one of the drawers appears before an open slot 
in front of which is a workshelf. The drawers are 
fastened to vertical endless chains by means of sup- 
porting arms, remaining horizontal during the length 
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of travel without upsetting and holding their proper 
position indefinitely. 

The device may be operated by electricity, by hand 
or by a combination of both. It functions silently and 
permits the operator to assume a normal filing position 
before it. There is no waste space between the drawers 
which slide out and are removable for use outside the 
cabinet. The file is constructed entirely of metal cov- 
ered with a coating of cellulose paint. It closes by 
means of a metal roll top which may be locked for 
security. It may be used for vertical or visible card 
files, current and pending filing, documents, etc. 

Mr. Parent is seeking contact with interested parties 
in the United States with a view to selling manufactur- 
ing and selling rights in this country. The file is 
patented in France, England, Germany and America. 
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INTRODUCING “INK OFF” HAND CLEANSER 


Said to be particularly effective in removing sten- 
cil duplicator inks and other similar stains, a new 
type of hand cleanser named “Ink Off” has recently 























INK OFF HAND 
CLEANSER 


been placed on the market by the Kletam Manufac- 
turing Company, Wilkes-Barre, Pa. The new item 
comes attractively packed, many weeks’ supply to the 
box and is to be the feature of a new sales program 
details of which will be forwarded to dealers writing 
the company. 

one 


C. F. MAGOWAN TO VISIT THE UNITED STATES 


On April 14, as this issue is being delivered to read- 
ers, C. F. Magowan, secretary of Magowan & Company 
Ltd., London E. C. 4., England, will arrive in New 
York on the S. S. Manhattan. Mr. Magowan’s business 
trip will be concerned principally with a visit to the 
headquarters of the Bates Manufacturing Company at 
Orange, N. J. Magowan & Company Ltd., is the sole 
concessionaire for Bates products in the British Isles. 
The firm also handles the Standard Mailing Machines 
Company products and machines made by the Wetter 
Numbering Machine Company. 

mS odio 


OLD TOWN’S FOREIGN ORDERS ON INCREASE 


Despite unsettled conditions abroad and actual fight- 
ing in China, foreign orders continue on the increase 
for the Old Town Ribbon & Carbon Company, Brook- 
lyn, N. Y. 

According to officials of the firm a review of one 
week’s mail showed orders from India, Cuba, Mexico, 
Siam, Puerto Rico, Brazil, Sweden, Argentina, Philip- 
pines and Shanghai, China. 
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Hall's of 
Topeka 
Celebrate 


“Fifty Years 
of Leadership’ 


Business Founded by Willard N. Hall 
in 1878, Pioneered in Lithography 
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West of the Mississippi—Office 
Equipment and Supplies an Important 
Adjunct of the Institution 





Ax IMPRESSIVE, colorful brochure records the first 
half century of the “House of Hall,” Topeka, Kans. 
Appropriately, it is lithographed. Harmonizing shades 
of red, blue and brown effectively set off the text 
and illustrations which are in black. A band of gold 
on the cover of the eleven by eight and a half booklet 
carries the words “Fifty Years,” which are followed 
in a lower position by the phrase, “of Leadership.” 
Resting on the ascenders of the “d’” and the “h” in 
the word “Leadership” is the company’s red diamond 
trade mark with the words “Hall Topeka” in white. 

Symbolizing the material progress of society during 
the period the Hall Lithographing Company has been 
in existence is a sketch at the bottom of the front 
cover. It reveals a covered wagon of the pioneer era 
in contrast with a stream line train of today. 

On its sixteen pages, jacketed in a pleasing brown 
cover, the booklet carries sketches, photographic re- 
productions and text which invite perusal. The red 
diamond trade mark is centered on a band of light 
blue that heads each page. At the bottoms are sketches 
of old printing machinery, an old river boat, the pony 
express, a stream line train and an airplane, industrial 
and recreational views of Topeka, and the present 
extensive plant of the Hall Lithographing Company. 

Following a foreword in which is a statement that 
the Hall organization “established the first lithograph- 
ing plant between the Mississippi river and San Fran- 
cisco,” the brochure opens the story of Willard N. 
Hall and the business he founded with the words, 
“The history of the building of the West records no 
prouder name than that of Hall. Perhaps fifty years 
in the Old World or even east of the Appalachians is 
regarded as a short span of time, but in the West, 
fifty years encompasses an era that saw a nation 
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carve an empire as it pushed back far distant hori- 
zons.” 

Mr. Hall was born in Logansport, Ind., in 1856. 
Under the expert tutelage of his father he became 
versed in the intricacies of the printers’ trade. At the 
age of twenty-two, he went into business for himself. 
Six years later, in 1884, he joined forces with Charles 
R. O’Donald, and began seeking a concrete way to 
participate in the development of the commercial 
empire of the West. He chose Topeka, which later 
vindicated his judgment by becoming a gateway to 
the Southwest, and established the Hall and O’Donald 
plant there in 1887. Within a year a lithographing 
department was put into function, and the personnel 
of the organization enlarged to include Horace L. 
Hall, a brother of the founder. 

With the prospering of the business more space and 
increased production facilities became imperative. A 
down-town site was selected, a large building erected 
and preparations made for impressive dedication cere- 
monies. 

It was 1896, the year of the McKinley presidential 
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campaign. J. B. Foraker, stumping for McKinley, was 
scheduled for a reception in Topeka on the day of the 
Hall building dedication. At the request of the state 
and county Republican committees, Mr. Hall granted 
permission to use the new building for the mass meet- 
ing. To the accompaniment of brass bands and a 
festive atmosphere emphasized by bunting and pen- 
nants, the “House of Hall” was dedicated. 

About two years later Mr. Hall evolved a cost system 
for printers, setting forth basic principles which have 
been adopted by the leading printers and publishers 
of America. 

Retired in 1896 


Mr. O’Donald retired from the business in 1896. His 
interest was purchased by Horace L. Hall and the firm 
name changed to The Hall Lithographing Company. 
Ill health necessitated the retirement of Horace Hall 
in 1909. Guy A. Morse, an employe since 1887, was 
made secretary of the company, succeeding Mr. Hall. 
He assumed the vice-presidency and general manager- 
ship in 1920 and from July, 1933, until his death in 
October of the same year, he served as president. 

Death came to Willard N. Hall in 1920, at the age 
of sixty-four. His son, Richard, succeeded to the presi- 
dency, a position he has since held except for a brief 
period in 1933 when illness forced a temporary retire- 
ment. 

Through the years the facilities and services of 
“The House of Hall” were enlarged until today they 
include printing, lithography, steel die engraving, em- 
bossing and book binding, as well as stationery, office 
furniture, steel and wood filing equipment and devices. 
Concurrently, Hall sales representatives enlarged the 
firm’s market until it now reaches from California to 
Michigan, and from Minnesota to the Gulf of Mexico. 


The commercial stationery business of the Hall 
Lithographing Company is handled by a subsidiary 
operating as the Hall Stationery Company. Under the 
direction of J. A. Crow, secretary and manager, it is 
one of the oldest and largest stationery houses in 
the Middle West. 

An interesting spread of pictures showing interior 
views of the Hall plant appears near the back of the 
brochure. It is followed by a portrait page carrying 
the likenesses of the chief executives of the Hall or- 
ganization. They are reproduced in reduced size on 
the preceding page. 

————e 


HANSON CELEBRATES 50TH ANNIVERSARY BY 
INVENTING NEW SCALE 


M. H. Hanson, president of the Hanson Scale Com- 
pany, 525 North Ada street, Chicago, last month cele- 
brated his fiftieth year in business by inventing a 
totally new and different type of bathroom scale. 

Mr. Hanson doesn’t believe in slowing up—even 
though he is seventy-two years old. So while some 
manufacturers and business men might believe a half- 
century of steady progress calls for a slight let-up, he 
thought differently—and invented the scale. 


Back in 1888, when Mr. Hanson was only twenty-two, 
he established his own business—a machine shop. He 
soon began experimenting with building scales, and 
three years later, in 1891, he brought out the first 
all-metal family scale. 

Since then he has been hard at work, constantly 
creating new scales, and improving old ones. Always 
modest about his ideas, Mr. Hanson often has not 
received credit for the innovations he has pioneered. 
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But it is a fact that he has been responsible for many 
of the inventions in the scale industry during the last 
half century. 


Still Active at 72 


At seventy-two, Mr. Hanson is still active in creating 
new ideas, based on his many years of experience with 
all types of scales. The U. S. patent records show that 
every year quite a few patents in his name are being 
issued. His interest in creating better and better scales 
is so great that he still supervises all the machine shop 
work. 

In 1919 his son, Stan L. Hanson, entered the busi- 
ness. He had been graduated in 1916 from the College 
of Mechanical Engineering of the University of Illi- 
nois. During the World War he served as an ensign 
in the navy, assigned to engineering duty, and saw 
service in France. He is now secretary and treasurer 
of the Hanson Scale Company. 


The new bath scale which Mr. Hanson has invented 
is built on a new and different mechanical principle— 
now applied for the first time to bath scales. Having 
simplified mechanism, it requires fewer labor hours to 
build—which means that it can be sold at prices low 
enough to create volume sales. It has no gears, no 
racks, no gummy guides. With only four moving parts 
it can’t get out of order. 
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ARNULFO PELAEZ AND HIS ROYAL TYPE- 
WRITER WERE ANNOUNCED WINNERS OF A 
SPEED TYPING TEST RECENTLY SPONSORED 
BY THE GUATEMALA GOVERNMENT WHEN 
MR. PALAEZ REACHED A SPEED OF NINETY- 
NINE NET WORDS PER MINUTE.—Second and 
Third place winners were R. Dario Morales and 
J. David Martinez who also used Royal standards. 


PENCIL TRADE CODE READY 
Under a “Washington, March 14,” dateline appeared 
the following news item in the New York Herald 
Tribune: 


“The Federal Trade Commission today made public 
proposed trade practice rules for the wood cased 
pencil manufacturing industry. The group 1 rules 
have been tentatively approved by the commission, 
and final approval makes them mandatory on the in- 
dustry. The group 2 rules have been tentatively re- 
ceived as an expression of the industry.” 
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Representatives of office equipment concerns abroad, vistting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. ‘ 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, March 8, 1938. 

At a recent luncheon and meeting of the Office Ap- 
pliance Trades Association, several references were 
made to some remarks I made in the January London 
letter. It is gratifying to know that OFrricE APPLIANCES 
is read everywhere. 

The meeting in question did not produce anything 
startling in the way of news, although members were 
told that certain negotiations were in progress, and 
that the suggestions would eventually be brought to 
the Association for consideration. 

Mr. Edgar Smith who is organizing the “Ladies’ 
Night” which takes place shortly, told us something 
of the arrangements which have been made. Evidently 
we are in for a very enjoyable evening, and it is an- 
ticipated that Ladies’ Night will be supported in the 
same enthusiastic way as in the past. 

Exhibitions have been much to the fore during the 
last month or so, and the office appliance industry 
has participated in one held at Glasgow and, in so far 
as British manufacturers are concerned, in the British 
Industries Fair, which is an annual show. 

I was unable to visit the Glasgow exhibition, but my 
Father, Mr. E. Jackson, was able to see it and tells 
me that it was a particularly fine show. Mr. A. C. 
McClellan, the exhibition director of the Office Ap- 
pliance Trades Association, was the organizer, al- 
though actually it was not an official Association ex- 
hibition. There were over sixty exhibitors, and about 
ninety per cent of them are members of the Office 
Appliance Trades Association, so that this was an 
exhibition which affected most of those in our trade. 
The layout and the catalogues followed the usual prac- 


tice of Association exhibitions, but the title in this 
particular case was “The Scottish Management Ex- 
hibition.” Those whom I have met since the exhibi- 
tion, speak very well of the results in a district which 
is better off industrially at the moment than it has 
been for many years. 

The authorities responsible for the British Indus- 
tries Fair reported record attendances, although it is 
always difficult to assess the exact volume of trade 
resulting at an exhibition of this nature. You are 
probably aware that invitations are broadcast months 
before to business houses all over the world, so that 
there is generally a high percentage of visitors from 
overseas—particularly the continent of Europe. 

Comparatively few members of our trade are eligible 
as exhibitors because of the restriction on goods ex- 
hibited being of British manufacture. I noticed the 
following friends when on a visit to the exhibition— 
Moores Modern Methods Ltd.; Block & Anderson Ltd.; 
D. Gestetner Ltd.; British Typewriters Ltd.; Im- 
perial Typewriter Company, Ltd.; Remington Rand, 
Inc. (of Toronto, Canada); Ellams Duplicator Com- 
pany, Ltd.; National Cash Register Company, Ltd.; 
and G. H. Gledhill & Sons, Ltd. 

All these exhibitions are stimulants for trade. It is 
difficult in a few words to define the present indus- 
trial conditions in this country, because whilst some 
sections are a little depressed, taking things over a 
whole we seem to be in a favourable position when 
compared with many other countries. There is gen- 
erally somewhat of a hesitancy in buying at this time 
of the year, because of the proximity of the announce- 
ment of the budget. We have been warned to expect 
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increased expenditure, which obviously means in- 
creased taxation in some form or another, and until 
people know where they are, it is a question merely 
of buying from hand to mouth and luxury goods such 
as motor cars, suffer accordingly. 

However, it is difficult to see why 1938 should not be 
a successful one for the country as a whole unless, 
of course, there are any further complications in in- 
ternational affairs. We are hoping for closer relation- 
ship with the United States of America, as a result of 
the visit of our Trade Delegation, so there is one 
bright spot on the horizon at least.—VEJ 


—o— re 


KLEE CELEBRATES 60TH BIRTHDAY 

On March 10 Hermann Klee, managing director of 
the Wanderer-Werke, vorm. Winkler & Jaenicke Akt. 
Ges., Siegmar-Schonau, and one of the foremost office 
equipment manufacturers in Germany, celebrated his 
sixtieth birthday, and ninth year as head of the huge 
concern under his control. 

Many were the messages of congratulation which 
Mr. Klee received on his birthday. Friends referred to 
his energy and foresightedness which aided him suc- 
cessfully to withstand the years of the economic crisis 
during which he laid the foundation for the financial 
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successes the company has experienced ever since. 

In 1932 he brought about the concentration of Wan- 
derer’s activities to their primary lines of business, 
the manufacture of office machines, milling machines 
and bicycles. Pending that reorganization Mr. Klee 
decisively influenced the establishment of the Auto- 
Union A. G. by turning Wanderer’s automobile inter- 
ests over to the newly-created Saxon motor car 
concern. 

In addition to his many duties Mr. Klee is promi- 
nently identified with many civic activities. He is a 
member of the advisory council for the German Four- 
Year Plan with the Economic Board of Saxony and 
is on the boards of directors of several companies. One 
of his major projects was the creation of a plan 
whereby construction was completed on a large scale 
of dwellings for workers in Wanderer’s employ. 


—_o— 


A. Q. DE FLINES TO VISIT U. S. 

A. Q. de Flines, managing director of Blikman & 
Sartorius, Amsterdam, Holland, plans to be in the 
United States during the month of May to transact 
business for his firm, one of the leading office equip- 
ment houses in Holland, and the oldest organization 
in the industry in the world, having been established 
in 1695. 

Mr. de Flines is the son of the late Jan de Flines, 
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for many years managing director of Blikman & Sar- 
torius, who died in 1932. Following closely in the 
footsteps of his father, Mr. de Flines has made a fine 
record in his career as a business man. His grasp of 
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affairs is clearly indicated in his analysis of the office 
equipment industry in Holland, which was presented 
as part of the “Office Equipment Industry in Prospect 
for 1938” section in the January, 1938, issue of 
OFFICE APPLIANCES. 

———_—=>-e—_——— 


ROYAL TRIUMPHS AT HAGUE TYPING CONTEST 

Royal triumphed in the international typing com- 
petition at The Hague, Holland, on January 7 when 
Victor van de Pol of Belgium won, using a stock model 
Royal standard typewriter. His speed was ninety-nine 
words per minute. In second place was Miss Szterenyi 
of Hungary with a speed of ninety-three words per 
minute, and third place went to Miss Marer, also of 
Hungary. Both used Royals. 

Twenty-eight typists from seven nations were rep- 
resented in this contest. Of these, seven used Royals. 
In addition to the three prize winners mentioned 
above, the fastest of five operators from Great Britain 





WINNERS AT THE HAGUE INTERNATIONAL TYPING 
CONTEST.—From left to right they are: Miss Marer, 
Victor van de Pol and Miss Szterenyi. 


used a Royal. Under grueling contest conditions, this 
victory, sponsored as the contest was by the leading 
commercia) educators of Holland, again demonstrated 
Royal’s superior speed and accuracy. 


In Other Lands Section 
Continued on Page 97 
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WOOD AND FROST TO HEAD ESTERBROOK 

Marking an important step forward in the already 
impressive history of the organization, the annual 
meeting of the Esterbrook Steel Pen Manufacturing 
Company, Camden, N. J., was held March 15 and 
Edward S. Wood, former president, was elected chair- 
man of the board, while Albert G. Frost, former vice- 
president, was elected president. 

The election of Mr. Wood brings with it the re- 
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ward of fifty years of faithful service which began 
when, in 1887, he secured a job as elevator boy for 
a company he was some day destined to head. But the 
elevator was but Mr. Wood’s introduction to Ester- 
brook, and was to him only an opening wedge to a 
career worth while. 

Mr. Wood sought for and obtained other jobs with 
the company, gradually working his way up until in 
1910 he became treasurer. Business ingenuity, a flair 
for organization and unbounded enthusiasm could 
but lead to still higher places with the result that 
in 1930 he was elected president of the company, hold- 
ing that office until elected chairman of the board. 

Mr. Frost’s career is also outstanding in the in- 
dustry. Formerly vice-president of the Wahl Com- 
pany in Chicago, he joined the executive staff of 
Esterbrook in 1932 and was elected vice-president two 
years later. Thus it was that Mr. Wood and Mr. Frost 
fought side by side during the dark days of the 
depression. 

From the first Mr. Frost exhibited a wide knowl- 
edge of merchandising gained through his years of 
business experience. This, coupled with his intimate 
understanding of the pen manufacturing industry, led 


to official recognition of his ability to handle further 
responsibilities and his election as president followed. 
a = 
LAW JOINS BOORUM & PEASE 

Oakley A. Law, well-known authority on loose leaf 
systems and filing and for many years connected with 
the Brooks Company of Cleveland, last month joined 
the Boorum & Pease Company, New York, as director 
of the visible systems division. 

Mr. Law’s experience in the field extends over a 
period of many years. For a considerable time he was 
field director of sales for the Central states division of 
the Brooks organizations. Later he became associated 
with the Visible Records Equipment Company of Chi- 
cago as field director of sales. In 1934 he entered the 
service of the Wilson-Jones Company, Chicago, as 
manager of the visible systems division, resigning to 
take up his new duties with Boorum & Pease. 

Coincident with the announcement concerning Mr. 
Law, Boorum & Pease officials said that the company 
is now in the process of “tooling” for production of a 
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new shift device of the conventional type. It will 
incorporate several exclusive features a description of 
which will be released by the Boorum & Pease Com- 
pany in the near future. 
a a an 
SIKES ANNOUNCES CHAIR IMPROVEMENTS 

Recognizing the need for better-looking floors and 
quieter working conditions, The Sikes Company, Inc., 
Buffalo, N. Y. announces that all office swivel chairs 
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of their manufacture are now being shipped with 
two-inch ball-bearing casters; all Sikes wood seat 
swivel chairs now have a continuous rubber bumper 
strip around the seat; and all Sikes leg chairs are 
now fitted with special rubber cushioned glides. All 
of the above features have been adopted as standard 
equipment in line with the Sikes policy of intro- 
ducing improvements in office furniture. 

A folder of standard envelope size has been issued 
emphasizing and illustrating the advantages of these 
three improvements under the heading: “No Mars, 
No Scars; No Jars.” This folder, attractively printed 
in colors, is now ready for distribution. 


no —— 


CARLISLE TO COVER TEXAS FOR OLD TOWN 

Old Town Ribbon & Carbon Company, Inc., Brook- 
lyn, N. Y., last month announced the appointment 
of A. B. Carlisle, Jr. as sole distributor of Old Town 
products for the State of Texas. 

Mr. Carlisle has been associated with the Old Town 
organization as sales executive and has long felt that 
the time was ripe for a major move of this nature. 
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The appointment has not come as a surprise to those 
who know him and the work he has done, as he 
is considered one of the best informed ribbon and 
carbon men in the industry. He has made an inten- 
sive study of new developments in the industry. An 
example of his alertness and ingenuity is the appli- 
cation of Old Town’s new Checkwriter ribbon to use 
on typewriters. 

A native Texan, Mr. Carlisle is well known through- 
out the state. He will best be remembered for his 
extensive “Good Roads” campaigning while with the 
Highway Club of Texas as membership secretary dur- 
ing 1924-1927. 

The plan at present, for coverage of the state, is to 
establish headquarters in Fort Worth with a staff of 
three salesmen, whose selection will be announced at 
a later date. These salesmen, under Mr. Carlisle’s 
direction, will call on stationers throughout the state. 
The objective is “an Old Town Dealer in every Texas 


town.” 
—————— 2 — 


THREE FIRMS LICENSED TO SELL POLAROID 
PRODUCTS 

Polaroid Lighting, Inc., West Haven, Conn., last 
month announced the names of three lighting equip- 
ment manufacturers who have been licensed to sell 
the new glareless illumination (which was fully de- 
scribed in the March issue) obtained with Polaroid- 
equipped products. They are the Faries manufactur- 
ing Company, Decatur, Ill.; the Greist Manufacturing 
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Company, New Haven, Conn., and the Sight-Light Cor- 
poration, Essex, Conn. 

The sale and distribution of Polaroid’s first lighting 
unit—a desk lamp—will begin in late April for the 
newly-appointed companies. The lamp is to be sold in 
office supply and electrical fields through the medium 
of various types of stores. 

The appointment of the Faries, Greist and Sight- 
Light organizations was announced by Walter Lown, 
president, who said these companies were chosen due 
to the fact that the first Polaroid unit is a desk lamp 
and the licensed firms are manufacturers of portable 
lamps. National distribution of the first Polaroid lamp 
will be complete by June, he added. 


en 


THE GUEST BOOK 


George R. Whitney of the DoMore Chair Company, 
Elkhart, Ind., looked in upon us on March 16. In 
Chicago on some special business. Opened his packet 
to show us pictures of some impressive installations of 
DoMore standard and executive chairs. Business going 
quite well with steady increase of sales in the special 
models. Some pleasant reminiscence about trade ac- 
tivities and old friends in years gone by. 


C. G. Tollefson, manufacturers’ agent, New York, 
N. Y., gave us the pleasure of a call on March 21. In 
Chicago for a visit with his brother, who has been 
contending with a serious illness. While here he took 
opportunity to call upon two or three manufacturers. 
Doing fairly good business on all of his lines. Ex- 
perience the same as a number of others report—an 
increasing number of orders but smaller volume. Indi- 
cating that dealers are buying as required rather 
than stocking ahead. 

F. H. Caswell, advertising manager, F. S. Webster 
Company, Cambridge, Mass., gave us the pleasure of a 
call on March 25. On his way to join the N. S. A. 
troupers at Kansas City with whom he traveled the 
circuit last year. A visit with Ted Caswell is exposure 
to infectious enthusiasm for the job in hand. Always 
there have been and ever will be circumstances with 
which to contend and obstacles to retard. But—press 
on gaily. It’s a sound philosophy. It stimulates zip. 
Incidentally, there was mention of a fishing trip in 
Florida with a blue marlin of great weight and length 
at the head of a fine silk line. But that’s another story 
in “Here and There” of this number. 


C. A. Gibbs, (son of the late Fletcher B. Gibbs) of 
New York, looked in upon us on March 29. In Chicago 
to arrange some preliminaries for settling the estate. 
Although now connected with the telephone company, 
Mr. Gibbs was for five years on the sales staff of 
Eberhard Faber. A job he took when leaving college 
twenty-eight years ago. 








EXCUSE US: >be 


RIGHT STATEMENT BUT WRONG SPEAKER 


On page 33 of the March issue, in connection with 
the third regional NSA meeting, there appeared a 
statement attributed to Stanley Woodruff, declaring 
that the success of the meeting was due in part to the 
support of the Penn-Mar-Va Club. This was in error 
in that the statement was made by Regional Governor 
Dan Smith and not by Mr. Woodruff. We regret this 
mistake and embarrassment it may have caused Mr. 
Woodruff as president of the club. 
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BIRMINGHAM SEES BUSINESS SHOW 
The fact that machines offer perpetually-increasing 
help to man could be given credence after inspecting 
exhibits entered by some twenty concerns at the “Ala- 
bama Business Show” held February 23-25 at the mu- 


nicipal auditorium in Birmingham, Ala. It was the 
first show held by Birmingham office appliance con- 
cerns since 1914 and was a big success, drawing an 
attendance of some 10,000 persons. 

Complicated gadgets which seemed to think in pro- 
ducing rapid calculations were featured in the display 
of streamlined office equipment. Machines were shown 
which take short cuts in addition, subtraction, mul- 
tiplication and division in figuring out ten problems 
in less than sixty seconds along with the newest in fil- 
ing cabinets, swivel chairs, “punch board” and “peg 
board” accounting systems, stamping machines and 
pencil sharpeners. Also exhibited were bookkeeping 
machines which sort cards at the rate of 400 a minute 
without any manual operations, then classify the 
results in printed reports. Shown also were electric 
typewriters which produce as many as twenty legible 
carbon copies. 

The show was put on under the sponsorship of the 
Birmingham chapter of the National Association of 
Cost Accountants which helped to bring out the comp- 
trollers, secretaries, purchasing agents, and others 
in this class who do the equipment buying for the 
larger corporations. A special showing was held for 
them one evening of the show. 

Especially impressive among the exhibits were those 
of three of Birmingham’s leading office equipment 
houses, namely Roberts & Sons, James A. Head, Inc., 
and Zac Smith Stationery Company. 

The complete list of exhibitors was as follows: 

The Addressograph-Multigraph Corporation, Bur- 
roughs Adding Machine Company, Charles Egan, Inc., 
showing the Mimeograph; Ditto, Inc.; Dictaphone Cor- 
poration; Elliott Addressing Machine Company, Felt 
& Tarrant Manufacturing Company, showing the 
Comptometer; International Business Machines Cor- 
poration, James A. Head, Inc., Marchant Calculating 
Machine Company, Monroe Calculating Machine Com- 
pany, National Cash Register Company, Roberts & 
Sons, Royal Typewriter Company, Todd Company, Un- 
derwood Elliott Fisher Company, Zac Smith Station- 
ery Company.—_GHW 

— 2 
CLEVELAND COST ACCOUNTANTS TO HOLD SHOW 

Featured by a number of prominent manufacturer- 
exhibitors and an expected record attendance through- 
out its three days of existence, a Business Show will be 
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VISITORS TO THE BIRMINGHAM BUSI- 
NESS SHOW SAW THIS DISPLAY.—Ar- 
ranged and presented by James A. Head, 
Inc., this exhibit was one of the high- 
lights of the business exposition. The 
extent and well-arranged office suites 
won considerable praise from those who 
viewed the complete line of Shaw- 
Walker equipment and furniture shown. 
This included Shaw-Walker Skyscraper 
desks and Fire-Files and an actual Fire- 
File which had successfully withstood a 
nine-hour blaze. 


held on April 20 to 22 by the Cleveland chapter of the 
National Association of Cost Accountants. 

Among the office equipment and supply companies 
who are members of the organization and will main- 
tain exhibit booths are the following: 

Marshall-Smith, Inc., Remington Rand, Inc., Shelby 
Sales Book Company, Snapout Forms, Cleveland Cal- 
culating Company, International Business Machines 
Corporation, Monroe Calculating Machine Company, 
Marchant Calculating Machine Company, Office Ma- 
chines Company, Standard Register Company, Bur- 
roughs Adding Machine Company, American Sales 
Book Company, Todd Sales Company, Felt & Tarrant 
Manufacturing Company, Addressograph-Multigraph 


Corporation. 
——_— 0 


PHILADELPHIA BUSINESS SHOW OPENS 
As this issue goes to press the Office Equipment 
Association of Philadelphia opens its Business Show 
in the auditorium of the Insurance Company of North 
America building. The exhibition remains open from 
April 5 to 7. It is expected a full report of the show 
will be available for the May issue. 


—————= 0 


CURRENT FINANCIAL STATEMENTS 

The Addressograph-Multigraph Corporation re- 
ported today net profits for 1937 of $1,950,802, com- 
pared with $1,319,885 for the previous year. The 1937 
profits amount to $2.58 a share. (New York Herald 
Tribune, March 28, 1938.) 

* + * 

Art Metal Construction Company.—And subsidiaries 
for 1937 net profit $1,217,518, or $4.08 a common share, 
against $654,725, or $2.20 a share in 1936. (New York 
Herald Tribune, March 18, 1938.) 

* * * 

Burroughs Adding Machine—Dividend of 10 cents, 
payable June 6 to stock of record April 30, against 
20 cents paid previously. (New York Herald Tribune, 
March 17, 1938.) 

* * * 

Dictaphone Corporation.—And subsidiaries for 1937, 
net income $895,974, or $6.50 a common share; for 
1936, net income $775,020, or $5.58 a share. (New York 
Herald Tribune, March 3, 1938.) 

* * * 

Directors of the General Fireproofing Company after 
the annual shareholders’ meeting March 7, declared 
the regular $1.75 preferred dividend and 20 cents a 
share on common stock, both payable April 1 to stock 
on record March 19. The common dividend compares 
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with 25 cents a share in the first quarter of last year 
and 30 cents in the last quarter of 1937, in addition to 
a 45-cent year-end dividend. Stockholders re-elected 
the directors, who in turn re-elected all officers. Di- 
rectors re-elected are W. H. Foster, Charles F. Smith, 
Paul Wick, George C. Brainard, and R. M. Bell. Officers 
are Mr. Foster, chairman; Mr. Brainard, president; 
Walter Bender, vice-president in charge of operations; 
Edward T. Purnell, vice-president in charge of sales; 
George R. Farrell, vice-president in charge of pur- 
chases; Mr. Bell, secretary-treasurer; and W. D. Skin- 
ner, assistant secretary and treasurer—AK 


a a 


The following excerpts are taken from the recently 
issued annual report of the Marchant Calculating 
Machine Company, Oakland, Calif.: “Net income, as 
shown by the accompanying statement, was $807,739.77 
for 1937 as compared to $654,005.84 for 1936, after fed- 
eral taxes in both cases. This increased profit is prin- 
cipally attributable to increased sales. Gross income 
of $3,354,661.52 for 1937 shows an increase of $619,- 
825.99 over the $2,734,835.53 gross income for the pre- 
vious year, which is due to a larger volume of gross 
sales. While expenses were more than in 1936, such 
increases were directly related to the larger volume of 
business. Net investment as shown is $2,140,664.20, 
which is an increase of $83,515.40 over the net invest- 
ment at the beginning of the year. This increase 
represents the balance of net earnings, $68,384.55, 
carried to surplus, and surplus adjustments of $15,- 
130.85. There were no changes during the year in the 
stated capital of the company. Dividend payments 
made during the year consisted of $.70 per share on 
the preferred stock ($17,427.32) and $3.00 per share 
on the common stock ($679,927.90) .” 


* * * 


Royal Typewriter Company, Inc.—A dividend of 
134%, amounting to $1.75 per share, on account of the 
current quarterly dividend period ending April 30, 1938, 
has been declared payable April 15, 1938, on the out- 
standing preferred stock of the Company to holders 
of preferred stock of record at the close of business 
on April 5, 1938. A dividend of $0.75 per share has 
been declared payable April 15, 1938, on the outstand- 
ing common stock of the Company to holders of com- 
mon stock of record at the close of business on April 
5, 1938. H. A. Way, Secretary. (Advertisement in New 
York Herald Tribune, March 31, 1938.) 


* * * 


Wilson-Jones Company.—For six months ended Feb- 
ruary 28 net profit $108,527, or 39 cents a common 
share, against $440,198, or $1.61 a share, in same period 
last year. (New York Herald Tribune, March 19, 1938.) 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


F ROM the recent heavy rains causing floods in several 
sections the retail and wholesale merchants suffered 
comparatively little. Forewarned is forearmed as the 
proverb goes, hence when flood conditions arose most 
dealers were able to take care of them. One man in the 
office furniture business entertained a wealthy cus- 
tomer one morning between showers. The “heavy dew” 
consisted of about twelve inches of rainwater in the 
street, so the customer drew up on the far side of the 
street. This was not quite close enough, so he drew 
across to the entrance, where the door was opened and 
a desk and chair were wheeled into view, demonstrated 
and sold on the spot. 


While the floods lasted they slowed up business, of 
course, tearing out bridges and damaging highways 
and low-lying residence districts. It is notable that 
there was little interruption in public service. Dam- 
ages, of course, to highways, etc., amounted to several 
millions of dollars, and people were kept at home who 
otherwise might have gone shopping, but this was 
probably taken care of by increased sales later. 

A popular story in these parts relates that a daugh- 
ter living in che East wired her mother in Los Angeles: 

“Are you in danger from the floods?” 

The mother replied: “What floods?” 


Carboneers and Ribboners Discuss Phases of Business 
not Unlike Racing.—The Southern California Carbon 
and Ribbon Dealers Association’s March meeting took 
place on the tenth of the month at the Hotel Clark. 
There was a moderate attendance for the discussion of 
business and horses. 

Those present included President W. E. Sibertson of 
the American Ribbon and Carbon Company; R. M. 
Cisney, Bushnell Ribbon Manufacturing Company; C. 
K. Bland, Western Carbon Paper Manufacturing Com- 
pany; E. W. Billings, Jr., Winn-Billings Company; 
Robert P. Picou, California Carbon Paper Manufactur- 
ing Company; Charles M. Shallcross, The Shallcross 
Company; Nelson Ross, Remington Rand, Inc., and 
H. W. Martin of OFFICE APPLIANCES. 

Visitor from the Golden Gate.—C. B. Walters, Pacific 
Coast manager of Remington Rand Inc., San Fran- 
cisco, was here last month on a vacation trip. He was 
accompanied by Mrs. Walters. 


Another Pioneer.—Edward A. Bigley, for the last 
(Continued on page 92) 
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SHAW-WALKER IN CARLOAD LOTSi 
—This railroad car lot of Shaw-Walker 
“Built Like a Skyscraper” office furniture 
and filing equipment was recently sold 
by Pierson Brothers, Binghamton, N. Y., 
to the North high school of that city. 
This marks but one of many large sales 
of Shaw-Walker equipment made by the 
company’s dealers all over the country 
in recent weeks, 
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MEETINGS — CONVENTIONS — DINNERS 


WHOLESALE STATIONERS HOLD CONVENTION 

Featured by the election of officers and a record- 
breaking attendance, the twenty-third annual meet- 
ing of the Wholesale Stationers Association was held 
March 20 to 24 at the Homestead hotel, Hot Springs, 
Va. 

All of the present officers, including President Mer- 
vin Pierpont, Loewy Drug Company, Inc., Baltimore, 
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were re-elected, the only change in the governing 
board being the election of Louis Tavernier, Fulton 
Specialty Company; Ray Weissenborn, General Pencil 
Company, and Robert N. Wood, Esterbrook Steel Pen 
Manufacturing Company, as directors. 

The convention officially opened Monday, March 21 
with Mr. Pierpont presiding. He delivered his annual 
address on “Profits Through Cooperation.” This was 
followed by reading of committee, secretary and treas- 
urer reports, and an address on “What the Manufac- 
turer Expects for his Association Dollar,” by G. F. Grif- 
fiths, vice-president of the manufacturers division. A 
description of the operation of “Modern Retailing,” 
the newspaper-magazine of the organization, was 
given by H. C. Whittemore, manager, and David Man- 
ley, associate editor, and then Mr. Whittemore swung 
into the subject of “Fair Trade Practice rules for the 
wholesale stationery trade, their purpose; how they 
will operate; and what they mean.” 

A number of suggestions for trade practice rules 
were approved by the assembled delegates. These sug- 
gestions labeled as unfair trade practices misrepre- 





sentation of products, misbranding, misrepresentation 
as to character of business, false invoicing, false price 
quotations, misuse of the word “free,” defamation of 
competitors and disparagement of their products, use 
of loss leader and selling below cost. 

The Monday afternoon session with First Vice-presi- 
dent David Koeller, Jr., wielding the gavel, was fea- 
tured by a three-man panel discussion of pertinent 
marketing problems and current legislative develop- 
ments by Drs. T. N. Beckman, Kenneth Dameron and 
H. H. Maynard, professors of marketing at the Ohio 
State University. This was followed by an address by 
R. G. Brown, Ingersoll-Waterbury Company. 

The Tuesday session was devoted to wholesalers and 
manufacturers meetings with an address on “How to 
Advance the Association’s Program for Functional Dis- 
counts,” by H. L. Chandler, ex-president of the asso- 
ciation. 

As on Tuesday only one session was held on Wed- 
nesday and consisted of reading of committee reports 
and the election of officers. 

A capital program of entertainment for the dele- 
gates and their ladies was a feature of the annual 
meeting and brought warm praise from many present. 
Besides the annual dinner dance there were bridge 
parties, teas and motion pictures for the ladies and 
the golf tournament for the men. 


——— oe ___—— 


STATIONERS BOARD OF TRADE HOLDS ANNUAL 
FORUM 

Attended by an impressive gathering of members and 
their guests and featured by the appearance of several 
prominent speakers, the annual forum and dinner of 
the Stationers & Publishers Board of Trade was held 
March 18 at the Hotel Biltmore, New York City. 

Presided over by Louis Tavernier, Fulton Specialty 
Company, the forum opened with a reference by Mr. 
Tavernier to the work done in connection with these 
forums by Howard Sanders, secretary of the organiza- 
tion. The chairman then introduced Charles Wads- 
worth, American Pencil Company, who spoke on the 
subject of the effect of too strict credit policies toward 
retarding sales. In a masterly fashion he defined the 
different slants taken by the salesman and the credit 
man and explained many factors of which both sales- 
man and credit man should have a_ workable 
knowledge. 


THE STATIONERS & PUBLISH- 
ERS BOARD OF TRADE AN- 
NUAL FORUM AND BANQUET, 
HELD MARCH 18 AT HOTEL 
BILTMORE, NEW YORK CITY. 
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THIRD ANNUAL DINNER 
DANCE OF THE OFFICE MA- 
CHINE DEALERS ASSOCIA- 
TION OF NEW YORK AT 
WHICH MEMBERS GATHERED 
TO HONOR SAMUEL HUTTER. 
THE RETIRING PRESIDENT. 


Anthony J. Kerin, Tower Stationery Company, New 
York, entertained his listeners with an intimate talk 
on his company’s methods of handling credit matters 
to the satisfaction of everyone concerned. The speak- 
er was followed by Scott Foster, credit manager, Den- 
nison Manufacturing Company. He likened misused 
credit to a hammer in the hands of a maniac and too 
much candy to a baby. Properly handled, he ex- 
plained, credit is invaluable, but he deplored the “freer 
than chalk” credit prevalent in the United States. He 
concluded with a set of rules for the proper adminis- 
tration of credit facilities for customers. 

The final speaker was A. L. Popper, attorney for the 
board of trade. Mr. Popper cited a number of actual 
cases to stress the advantages to the industry of a 
program for the extension and rehabilitation of com- 
panies wherein embarrassed debtors and their busi- 
nesses can be saved by proper supervision. 

Brief addresses by R. A. Jones, Jr., chairman of the 
organization, and Mr. Sanders marked the banquet 
in the evening. Dancing and a program of entertain- 
ment completed the event. 
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NEW YORK OFFICE MACHINE DEALERS DINE 
AND DANCE 

All the frills and thrills that could be packed into 
one large night were experienced by the five hundred 
members and guests present at the third annual din- 
ner dance and revue of the Office Machine Dealers 
Association of New York Saturday night, March 5, 
at the Hotel New Yorker. 

In the hotel’s usual style, the tasty dinner, from 
fruit cup to demi tasse, was served without lost motion 
while a comely lass of enchanting voice coaxed some 








of the old familiar tunes from an accordian. Ted Eddy 
and his swing orchestra interspersed tuneful rhythm 
with the courses to keep the things moving. Right 
here we must pause with admission that the popular 
rhythm for the Shag, the rage of the moment, made 


some of us old timers take cover. Friends, we just 


can’t take it. 

A bit of a lull was provided after dinner to give the 
exponents of “Did you ever hear this one?” “There 
was an Irishman, etc.,” to swap their latest. It was 
also a time well taken for visiting hither and yon 
over the glasses, some of which were tall ones. 

About midnight, the entertainment committee, 
Messrs. Anton P. Pohl, Jr. (Business Machines Service, 
New York City) and Edward W. Staats (Ames Supply 
Company, New York City) mounted the stage to pre- 
sent the formal greeting of the Association to the 
gathering. They were greeted with well-earned ap- 
plause of the assembly. Samuel Hutter as the retiring 
president of the organization, the honored guest, was 
introduced and expressed his appreciation in words 
both choice and brief. 

With the orchestra again in full charge the dance 
went on. By degrees the crowd reluctantly said its 
“Adieus” and expressed its appreciation for the great 
evening. 

Festivities came to an abrupt halt, however, when 
the hotel authorities quietly told the committee there 
was a fire in the house and advised all to leave 
promptly. There was no real danger as the building 
was entirely fireproof. The crowd quickly dispersed 
but the committee stayed on the job (wrapped in 
blankets in the lobby) while New York’s Fire Eaters 
squelched the raging demon. 





A GATHERING OF THE GENERAL FIREPROOFING CLAN.—Pictured in the three photographs is the group who attended 
the General Fireproofing Company's district sales meeting, held in Youngstown on March 17 and 18. Similiar gatherings took 
place at Atlanta, Ga.; Dallas, Texas.; Kansas City, Minneapolis, Chicago and Philadelphia, 
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EIGHTH DISTRICT HOLDS ROUSING MEETING 


The convention of the Eighth District NSA, held 
at the Muehlebach Hotel, Kansas City, March 28 and 
29, was one of the best in the history of the district in 
attendance, character of program and direct interest. 
Approximately 170 were registered. Gerry Manning, 
of Joplin Printing Co., Joplin, Mo., the regional gov- 
ernor, proved to be a thoroughly efficient presiding 
officer. 


Mr. Manning called the meeting to order and intro- 
duced George W. Catts of the Kansas City Chamber of 
Commerce who delivered the address of welcome. Next 
he introduced Harold Hampton, president of NSA; 
Charles P. Garvin, general manager, Charles G. Con- 
sodine, John Ford, Jr., and Wash. L. Jaques, all vice- 
presidents, and the following colonels who were as- 
sisting him in the affairs of the Eighth District: 
William Reuter of Crowley-Reuter Stationery Com- 
pany, Kansas City, Mo.; G. L. Wren, Jr., Western Bank 
& Office Supply Company, Oklahoma City; Bob Latsch, 
Latsch Brothers, Lincoln, Nebr.; Frank Lynch, John- 
son Press Company, Wichita, Kans. 


The first of the convention speeches was ‘“What’s 
Ahead for Business and Business Men,” by Mr. Garvin 
who remarked that the activities of the small business 
man in Washington and elsewhere were a good influ- 
ence on the country and intimated that they would 
have some effect in shaping regulations as they affect 
business. Time of recession, he pointed out, was a 
good time for promotional work. He recommended 
that the dealers go out while prospects have more time 
to listen and build ground work for future sales. 


The subject “Selling Specialty Office Machines and 
Appliances,” was handled by George Hausam of Hutch- 
inson Office Supply & Printing Company, Hutchinson, 
Kans. Mr. Hausam said that his company got into 
specialties by taking the agency for a duplicating 
machine. That led to other specialty equipment such 
as typewriters, adding machines and calculators. He 
reported that the specialty department accounted for 
a little more than twenty per cent of his volume not 
including supplies, and that he hoped this year to 
increase it to twenty-five per cent. He found special- 
ties to be his most profitable department and at 
smaller investment. Specialty selling, he stated, re- 
quired special training to compete successfully with 
specialized competition. Prices the same, the buyer 
prefers to do business with the local dealer. He 
warned that dealers must give quick attention to 
service calls. 


Dan MacDougall of Stationers Loose Leaf Company 
spoke on “Better Merchandising in the Loose Leaf De- 
partment.” He recommended that every dealer have 
someone appointed as loose leaf or systems department 
head who can keep informed on machine bookkeeping 
and other loose leaf angles and explain them to other 
salesmen. Demonstrations of visible equipment should 
be made slowly and deliberately to avoid the impres- 
sion that the operation is complicated. 


The afternoon session consisted mostly of set talks 
given by members of the travelling troupe. Harry 
Anderson of The Globe-Wernicke Co. opened with a 
talk on “Competition of Prison Made Goods.” Mr. 
Hampton spoke briefly on “Gross Profits Versus Gross 
Sales.” Edward L. Little of Wabash Cabinet Company 


(Continued on page 162) 
BANQUET OF THE EIGHTH DISTRICT MEETING AND (INSET) 


THE MIDWEST TRAVELERS PICTURED AT THEIR MEETING 
DURING THE CONVENTION. 
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. Ted Caswell, John Krueger and Jack Ellis, all of the F. S. 
Webster Company. 

. Frank Lynch, Johnson Press Company, Wichita, Kans., 
governor-elect. 

-, Mrs. Ralph Maneval, Chicago; George H. Geiger, and Edna 
K. Mickelson of the George H. Geiger Co., Leavenworth. 
. The new president of Midwest Travelers Club and his wife 
—Mr. and Mrs. Harold Graves. 

. Herbert Walsh, Southworth Company; Lionel Colomb and 
Harry Nichols, Weis Manufacturing Company; William 
Hoge, The General Fireproofing Company; William Reu- 
ter, Crowley-Reuter Company, Kansas City, and Karl 
Keisel, The Carter's Ink Company. 


. Gene Hays, Joplin Printing Company, Joplin, and Carl 
Eberhardt, Mannschreck’s Book Store, St. Joseph, Mo. 


. Standing: George H. Geiger, George H. Geiger Company, 
secretary, KBDA; Phil. M. Anderson, Newton, Kans., pres- 
ident, KBDA. Seated: H. L. McFarlan, Esterbrook Steel Pen 
Manufacturing Company, and Jack Crow, Hall Stationery 
Company, Topeka. 

. M. L. Poundstone, manufacturer's representative. It takes 
more than a broken arm to keep him away. 

. Bill Block, Victor Safe & Equipment Company; Bill Weber 
and Bill Smith, Ace Fastener Corporation; Ernest Hazel, 
Jr., and Ernest Hazel, Sr., Lockwood Hazel Co., Atchison. 





11. 


12. 
. John Ford, Jr., Peterson Litho. Company, Omaha; Harry 


14, 
15. 


16. 
1b A 
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VISITORS AND OFFICIALS AT THE EIGHTH REGIONAL 
10. 






MEETING IN KANSAS CITY 


Art Pfister. Smead Manufacturing Company; Paul Baird, 
George E. Baird & Son, Kansas City: Larry Schubert. The 
Globe-Wernicke Co. 

Ralph Maneval, A. W. Faber, Inc.; Charles Consodine, 
Wallace Pencil Company; Bill Cromwell, Eaton Paper Com- 
pany; Dan MacDougall, Stationers Loose Leaf Company; 
Frank Palmer, Eaton Paper Company. 

Frank Lynch, Johnson Press Company, with Mrs. Lynch. 


Anderson, The Globe-Wernicke Co.; Ted Workenstein, 
Southwestern Stationery & Bank Supply Company, Law- 
ton, Okla.; Ed. A. Keeling and J. G. Henry, Art Metal Con- 
struction Company. 

Harold J. Hampton, president, N. S. A. 

Art Pfister, Snead Manufacturing Company; Frank Hughes, 
Standard Office Supply Company, Oklahoma City; Roy 
Castleberry, Palace Office Supply Company, Tulsa, Okla.; 
Carl Leopold, The Leopold Company. 

Fred Pitt, The Pitt Corporation, and E. J. Mitchell, manu- 
facturer’s representative. 

Phil M. Anderson, president, Kansas Book Dealers Associ- 
ation; Al. Williams, Topeka attorney; Gerry Manning, 
Joplin Printing Company, Joplin, governor of the eighth 
district; Trice Bryant, Bryant & Deuglas Stationery Com- 
pany, Kansas City, Mo. : 

Harry Tehan, Charles M. Higgins & Company; Tom Quickel, 
Schooley Stationery Company, Kansas City. 
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NINTH REGIONAL MEETING HELD 
By B. C. Reber 

The annual convention of the Ninth District, The 
National Stationers Association, held in Fort Worth, 
Texas, March 22 and 23, was, without question, the 
most constructive meeting of its kind ever held in this 
district. So well were the delegates pleased with the 
program that had been arranged by Charles P. Garvin, 
general manager of the NSA, and his assistants, that a 
resolution was offered by P. T. Pearce, The Cargill 
Company, Houston, former governor of the district, 
thanking Mr. Garvin for the program and declaring 
it the type desired. The resolution was unanimously 
passed. 

C. L. Hoera, Hoera-Rosenthall Company, Fort Worth, 
was elected governor, and G. T. Buchanan, Buchanan 











R. P. GRIEVE 
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Stationery Company, Wichita Falls, lieutenant-gov- 
ernor. Galveston was selected for the 1939 convention 
city. 

Following opening ceremonies in which William 
Holden, general manager of the Fort Worth Chamber 
of Commerce, welcomed the delegates, and William 
C. Clegg, past president of the NSA, made response, 
Mr. Garvin addressed the assemblage on “What’s 
ahead for Business and Business Men.” He opened his 
talk with compliments on the state of Texas, stating, 
“T really get an inspiration when I come to Texas. I 
go around Washington and I visit the industrial com- 
munities of the North and East, and I hear men and 
women declaring that the country is going to the dogs, 
but here in Texas you’ve got a different spirit—a dif- 
ferent atmosphere—and it inspires me.” 

Referring to conditions in the stationery and busi- 
ness equipment field, Mr. Garvin reported that sales 
volumes for 1937 were six per cent above those of the 
general retail trade, and that in January and February 
of this year, sales were running even with those for 
1937, while general retail sales were far below normal. 


Tehan’s Message 


Harry Tehan, vice-president of the sales managers’ 
division of the NSA, followed Mr. Garvin speaking on 
“Salesman’s Friendly suggestions.” 

Edward L. Little, Wabash Cabinet Company, and a 
veteran in attending district meetings, gave a fine 
talk on “NSA Through the Years.” Mr. Little traced 
his experience with associations through the years 
since he entered the stationery business in 1908, and 
complimented the stationers on having a most helpful 
and constructive association. 

H. C. Anderson, sales manager, Globe-Wernicke Co., 
addressed the assemblage on “Prison Competition,” 
and reported on those state prisons which were now 
engaged in production of goods in direct competition 
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to legitimate business enterprises. States of Michigan, 
Illinois, Oklahoma and Pennsylvania were among 
those mentioned. 

W. Neill Stewart, Stewart Office Supply Company, 
Dallas, who was named to represent Texas on the com- 
mittee appointed at the national convention to in- 
vestigate prison manufacture, reported, according to 
Mr. Anderson, that Texas prisons were, at present, only 
engaged in canning and certain clothing. 

R. C. Gage, representing the Art Metal Construction 
Company, read an address “Planned Selling’ from 
Charles G. Consodine, Wallace Pencil Company. 


Committees Appointed 

Committees appointed by Governor Grieve were as 
follows: 

Nominating: W. C. Clegg, chairman; E. Cliff Wil- 
son, Houston; Sealy Hutchins, Jr., Galveston; P. T. 
Pearce, Houston; and Otto Ejisenlohr, Dallas. Con- 
vention City: Otto Eisenlohr, chairman; Ross Siebert, 
San Antonio; Willis Lowe, Fort Worth; and G. T. 
Buchanan, Wichita Falls. Necrology: P. T. Pearce, 
chairman. Resolutions: Alvin Eisemann, San Antonio. 
Chairman of the last two named committees selected 
their own members. 

Mr. Hoera, Fort Worth, retail director, presided at 
the afternoon meeting. 

Harry Nichols, Weis Manufacturing Company, 
opened the meeting with an address on “My first 
Bird’s-Eye View of the NSA Nationally.” 

Harold J. Hampton, president of the NSA, followed 
Nichols, speaking on “Gross Profits Versus Gross 
Sales.” Mr. Hampton declared that “Recession started 
in the distribution group; take ten men off the road 
and you’ve started a depression. After the goods are 
made and enter sales channels, the firm becomes a 
part of distribution. When you start cutting distribu- 
tion, you hurt business.” 


Right Kind of Men 


Discussing “Selecting and Training Salesmen,” P. T. 
Pearce, The Cargill Company, Houston, pointed out 
“that going into business was not much of a problem, 
but getting the right kind of men and training, de- 
veloping and co-ordinating them is important. 

“Salesmen are born, and salesmen are developed,” 
he continued. “Some men are born with a natural 
aptitude for selling, others may develop that aptitude 
so that good results will be had. One of our greatest 
difficulties is that we do not exercise sufficient care 
in the selection of those men whom we send out to 
sell, and we try to make Kentucky thoroughbreds out 
of horses intended for the plow. We are not trained in 
the fine points of character reading and must follow 
our hunches in hiring men.” 

Mr. Garvin spoke briefly supporting the talk by Mr. 
Pearce, stating, in part, “the organization I like to see 
is the organization headed by a man who knows what 
he wants done and can train his men so they will see 
that it is done; men who will make a sacrifice when 
required so that the whole organization may benefit.” 

D. A. MacDougall, Stationers Loose Leaf Company, 
spoke on “Better Merchandising of Loose Leaf Prod- 
ucts.” Pointing out that, of the approximate 22,000 
various items to be found in the average retail sta- 
tionery store, the loose leaf business carries about 
twenty-five per cent of the profit in the business, 
MacDougall urged his listeners to educate their sales- 
men to demonstrate the higher priced binder and 
bring out its advantages. 

(Continued on page 104) 
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TENTH DISTRICT CONVENTION 
By Robert Latimer 


An unusually full program, and one of the largest 
turnouts in association history featured the regional 
convention of District 10, National Stationer’s Asso- 
ciation which was held March 31 and April 1 at 
Antlers hotel, Colorado Springs, Colo. Although snow 
and cold weather prevailed, 103 members attended the 
sessions in the Ivory Room of the hotel. 

Regional governor Gus C. Lipp called the convention 
officially to order promptly at nine o’clock Thursday 
morning, and introduced Seeley K. Tompkins, secretary 
of the Colorado Springs Chamber of Commerce, who 
welcomed the group and complimented them on the 
progress of recent years. An introductory period fol- 
lowed; new members were asked to stand, and the 
officers of NSA introduced. President R. J. Mitchell 
of the Rock Travelers explained the aims of his group, 
and introduced the NSA Lecture Troupe, including 
Charles P. Garvin, general manager of the association, 
who in turn called upon several notable newcomers 
and spoke on “What’s Going on in Our Business.” 
Henry Nicholls of the Weisz Manufacturing Company, 
newest member of the troupe, gave a timely message, 
“Why I joined the NSA Lecture Troupe.” 

Comfortably settled, the group went immediately 
into convention business. “The Sales Institute” con- 
ducted through the forenoon by Mr. Garvin and 
Harold J. Hampton, national president, was of great 
interest. In turn, the problems of store salesmanage- 
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DELEGATES IN SESSION AT THE 
TENTH REGIONAL MEETING AT COLO- 
RADO SPRINGS, COLO., WITH SOME 
OF THE NOTABLES SEATED IN THE 
FRONT ROW NEAREST CAMERA. 


ment, weekly sales meeting, and new methods of pur- 
chasing were discussed. Mr. Hampton explained a 
system of “selling your salesmen first” used in Indian- 
apolis. A good picture of both sides of the question 
was shown by calling on Charles Consodine, vice- 
president of the NSA field division, to give a sales- 
man’s opinion on this method. Some of the questions 
put to Mr. Hampton brought William Block, president 
of the Victor Safe & Equipment Company to the 
rostrum, to speak on “Overbuying.” There was a 
general discussion of “service ideas” following, with 
the importance of salesman capable of repair work 
stressed. 

Mr. Consodine opened the afternoon meeting with 
“NSA as a Laboratory,” and compared the association 
to a gigantic scientific research organization. In point- 
ing to the strides made in good business over five 
years, Mr. Consodine urged dealer codperation with 
traveling representatives 

L. R. Kendrick, secretary of the Kendrick-Bellamy 
Stationery Company in Denver, Colo., brought to the 
association an unusual subject to back up the Lecture 
Troupe: “Prison Competition.” “Growth of encroach- 
ment by penal-made goods is not often realized,” Mr. 
Kendrick said, “Do you know that every shoe worn in 
the army and navy is now prison made? And that 
100 million dollars worth of goods were prison- 
produced in 1937? It is impossible to estimate the 
amount of wages lost to private industry, but it is 


(Continued on page 150) 
(Other meetings and dinner news on page 118) 








“SOUTHERN ACES” ENJOY ATLANTA BANQUET.—Following a sales conference held at the Atlanta (Ga.) 
office the “Southern Aces,” eighteen star salesmen of the Dictaphone Sales Corporation gathered for a banquet 
at the Ansley hotel last month. Charles Hallenborg, vice-president of Dictaphone was a guest at the banquet. 
Under the able direction of District Manager E. N. Brown the “Southern Aces” celebrated the winning of thirty- 
seven consecutive quotas an accomplishment unequalled by any Dictaphone branch office in the country. In 
addition to Messrs. Hallenborg and Brown there were a number of prominent guests at the celebration banquet. 
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National Association News 


Information Concerning the Activities of the National Stationers Association 


President: Harold J. Hampton, In- 
dianapolis Office Supply Com- 
pany, Indianapolis, Ind. 


Vice-President & Chairman Distrib- 
utors Division: Edward H. Wob- 
ber, Wobber's, Inc., San Francis- 


co, Calif. 


Vice-Chairman Distributors Division: 
Morris E. Hansell, Il, F. F. Hansell 
& Bro. Ltd., New Orleans, La. 


Vice-President & Chairman Manu- 
turers Division: R. A. Maish, Den- 
nison Manufacturing Company, 
Framingham, Mass. 


OFFICERS 


Vice-Chairman Manufacturers Divi- 
sion: Craig Sheaffer, W. A. Sheaf- 
fer Pen Company, Fort Madison, 
la. 

Vice-President & Chairman Office 
Furniture & Office Outfittings Di- 
vision: Charles W. Roth, Roth Of- 
fice Equipment Company, Dayton, 
Ohio. 

Vice-President & Chairman Manufac- 
turing Stationers Division: W. L. 
Jaques, Jaques & Company, New 
York City. 

Vice-President & Chairman Sales 
Managers Division: Harry Tehan, 
Charles M. Higgins & Company, 
Brooklyn, N. Y. 


REGIONAL GOVERNORS 


Vice-President & Chairman Field 
Division: Charles G. Consodine, 
Wallace Pencil Company, Chi- 
cago, Ill. 

Vice-President & Chairman Whole- 
salers Division: John Ford, Jr., 
Peterson Lithograph & Printing 
Company, Omaha, Neb. 


Treasurer: W. E. Stockett, Jr., Stock- 
ett-Fiske Company, Inc., Wash- 
ington, D. C. 


Auditor: Woodson P. Waddy, Ever- 
ett Waddey Company, Richmond, 
Va. 


General Manager 


Charles P. Garvin. 


& Secretary: 


* cman 


No. |: Edgar M. Berry, 
Berry Paper Company, 
Lewiston, Maine. 

No. 2: A. G. Preston, Utica 
Office Supply Company, 
Utica, N. Y. 

No. 3: Dan Smith, Jr., Smith 
Printing Company, Wil- 
liamsport, Pa. 

No. 4: (Western Division) 
Paul W. Bumbarger, Bum- 
barger's, Hickory, N.C. 


No. 4: (Eastern Division) 
J. L. Griffith, Halsey & 
Griffith, West Palm Beach, 
Fla. 


No. 5: K. L. Boyer, Newell 
B. Newton Company, To- 
ledo, Ohio. 


No. 6: Fred Tracht, Univer- 
sity of Chicago Bookstore, 
Chicago, Ill. 
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No. 10: Gus C. Lipp, W. H. 
Kistler Stationery Com- 
pany, Denver, Colo. 


No. Il: W. J. Ortel, Shaw 
_ & Borden Company, Spo- 
kane, Wash. 


No. 12: J. A. Parsons, Smith 
Bros., Oakland, Calif. 


No. 13: A. J. Kerin, Tower 
Bros. Stationery Company, 
New York, N. Y. 


No. 7: V. A. Hanson, Brown 
& Saenger, Inc., Sioux 


Falls, S. D. 


No. 8: Gerry Manning, Jop- 
lin Printing & Stationery 
Company, Joplin, Mo. 


© Re! No. 9: Russell Grieve, Mav- 
erick-Clarke Lithograph- 
ing Company, San Anto- 
nio, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


Place and Date of Next Annual Convention—Chicago, Sept. 26, 27, 28 and 29. 


SIXTH DISTRICT PROGRAM ANNOUNCED 


_The program of the two-day regional meeting of the 
sixth district will open in the Palmer House, Chicago, 
on April 19 with the following program: 


Following the invocation by the Rev. Dr. Frederick 
Schnell, and the address of welcome by Governor Fred 
Tracht, four prominent speakers will deliver addresses. 
The speakers and their subjects are: Charles P. Garvin, 
general manager, NSA, “What’s Ahead for Business 
and Businessmen”; Harold Hampton, president, NSA, 
“Gross Profits vs. Gross Sales’; Harry Tehan, Charles 
M. Higgins & Company, “Salesmen’s Friendly Sugges- 
tions to the Stationer’s Customers”; H. C. Anderson, 
The Globe-Wernicke Co., “Prison Competition.” 


The afternoon will be devoted to round table dis- 
cussions on problems in the stationery industry and 
fair trade laws. The annual banquet will be held that 
evening with Charles Consodine, Wallace Pencil Com- 
pany, acting as toastmaster. 

The speakers and subjects for the second day are: 
Harry Nichols, Weis Manufacturing Company, “My 
First Birds-eye View of N. S. A. Nationally”; Edward 
L. Little, Wabash Cabinet Company, “N. S. A. Through 
the Years’; William F. Block, Victor Safe & Equipment 
Company, “Selling and Its Requirements’; Messrs. 
Hampton and Garvin, “Model Sales Meetings.” 

In the afternoon Mr. Consodine will deliver an ad- 
dress on “Planned Selling,” the balance of the session 


being taken up with a dealers’ meeting and a field 
division meeting, necrology report by Frank Harris, 
Carter’s Ink Company, reports of committees and the 
evening sales meeting, a preface of which Mr. Garvin 
will give in the morning meeting. 

SER ee 
GRIEBEL TELLS SEVENTH MEETING ACTIVITIES 


S. L. Griebel, president of the Northwest Travelers 
Club, promises a splendid time for all delegates and 
their ladies attending the seventh regional district 
meeting which opens in the Nicollet Hotel, Minneapolis, 
April 22. Mr. Griebel has this to say: 

“Governor Al. Hansen has taken the bull by the 
horns and is really offering something different to the 
dealers attending. In other words, the problems con- 
fronting them in their own locale will be the ones 
under consideration. 

“Colonel Morgan (Herb to you) has appointed a fine 
group to serve on the various committees and the 
ladies’ entertainment committee has arranged a de- 
lightful program for the visiting wives and daughters.” 

Mr. Griebel was generous in his praise of the entire 
membership for its whole-hearted support of the 
officers in their efforts to make the regional meeting 
outstanding from the viewpoint of entertaining the 
visitors while in Minneapolis. He declared that the 
combined efforts of everyone will make the meeting 
one to be remembered for years to come. 
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America’s tireless striving to make the nation 
a good land for the good worker is rooted in 
its genius for using the most productive tools. 
Among today’s instruments of communication 
which widen the gainful radius of business activ- 
ity, the Mimeograph does a towering job. This 


modern duplicator is easy and simple to use; it 
Whether the message 


operates at matchless speed 
be written, typed, or drawn, it turns out prints of | 


high fidelity at extremely low cost—by hundreds or 


thousands as required. Business and education find it 
For particulars of what the 


a most constructive tool 
Mimeograph can do for you, write A. B. Dick Company, 


Chicago, or see classified phone book for local address. , 
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HER LINES 


but how long she'll last depends 
on what's going into her construction. 


look good “on paper," 


Fresh-typed lines on a carbon copy may look pretty 
good at first, but how long you'll be able to read ‘em, or 
how soon they'll fade, depends on what goes into the 
Carbon Paper's coating. 


You'll find YOUR non-fading Carbon Paper in ‘The Line 
That Can't Be Matched." 


PREFERRED y 
/ 
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for SUPER-COPIES 


MERIDIAN 


“Super” Carbon Paper 


Ask your PANAMA or BEAVER man. 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
* 


188 THIRD AVENUE BROOKLYN, N. Y. 


| Boston, Mass.; 





OFFICE APPLIANCES 


CAST TO EXPAND BUSINESS 


Herman H. Cast, who three months ago opened the 
Cast Office Supplies, Inc., 133 North Market street, 
Wichita, Kans., last month announced the contem- 
plated expansion of his business through the addition 
of a stationery department. 

Mr. Cast reports fairly good business in his sec- 
tion of the country despite a falling off of trade due 


| to dust storms and a slight lack of moisture. He 


believes, though, that with a fair amount of rain 
Kansas will report excellent crops next autumn. 
The Cast organization is exclusive agent in the 
territory for Art Metal desks, files and safes; Leopold 
desks, Milwaukee chairs, A. B. Dick Mimeograph, 


| F. S. Webster ribbons and carbons, Wabash filing 
| supplies and Postindex visible systems. 


ee ae 
BROWNE-MORSE APPOINTS FIVE NEW DEALERS 


Following its customary plan of expansion the 
Browne-Morse Company, Muskegon, Mich., last month 
announced the appointment of five more exclusive 
dealers in various sections of the country. 

These firms, who will feature Browne-Morse desks, 
filing cabinets and other items as well as supplies, are: 
Business Furniture & Supply Company, 19 High street, 
State Stationery, 416 Broadway, Bis- 
marck, N. D.; Kalamazoo Office & School Service, Inc., 
124 West South street, Kalamazoo, Mich.; L. H. Cooper, 
404 Beach street, Flint, Mich., and the Premier Printing 
Company, 135 East Pearl street, Jackson, Miss. 

—————o——2— 
LAIRD COMPANY REORGANIZES 

The Laird Office Equipment Company, which was 
established in 1919 and is the present General Fire- 
proofing Company dealer at Charleston, W. Va., was 
reorganized recently. 

The new company is headed by Charles A. Lemkuhl, 
president; Frank A. Hardy, vice-president, and Roy 
H. Pearson, secretary and treasurer. These officers, 
with John C. Morrison, a local attorney, constitute the 
board of directors. The sales staff is in charge of 
R. E. Wiltrout and John Dickson. 

Shortly after the reorganization the company cele- 
brated the event by closing a deal for an installation 





of GF metal furniture for the Charleston Gazette. 


ec 9 
MARSHALL-JACKSON NAMES DR. SCAT 
CONTEST WINNERS 

Three salesmen of the Marshall-Jackson Company, 
Chicago, last month were presented with a valuable 
prize after being named winners in a “Dr. Scat” con- 
test staged by the management of the store. 

The winners and their prizes were: Raymond 
O’Brien, first prize of a watch; E. C. Malacek, second 
prize of an electric razor, and Clark Roland, third prize 
of a set of military hair brushes. 

The sixty-day contest was held to determine who 
among the sales personnel could sell the most Dr. Scat 
type cleaner, manufactured by the Dr. Scat Chemical 
Company, 178 North Franklin, Chicago. 

——— 


FRIDEN ATLANTA BRANCH MOVES 


The Atlanta, Ga., state agency of the Friden Cal- 
culating Machine Company, operated by A. E. Brad- 
shaw, recently moved from the Haas-Howell building 
to 573 West Peachtree, suite 406. 

According to Mr. Bradshaw the move was neces- 
sitated by an urgent need for more sales and service 
space. His organization occupied the former quarters 


| for more than nine years. 


APRIL, 1938 61 


CORONA PORTABLE TYPEWRITERS... 
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SEND 


. weeks free 
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address 





on Your 
TYPEWRITER 






City 
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fo bring home the bacon! 


Want 


salesman? 


new and_ profit-making 
Put Peerless Keys to work 


a 


for you! Get some sets out on free 
S @. frial with your typist customers—let 
ee the girls who pound typewriters all 
day long be the judges—they'll do 
ZF = your selling for you. 
ry @ Peerless Keys mean too much in 
= faster, easier, better typing—in less 
- fatigue, higher morale, fewer mistakes 
~ ™ in dollars and cents, efficiency and 
mz economy—ever to be unwanted by any 
s typist—or her boss. 
= 
ad s @ The new No. 25 Peerless Black Keys 
~ are more than ever in demand. They 
—~ have a smaller, tapered top which 
widens the space between keys and so 
' minimizes type piling or the prob- 
— ‘ ability of the operator’s finger striking 
= two keys at the same time. 
~~ 
= Send for samples of the No. 25 Peerless Key and 
— ae let us lell you about the Peerless “‘sure sales” 
= plan. We'd like to PROVE that Peerless Keys 
can make more money for YOU—NOW. 
PEERLESS KEY-IMPERIAL MFG. CO., Ine. 


{/so Manufacturers of Imperial Type- 
writer Ribbons and Carbon Papers. 
General Office & Factory 
Mulberry St., Newark, N. J. 
BRANCHES 
New York City, 321 Broadway Chicago, 19 5. Wells Street 
Detroit, 1000 American Radiator Bldg. Los Angeles, 1127 Wall St. 
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OFFICE APPLIANCES 


JAMES WARD, JR., GOES TO REMINGTON RAND 


Remington Rand, Inc., Buffalo, N. Y., last month 
announced the appointment of James P. Ward, Jr., 
as a member of the staff of the wholesale portable 
typewriter division. His appointment became effective 
March 15. 

Mr. Ward takes to Remington Rand and its portable 
division a wide experience in the typewriter field 
which will be placed at the service of Remington 
portable dealers everywhere. As general manager of 
the Shipman-Ward Manufacturing Company, owned 
by his father, James Ward, Sr., at Chicago, Mr. Ward 
was mainly concerned with problems of typewriter 
dealers in every section of the country. He added to 
this experience further knowledge of these problems 


| by serving for three years as secretary of the Na- 


tional Typewriter and Office Machine Dealers Associa- 
tion. He also served as president of the Typewriter 
Dealers Association of Chicago. 

Mr. Ward will make his headquarters in Buffalo 
and starts on a “roving” assignment, calling on Rzm- 
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JAMES P. WARD, JR. 


ington portable dealers to offer them the benefit of 
his experience and knowledge of the field and guiding 
them in improved merchandising practices. 

W. B. Cratty, sales manager of the portable division, 
in speaking of Mr. Ward’s appointment, said: 

“We feel that our appointment of Mr. Ward, Jr., to 
the wholesale end of our portable division will serve 
to prove further to our dealers that Remington Rand 
will spare no effort to make available to them the 


| best merchandising talent the country offers in the 
| typewriter industry. Our dealers may call upon Mr. 


Ward, Jr., for help in solving special problems relating 


| to portable typewriter merchandising. They will find 


that his wide experience with typewriter dealers the 


country over has concentrated in him a wide knowl- 


edge of steps which have been taken and can be taken 
to improve portable sales and profits. We feel sure 
that our dealers will welcome Mr. Ward, Jr’s appoint- 
ment by our company.” 

OO eee 


SOUTHERN NEWS JOTTINGS 


L. C. Jackson, owner of the Baton Rouge Typewriter 
Company, Baton Rouge, La., recently moved into much 
larger quarters at 240 Convention street. The firm, 
which was originally located at 237 Convention street, 
is the local agency for L. C. Smith typewriters and 
Corona adding machines. 

¢ . o 

The Birmingham branch of L. C. Smith & Corona 

Typewriters Inc. has acquired a new sales staff mem- 
| ber in the person of Dan J. Lovett, Jr., and will shortly 
| welcome still another when Howland W. Smith, who 
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e Goodform Comfort Master does two big 





things for the GF dealer. It provides him with 
a popular item for which there is a waiting 
market and then by making his customer 
comfortable opens the door to new oppor- 
tunities for the sale of other GF equipment. 


Tell your customer about this newest addition to your GF equipment for the modern 
office. He'll get personalized comfort, practical posture, and air-conditioned upholstery 
—all in a swivel chair made of satin finished aluminum, and guaranteed for ten years. 


The GF Goodform Comfort Master, with its many modern advantages, is your best 
sales builder because it makes customers comfortable—builds lasting friendships. 





The Seat Is Adjust- The Chair Back The Chair Back The Back rest, The Seat and Back 
able Up and Down. Is Adjustable Up Is Adjustable Pivoted In a Frame, Tilt Together. 
and Down. Forward and Is Adjustable. 
Backward. 


THE GENERAL HAEPROOHNG COL, Youngstown, Ohio 


METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS « STEEL DESKS « TABLES « FILING EQUIPMENT ° 
SUPPLIES * SAFES « STORAGE CABINETS «+ STEEL SHELVING + SPECIAL BUILT TO ORDER EQUIPMENT 











OFFICE APPLIANCES 


is being transferred from the Los Angeles service de- ( 
partment, arrives in Birmingham. 
+. * * 

The Alabama Typewriter Company, 1923 Fifth ave- | 
nue, North Birmingham, Ala., is seeking two Friden 
calculators stolen recently from the automobile of a 
salesman. The serial numbers of the missing machines 
are F8-71418 and C8-37655. 

eS eee 
GF APPOINTS TWO NEW DEALERS 


In a statement issued recently the General Fire- 

proofing Company, Youngstown, Ohio, announced the 
appointment of two new dealers with major activities 
abroad. 
DEALER 5 Dodge & Seamore, Ltd., with main offices at 53 
Park place, New York City, and branches in sixteen 
cities from Suez to Yokohama, is the new GF dealer 
for the Straits Settlements. 

Messrs. Ojalvo and Mechoulam, located at Tahta 
Ra: fue long term economy of Liberty Boxes and Kale Prevuyans Han 47, Istanbul, Turkey, is the second 


STAXONSTEEL Storage drawers. Price Company, dealer appointed to represent the General Fireproofing 
Baltimore, writes us of STAXONSTEEL; “‘ac- lines. ee eee 

cepted in Baltimore as the best storage drawer.” 
From Holley at Des Moines, lowa comes an order 
with the comment “we can't keep the darn things 
in stock." Both good products, both well supported 
with promotional material and priced to supply a 
market keen for economy. Write us for any details 
you may need. 





ECONOMY is now the nation's “buy” word; Liberty 
dealers are profiting from the preference of the pub- 
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HICAGO 








sage z 


* Li 





carb« 


YOUNG FINGERS AND A ROYAL FOR SPEED.—Miss 
Jane Steffins, seventeen-year-old graduate of the Min- 
neapolis Business College, recently won a state ama- ‘ 

teur typing championship with her Royal standard. The ribbe 
girl's speed was sixty-four perfect net words per minute 

for fifteen minutes. The contest was held in connection 


with a business show held in Minneapolis. impre 
————— > 0—__ 
HARBIN APPOINTS TWO REPRESENTATIVES 
The Harbin Duplicator Supply Company of Co- Deale 


lumbia, S. C., last month announced as the beginning 
of its expansion program for 1938 the addition of two 
representatives: Romulus Reese, public relations qualit 
counselor who will act in that capacity as well as 
sales representative, and Pearson L. Herrington. 

Mr. Reese has been in the public relations field deale 
for the last seven years and has represented numerous 
corporations and organizations. He is a University of 
South Carolina man. 

Mr. Herrington has been in the office supply busi- 
ness over a period of seven years, during which time 
for a year he was state representative for the State 
Book Store in Columbia. Before that he traveled ten 
years nationally for Rand McNally & Company, map 
and book publishers of Chicago. 

Harbin’s has rapidly expanded since beginning busi- 
ness four years ago, and plans for greater expansion 
in 1938 are well under way. 

Members of the firm are F. W. Harbin and J. W. 
Harbin, both men of extended practical experience 
in their present business.—JW 

John 

















Che Star Stands Out! 








* Like the ballerina stands out from the chorus, so OLD TOWN stands out among other ribbons and 













carbon papers* The chorus can dance, but the ballerina dances much betters Other brands of 
ribbons and carbons perform workaday service—but only OLD TOWN has the crisp, clean, sparkling 
impression that better secretaries desire, the long-life economy purchasing agents requires Mr. 
Dealer, the OLD TOWN franchise offers you an opportunity to meet the established demand for a 
quality line, to earn libera! profits, to ally yourself with a company famous for its warm, friendly 


dealer relationship» Today, write for further informations 





COMPANY INCORPORATE DO 


Johnson and Prince Streets Brooklyn, New York 











FOUNT-O-INK 
Writing 
Sets 


have proved their efficiency. 
Now in their fifth year of suc- 
cessful operation in_ city, 
county, state, and national 
government offices; in banks, 
and in industrial institutions 
throughout the nation and 
around the world. 


THE PEN ACTUALLY FILLS ITSELF! 


AUTOMATIC SUPPLY BOTTLE 
FEEDS THE INK 


NO MESSY WELL FILLING EVER! 


Quantity ink 
Supply—Visible— 
and Hydrostatically 
sealed against 
Evaporation, dust 
and oxidation. 


Clean Ink 

Clean Pen 

Instant starting 
Continuous writing 
Cost saver 

Time saver 


Writing Thrill 


WITH BEAUTY AND REAL MERIT 
FOUNT-O-INK GETS THE REPEAT SALES 
AND ASSURES CONTINUOUS DEALER PROFIT 


FOUNT-O-INK 


Is made in a variety of models and in various finishes—Onyx, 
Bronze, Chrome, Black, and others. 


EVERY SET COMPLETE WITH INK 


Wide variety of long wearing pen points. Ink in all colors. 


A REAL MONEY GETTER 
FOR LIVE WIRES 


Fount-O-Ink is protected by patents. 
Beware of disappointing imitations. 


GREGORY INK COMPANY 


2652 PASADENA AVE., 


CALIF. 
U. S.A. 


LOS ANGELES, 
Copyright Gregory Ink Co. 1938 
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DAWN OPENS DRIVE ON ERROR-NO SALES 


Involving ,a wealth of advertising material all of 
which is being made available to stationers and dealers 
everywhere, the Dawn Manufacturing Corporation, 183 
St. Paul street, Rochester, N. Y., has started a drive 
to increase sales on its new model of the Error-No 
copyholder. 

The advertising material, designed to appeal to 
every type of reader, includes the first issue of the cor- 
poration’s “No Bull Bull-E-Tin” written in a humorous 
vein and containing text and cartoons dealing with 
the advantages to typists and operators of all other 
office machines of the Error-No. Another mailing 
piece which is outstanding from a viewpoint of beauty 
and charm is a small folder done in color and embel- 
lished with gold. This folder carries several pictures 
of the Error-No and stresses the new adjustable arm 
by which the copyholder may be used in connection 
with any office machine. 

To each dealer goes a return postcard detailing the 
number of monthly copies of the bulletin and the de- 
scriptive folder (imprinted with the dealer’s name and 
address) desired by the stationer returning the card 
properly filled out. 


DRESSED UP BY GLOBE-WERNICKE.—In the above 
illustration of a modern office is shown some new 
items recently announced to the trade by The Globe- 
Wernicke Co., Cincinnati, Ohio. They include the new 
"7700" line of GlobeArt desks, steel office chairs, the 
“5700” line of steel files and improved steel waste- 
basket as well as desk trays, sectional bookcases and 
costumer. 


a 


BILLINGS PAPER FEATURES FARRELL 


Under a heading of “Who’s Who in Billings” the 
Midland Review, a newspaper printed in Billings, 
Mont., last month devoted a column to Glenn B. Far- 
rell, sales manager and partner in the National Service 
Company of that city. 

The company, of which Mr. Farrell and H. J. Hof- 
aker are the owners recently celebrated its first anni- 
versary. It is the distributor in eastern Montana and 
northern Wyoming for the R. C. Allen adding machine 
while the stock includes a full line of rebuilt calcu- 
lators, cash registers and typewriters. 

Before entering business for himself Mr. Farrell was 
agency manager at Butte, Mont., for the Burroughs 
Adding Machine Company. His present firm employs 
seven persons and has seen considerable growth since 
it was launched a year ago. 

Mr. Hofaker is also well known in the field having 
been a member of the industry for many years prior 
to joining his partner in business. 
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Most anything that is new will sell when 
first introduced. But it’s the repeat 
orders that tell the real story. Three 
months ago Weis introduced the new 
CELL-U-SEAL indexing guides. Dur- 
ing those few months users and dealers 
have had opportunity and time to pass 
judgement on this new Weis _ product. 
Results have been more than satisfactory. 
Repeat orders are being received by dealers 
---good evidence that CELL-U-SEAL 
guides have ‘‘clicked’’---and why shouldn't 
they? Top and end edges and front and 
back of tabs protected with a transparent 
material that ‘‘Bends Like Rubber’”’ and 
“Cleans Like Glass’’---at only a small 
extra expense over the unprotected kind. 
It, perchance, you are not acquainted with 


the new Weis CELL-U-SEAL, ask for 


samples and information. 
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To any Weis plain tab stock number and 
you will get guides with the new CELL-U- 
SEAL protection—the first real improvement 
in indexing guides in many a year. They’re 
clicking” with users. You should be pre- 
pared to furnish them. 
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WIS-ILL CLUB NEWS NOTES 


association officers were Harry Tehan of Charles M. 


Higgins & Company and Charlie Consodine of Wallace | 
Pencil Company. The governors were Kenneth Boyer | 
of Newell B. Newton Company, Toledo, who presides | 


over the fifth district, and Fred Tracht of the Univer- 


sity of Chicago Book Store who heads the sixth dis- | 


trict. Others registered included Lou Tavernier of 
Fulton Specialty Company; A. G. Schaefer of Seng- 
busch Self-Closing Inkstand Company; G. O. Stevens 
and James Lynch of Stevens Maloney & Company, 
Chicago; 
Stationery Company, Chicago. 

Mr. Boyer when introduced expressed his apprecia- 
tion of the good work of the Wis-IIl Club, stating that 
it was his best means of information from various 
parts of his district. He told something of the plans 
for the regional meeting to be held in Cleveland May 
20 and 21 and invited all who could to participate. Mr. 
Tracht told of plans for the sixth district meeting to 
be held in Chicago April 19 and 20 including means of 
making the meeting interesting and securing a good 
attendance. He announced the appointment of Al 


Skibbe of the Associated Stationers Supply Company as | 


chairman of the publicity committee. Mr. Skibbe was 
called upon and said that the slogan for the sixth dis- 
trict was “A Business Meeting for Business Men.” He 


stated that plans were being made to reach all sta- | 
tioners in the district including both members and | 


non-members of the national organization. 
- * * 


Friday, March 11, marked twenty years in business 
for Ray Eichenlaub, president of Service Steel Prod- 
ucts Company, Chicago, and treasurer of the Wis-Ill 
Club. Mr. Eichenlaub received the hearty congratula- 


tions of the Wis-IIll Club at its regular Friday meeting. 


“ * * 


Regional meetings formed a topic of discussion at | 


the Wis-Ill Club March 11. Charles Consodine, vice- 
president of The National Stationers Association, re- 
ported on the meeting in Baltimore. He also told of 
plans to build up more than ordinary interest in the 
sixth regional meeting to be held April 19 and 20 at 


the Palmer House, Chicago. It is expected that a large 


attendance will develop. 


* * * 


March 18 was Dealer Day for the Wis-Ill Club. | 


Dealers in Chicago and vicinity were invited to at- 
tend the regular Friday luncheon. Out of sixty-two 
persons present twenty-four were dealers. Among 
the visitors were Fred Tracht of University of Chi- 
cago Bookstore, governor of the sixth district; Tony 
Markelz of the Book Shop, Joliet, vice-president of 
the Illinois Booksellers & Stationers Association; Al 
Barbaro of Aetna Stationers, Chicago, president of 
the Illinois Stationers Club, and H. E. Waldron, vice- 
president, W. A. Sheaffer Fen Company. A brief 
but interesting talk was given by Benjamin Green of 
Hospital Service Corporation, who spoke on a plan 


for hospital care. Mr. Green was invited to address | 


the group because of the favorable response of the 
travelers of the Twin Cities to a similar address 
at their semiannual meeting February 5. He reported 
that plans such as he described were now in operation 
in forty cities and that more than one-and-a-half 


and Benjamin Quackenbush of Plymouth | 


March 4 was an important day in the history of the | 
Wis-Ill Club. Among the guests at the regular Friday | 
luncheon were two vice-presidents of The National | 
Stationers Association, two regional governors, several | 
out-of-town visitors and local stationers. The national | 


Every Letter on 
Every Copy Is 
Clean and Sharp 
when you use... 


€EN-TR=-KOTED 


CARBON PAPER 


.. with the Perfected Backing Sheet 


Your customers will recognize CEN-TR- 
KOTED superiority the very first time they 
use this quality brand! Longer service, 
sharper copies, and absolute uniformity! 
Feature CEN-TR-KOTED Carbon Paper 
.. and build big repeat business! 


Send for our helpful 
booklet ‘‘Carban 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 


An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 
booklet. 
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COMPLETE WITH INDEX 


PRONTO Private FILE 


For home or office. A complete filing system including 
set of red rope A-Z folders and additional folders labeled 
"Taxes", ‘Bank Statements", "Insurance", ‘Unpaid Bills", 
etc. Two separate locks for file and top compartment. 


Rubber feet. 
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COMPLETE WITH 
EXPANDING INDEX 


PRONTO Expanding FILE 


An unusual executive file for keeping correspondence, 
etc., under lock and key. Equipped with red rope A-Z 
expanding index, rubber feet, card holder and handles. 


PRONTO FILE CORP. 


349 BROADWAY NEW YORK, N. Y. 
6720 VICTORIA AVE. 
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millions had signed up for hospitalization at a nomi- 
nal cost. No action was taken by the club as to 
whether or not arrangements should be made for 
members to participate, the matter being left open 
for a later meeting. 

Because of the success of this first dealers’ meeting 
the opinion was expressed that another should be held. 
The chairman of the committee making arrangements 
was Tom Valleau of George E. Fox & Company. 


* * * 


Spring and summer affairs were discussed at the 
monthly business meeting of the Wis-Ill Club which 
was held March 25. A vote of thanks and appreciation 
was extended to Tom Valleau of George E. Fox & Com- 
pany and his committee for their work in arranging 
for the successful dealers meeting held the week be- 
fore. Means of participating in the regional meeting 


' to be held April 19 and 20 in Chicago and the Illinois 


| 





LOS ANGELES, CAL. | 


Book-sellers and Stationers meeting to be held May 3 
and 4 in Peoria were decided. President Harry Balch 
appointed William Boyd of Acco Products, Inc., chair- 
man of the golf committee, and Ben Powell of A. W. 
Faber, Inc., chairman of the soft ball committee. 


a ae 


A. L. Treadway was a visitor at the Wis-Ill Club 
the first day of April. Formerly a stationer in Cali- 
fornia, he sold out his business and more recently 


has served as a manufacturers’ representative. He 

was at home with the Wis-Ill Club members. 
ee 

BATES MIDDLE WEST REPRESENTATIVE IN NEW 
LOCATION 


Parle Cooley, salesman for the Bates Manufacturing 


| Company in the Middle West, has changed this month 


to a new location at 1317 Estes avenue, Chicago, where 
mail for his attention should be addressed. Mr. Cooley 
covers a wide area extending from Ohio on the east to 





PARLE COOLEY 


Kansas, Nebraska and the Dakotas on the west. He 
travels north to Winnipeg. Mr. Cooley is an active 
member of the Wis-II] Club and the Northwest Travel- 
ers Club. 


—>-— 


MRS. DILLON ON ROAD TO RECOVERY 

From headquarters of the Midwest Travelers Club, 
Kansas City, Mo., comes the cheering news that Mrs. 
Matt Dillon, wife of the Associated Stationers Supply 
Company’s Midwest ambassador, is recovering in a 
Chicago hospital from a long siege of illness. It is the 
fervent hope of many of Matt’s friends that Mrs. Dillon 
will return to her home with renewed good health 


| within a short time. 


- 
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A STAR PERFORMER in 
YOUR BEST MARKETS! 


Scotch Cellulose Tape is a “natural” 
for every stationery store because of 
the wide variety of uses in office, 
library, school and home. 


Seals instantly without water — a 
touch of the finger produces a strong, 
positive seal that will not loosen. 


Made of special heavyweight cello- 
phane -— remains fully transparent. 


ST -sele Morel hole) el Cole koa'mp lode 
complete information 
on resale items! 


i / 








PACKAGE SEALING 


Use Scotch Cellulose 
Tape in the Heavy 
Duty Dispenser for 
sealing your store 


MINNESOTA MINING & MFG. CO. 
Saint Paul, Minn. OAA38 


Gentlemen: Please send me: 


(0 Complete information regarding prices on Scotch 
Cellulose Tape—Resale items. 





packages. Every oO —_ Aone ~ aap ery. 
ape (Transparent)......... @ $1.15—$2.30 $3.70 

package sealed at- 1 Heavy Duty Dispenser...... @ 1.40— 1.40 
tracts customers’ atten- 
tion to a product you Name See —fsiene 
sell and they can use! 

Address— niente 

City & Your 

State_ _Wholesaler___ , 





Made and Patented in U.S.A. by 
MINNESOTA MINING & MFG. CO. 
SAINT PAUL MINNESOTA 


Under one or more of the following U.S. Patents: Nos. 1357020, 1779588, 18141372, 
1856986, 1895978, 1954805, 1959413, Re. No. 18742, Re. No, 19128. 
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Your Customers’ Accounting Records | 


Need PROTECTION 
ACCOPRESS BINDERS 
For STOCK COLUMNAR SHEETS 


Supply THE ANSWER ! 


lL) 
4VERY customer’s office is a fine prospect for sub- | 


stantial quantities of these durable, convenient and 
inexpensive binders. 

Display these profitable items prominently. Feature 
these outstanding advantages which they offer: 


B. Quick and 
convenient 
reference. 


2. Positive sys- 
temizing 
and logical 
arrange- 
ment of 
various 
forms and 


records. 


3. Complete 
Binding 
Protection 








For Sheet Sizes* 
1] x 17 i x: ii 
(above) 


Il x 14 14 x Il 
(below) 


and Instant 
Accessi- 
bility. 







4. Easy to file 


and to 





locate. 


ld CasSY Cc , 
5, Easy tocarry 


about. 


Send us your 
order now for 
these new and 
popular sizes 
that all of your 
customers will 


want and use. 


*First number indi- 


cates the binding side. 


ACCO 
PRODUCTS, INC. 


39th Ave. and 24th St., Long Island City, N.Y. 
CANADA: ENGLAND: 


Acco Canadia n Limited, Acco Company, Ltd., 
Toronto London 
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PASSED AWAY 


FLETCHER B. GIBBS 

Fletcher B. Gibbs, first president of the Chicago Sta- 
tioners Association, holding the office from 1902 to 1912, 
inclusive, first president of The National Stationers 
Association, and for a number of years its general 
manager, died March 24 at his home, 815 North East 
avenue, Oak Park, Ill., at the age of seventy-seven 
years. 

Mr. Gibbs was born at Boston on May 7, 1861, the 
son of Armory Thompson and Augusta (Hoyt) Gibbs 








THE LATE FLETCHER B. GIBBS 


and received his early education in the Cambridge, 
Mass., public schools. His career in the business world 
began with the Atchison, Topeka and Santa Fe rail- 
road when he was placed in the land office of the 
company at Topeka, Kas. Later he was transferred 
to the railroad’s New England office and then worked 
for a time for a Boston banker and broker. 


In 1883 Mr. Gibbs went to Chicago where his career 
in the stationery field began. He obtained a partner- 
ship in the stationery firm of E. A. Snell & Company, 
retaining it with Gibbs & Brown, successors of the 
Snell organization. 

For a while Mr. Gibbs was also a partner in the 
stationery house of Skeen, McClear & Company and, 
in 1886, joined Shea Smith & Company, of which he 
was an officer during thirty of the thirty-three years 


| he spent with that organization. He married in 1886, 





and established residence in Oak Park, where he served 
seven terms as president of the Oak Park Board of 
Education, one term as president of the Oak Park 
Chapter of the Illinois Society, Sons of the American 
Revolution, two terms as president of the Oak Park 
Club and one term as president of the Massachusetts 
Society in Chicago. 

Mr. Gibbs was still an official of the Shea Smith 
organization when, in 1919, his enthusiasm for asso- 


APRIL, 1938 75 


MONROE HAS A GOMPLETE LINE 
OF BUSINESS HGURING MACHINES 


all with Easy, Speedy, Quiet Operation 


MONROE has brought to all business 
figuring an entirely unique standard of 
operating ease which produces speedier, 
more accurate, more economical figure 


results because workers are less fatigued. 










In the Monroe line there are machines —— So 
MONROE ADDING- CALCULATOR 


Full automatic multiplication and division 


for every figuring need—adding-caleu- 
lators, adding-listing, accounting, and 
bookkeeping machines. All feature Mon- 
roe simplicity, portability, flexibility. 
Monroe has concentrated on the mak- 


ing and servicing of figuring machines 






MONROE LISTING MACHINE — 


for over a quarter of a century. Today it 
Compact, portable, and sturdily built 


maintains more than 150 Monroe-owned 
branches in the United States, and is 
represented in all principal cities of the 
world. 

Monroe quality, service, and precision 


have led business, the world over, to de- 





pend on Monroe for figures. ' ‘ 
MONROE BOOKKEEPING MACHINE 


Convenient size facilitates posting work 


ONROE, 


CALCULATING MACHINE COMPANY 


General Offices: ORANGE, NEW JERSEY 














This is NEws! A new—complete file line with more potent 
selling features packed into every unit than you ever saw 
before! Embodying 58 points of consumer appeal—Featur- 
ing BALANCED DESIGN. 

Increasing your income can be accomplished in 1938 by 
introducing your customers to the new line of A-S-E filing 
equipment. The line of “Balanced Design” files contains 58 
potent sales points found, in total, in no other line. 


**Balanced Design’’—a New Expression of Built-in 
Quality in File Design 

Balanced Design is the development of A-S-E engineers. 
Their 25 years’ experience has enabled them to create a 
superior line of filing equipment. Improvements have been 
developed to the point where every detail of construction, 
no matter how inconspicuous, is on a quality par with 
every other design feature and mechanical part. 

In A-S-E “Balanced Design” Filing equipment there is 


no one feature you must sell to cover up the defects of 


other parts. You can sell 58 features—from the sturdy 
inside frame to the finish on the follower. It’s all 100% 
quality and recognizable value. 

Meet Every Filing Equipment Requirement 
There is a model and type of A-S-E Balanced Design File 
to meet practically every size and price requirement. The 
A-S-E files in the popular price, larger volume, class are of 
such outstanding value that your customers will immedi- 
ately recognize it. The turnover of these models is excep- 
tionally rapid. Sell this new Balanced Design line—it’s 
more profitable than selling against it. Be sure to get a 
copy of the new 72-page catalog—mail the coupon now. 


Cabinet No. 8405 shown at 
right and No. 5451 illus- 
trated below are but two of 
the many models in the 


complete 1-S-E line. 


Full 28-inch depth in all 
5000, 7000 and 8000 line 


A -S-E files. 


ALL-STEEL-EQUIP COMPANY, Incorporated 


618 JOHN STREET, AURORA, ILLINOIS 
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“BALANCED DESIGN’ FILES. 


_\ 
‘. 
x * » 


ONLY A FEW OF THE 58 Ea & 
SALES POINTS ARE SHOWN / ; 


Cradle Suspension 
(7000 line)- extra heavy 
rustproofed steel with 
2 heavy cross-ties. Ten 
rollers per drawer, 


Why “Balanced Design’? Offers Sales 


scientifically 
spaced for best 
balance of load in 
all drawer posi- 
tions. 


Advantages 
Because every single part of the new A-S-E line is, 
in itself, competently engineered and carefully con- 


structed: there are no “weak spots —nothing to 


FEATURES 


WILL HELP YOU 


Drawer Body—sides 
and bottom of one 
piece. Drawer head 
welded to bottom pro- 
vides unusually 
strong construction. 


slide over in selling—nothing to cause dissatis- 


SELL MORE 
A-S-E FILES 


faction. 
You can sell every one of the other 57 points as 


Roller Suspen- 
sion (8000 line) 
maximum ease 
and quiet in 
drawer operation 
made possible by 
new large, wide 
floating roller. 


hard as you sell the first. And because of this you 
can sell more files. Turnover is faster, profits are 
bigger. The new 72-page catalog contains complete 


information. Mail the coupon today. 


* 


* 


28-INCH DEPTH 
. 


) ’ | | BALANCED 
Only a Few of the 58 Sales Points Are Shown 
at the left—(write for DESIGN 


complete information) *” 


NATIONAL 


Torque Pla‘, stur- 
dier, swaypreof con- 
struction is pro- 
vided by the heavy 
steel torque plate 
welded to cross 
members and up- 
right frame. 


. | ADVERTISING 


Attractive Hard- Re 
ware (5000 line) — “ . 
hardware made : { eee. - ra 


and finished by 
craftsmen is pro- 
vided on all lines. 
Note partial con- 
cealment o 

drawer catch. Re- 
lease of catch is 
semi-automatic. 


OVER 25 YEARS’ 
MANUFACTURING 
ra EXPERIENCE 


feaiiainat | : 
~~ | OUTSTANDING 
VALUES IN EVERY 


PRICE CLASS 


es iil 


Follower Posi- 


Frame (8000 line) 
with lock and lock- 
ing mechanism. 
The complete hous- 
ing of the lock is 


another exclusive ga - , ? Pea 
A-S-E feature. [tis ™ : a 
foolproof and posi- e 

tive in action. . ; 


La 


ALL-STEEL-EQguip Com- 
PANY, Incorporated 


618 John Street, Aurora, Illinois 


Send me, without obligation, the 


J 


new 72-page catalog of A-S-E “Bal- 
anced Design” Filing equipment. 
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New and Useful Ideas are built into Jasper Chair 


Company Leather Upholstered Chairs—and you can 


Sa 


demonstrate them, with profit . . .. . 


BREPR TS ene 
As 





ee 


No. 880 


LTHO style is easier to recognize than to create, our 
craftsmen know how to produce style in office chairs that satisfies 
the eye and gains approval as to strength, durability and solid 
comfort. For more than ten years we have worked with office 

equipment dealers in producing and distributing good grade 
rightly priced office chairs and for a considerable portion of 
that time have featured our genuine walnut leather upholstered 
numbers, gradually adding to the variety of styles, upholstery 
materials, colors, etc. Today, we believe our line is unexcelled in 
yall those qualities and considerations that go to make up forth- 


right satisfaction throughout the trade. 


sut, unless you put some of our chairs in your display room and 
show windows, you will never realize that satisfaction nor share 
in the distribution profits as we want you to do. So we say, send 
your order for a few of these fine chairs—we'll be mighty glad to 
have it, but you will be even more happy when you realize the 
quality and sales power of ““The Right Chair at the Right Price.” 


JASPER CHAIR CO. 


JASPER, INDIANA 








REPRESENTATIVES 
Geo. A. Litchfield, Sales Mer. S. H. MacDonald (West) 
R. J. Freeman (Eastern) Orpheum Bldg., 
505 Fifth Ave., New York, N. Y. Seattle, Wash. 


E. W. Thomas W. H. Brown, (Chicago-Midwest) 
Southwest) 6708 Glenwood Ave., Chicago 
Daytona Beach, Fla. (Phone ROGers Park 3644) 


James S. Fowls (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 
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ciation work resulted in his appointment to the general 
managership of The National Stationers Association. In 
that year he accepted the position, resigning from Shea 
Smith & Company to take the post now held by 
Charles P. Garvin. For which he was well prepared 
by two terms he had served as chairman of the Na- 
tional Catalogue Commission—an organization of sta- 
tioners which was part of the NSA—from 1909 to 1912 
and again in 1918. 

For nine years Mr. Gibbs held the general manager- 
ship of The National Stationers Association with dis- 
tinction and honor, retiring in 1928 from all business 
activity. He is survived by a daughter, Mrs. Dorothy 


Langmaid of Boston, and four sons, Charles, Fletcher, | 


Jr., Robert and Frederick Gibbs. 

Once the Chicago Stationers Association was formed, 
Mr. Gibbs, its president, joined with enthusiastic voice 
the advocates of a national association. By his lively 
interest, his experience and his executive ability, lead- 
ership in the movement naturally gravitated to him 
and his excellent work resulted in his being chosen 
first president of the organization. His fine advice 
through the years is a matter of association history 
duly recorded. 

A man of fine qualities of heart and hand, Fletcher 
Gibbs was steadfast to his ideals. He did good work 
and good work is good life. He will be held in pleasant 
recollection by his many friends. 

+ 
J. C. YOUNG 

J. C. Young, manager of the Underwood Elliott 
Fisher Company’s San Francisco branch office, died 
suddenly on March 10. He was fifty years of age and 
had been connected with the UEF organization for 
the past twenty-two years. 

Mr. Young began his career with the company in 
1916 as an adjuster working out of the Portland, Ore., 








THE LATE J. C. YOUNG 


office. The following year he was transferred to Spo- 
kane, Wash., as a salesman. In this capacity he im- 
mediately won a capital reputation for aggressive and 
consistent selling with the result that he was pro- 
moted to the position of manager of the Spokane 
branch, holding that post until 1921 when he was 


transferred to Seattle and given the managership | 


of that branch. 

For twelve years he remained in Seattle and won a 
host of steadfast friends through his pleasing per- 
sonality, ability and sterling character. Then, in 1933 
he was sent to San Francisco and was branch man- 
ager in the Bay City at the time of his death. 
Throughout his lifetime he was associated with the 
Masonic order and took a deep interest in civic affairs. 

Mr. Young is survived by his widow, Mrs. Lillian M. 
Young, and his mother, Mrs. Mary Jane Young. His 
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Typewriter Papers 









FOR 
PARTICULAR PEOPLE 


THE DICTATOR LINE is complete—and 


compact. 


It is easily STOCKED because it meets the 
YOUR customers—but 


possible grades and 


requirements of 


with the fewest 
weights. You won't need to order dozens 


of numbers to carry a representative stock. 


It is easily SOLD because in addition to 
giving your customers VALUE—each ream 
of paper is attractively packaged in a dis- 


tinctive silver and blue box. 
SOLD THROUGH EXCLUSIVE DEALERS 
Check with us about your territory 


RUCHWELL-BARNES CU. 


1511 West 38th Street ° Chicago 
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Chair upholstered in Eagle- 
Ottawa Top Grain Colonial 
leather, by Jasper Chair 
Company, Jasper, Indiana. 


WHEN a prospect is half-sold on your 
presentation of the ordinary selling points 
... use the “hidden value” of Eagle-Ottawa 
leather upholstery to close the sale. Point 
out the fact that the high quality of Eagle- 
Ottawa products alone is almost a guar- 
antee of the furniture upon which it is used. 
Show them the wide range of colors and 
finishes available in Eagle-Ottawa’'s fine 
Colonial, Guildhall and Dixie lines. 


Tell them of the ever-wearing durability of 
this finest of upholstery material. When 
you sell the comfort, good looks, cleanli- 
ness and long life of Eagle-Ottawa leather 
... you're selling satisfaction. 


Are your Eagle-Ottawa leather 


swatch books up to the minute? If 
not, write for the latest 1938 editions. 








OFFICE APPLIANCES 
father, who died two years ago in Los Angeles, was 
Captain Joseph Bradford Young who commanded 
boats in Puget Sound. 

Masonic funeral services were held March 14 at 
Seattle. 

+: - +; 
F. L. G. STRAUBEL 

Frederick L. G. Straubel, aged seventy-six years, 
noted inventor and founder of the Automatic File & 
Index Company, died at his home in Green Bay, Wisc., 
on March 16 after a long illness. 

Born May 25, 1861, the son of Ernest F. and Chris- 
tine Straubel, Mr. Straubel attended school at Green 














THE LATE F. L. G. STRAUBEL 
(from an old portrait) 


Bay and, at the age of nineteen, took his first job as 
bookkeeper, and clerk in a hardware store. There 
in similar employment with other companies, his 
experience with old box files turned his attention to 
creating something of greater convenience. The result 
was an automatic file in which the drawer is with- 
drawn and the compressor raised automatically. In 
1901 Mr. Straubel secured a patent on this automatic 
flat sheet letter file and shortly thereafter organized 
the Automatic File & Index Company, whose products 
are today sold in many world markets. 

Two years later, Mr. Straubel invented an auto- 
matic expanding vertical file with a drop front to 
expand the contents. More than forty of his many 
inventions apply to office equipment and are in use 
today. 

In 1928 Mr. Straubel retired as president and gen- 
eral manager and his controlling interest was sold. 

Still active at seventy, following his retirement, he 
was stricken with a heart attack in 1933 from which 
he never fully recovered. Some time after the first at- 
tack he was able to resume work on his inventions but 
complications arose, and, despite frequent rallies, he 
steadily grew worse. 

A man of integrity, with appreciation of things 
worth while, Mr. Straubel was a fine citizen. Earlier 
in life he was a member of the Green Bay Men’s quar- 
tette and the Congregational church choir. He was a 
life member of the Elks, an early member of the 


| Knights of Pythias and of the Green Bay Turner 


society. 
Mr. Straubel is survived by his widow and three 
children, Marjorie and Mrs. Benoit Wittig, and Clar- 


| ence Straubel, who is with The General Fireproofing 


Company at Youngstown, Ohio; four brothers, Louis, 
Otto, who took an active part in founding the Green 
Bay company; Ernest and Ed, all of Green Bay; two 


sisters, Mrs. Robert L. Rudolph, Indianapolis, and Mrs. 
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FLAT TOP DESKS 


The most popular desk 
for general office use 
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features of advantage to 
the user .. . made in 
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every office need. 


TYPEWRITER DESKS 


The favorite desk of sec- 
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and typists . 
bines efficiency, dis- 
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Vibration is eliminated 
by a device which holds 
typewriter bed in rigid 
position. 
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The ‘“‘business home” is made more comfortable and livable by new GlobeArt steel desks. 


NEW, MODERN GLOBEART STEEL 
DESKS MEET EVERY OFFICE NEED 


This new line of improved GlobeArt steel desks was de- 
veloped to keep pace with the trend for modern business 
equipment. They help make the office efficient, and work- 
ing conditions pleasant. 

Known as the GlobeArt ‘“7700"’ line, these desks are avail- 
able in a variety of sizes and styles with green or imitation 
walnut and mahogany grained finishes. Rounded legs and 
top corners add to appearance, as well as prevent injury to 
user and damage to clothing. 

Tops are surfaced with heavy battleship linoleum bound 
with bronze molding. Desks are furnished with narrow 
back apron or full closed-in back at option of user. 


Dealers are invited to write for illustrated descriptive cir- 
cular and prices. 


Slobe ~Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment.and Steel Shelving 


Service 
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for Kansas City’s New 
$5,000,000 City Hall 


@ After a careful study ot both wood 
and metal chairs— Kansas City selected 
Milwaukee Wood Chairs for their beau- 
tiful new City Hall. 
More important—they were so pleased 
with their choice that when an addi- 
tional quantity of chairs was needed— 
they again specified Milwaukee! 
The testimonial letter here reproduced 
is but one of hundreds of similar letters 
received during the years that have 
seen Milwaukee become the standard 
of quality in the field of fine chairs. 

* ** * * * 
A few Milwaukee franchises are still 
available. Write today for full particu- 


lars about your territory. 


sdwaukee 


CHAIR COMPANY 


MILWAUKEE ... .. . . WISCONSIN 
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A. G. Kurz, Weslaco, Tex., and two grandchildren, 
Nancy and John Frederick, Youngstown, Ohio. 

Funeral services were held from the Union Congre- 
gational church at Green Bay with the Rev. Harold T. 
Janes officiating. 

- + & 
G. W. TODD 

George W. Todd, founder with his brother of the 
Todd Company, Rochester, New York, died March 19 
at his home, 1475 East avenue, Rochester, following 
an illness of four years. He was seventy-nine years 
of age. 

Founding of the company which manufactures the 
Todd Protectograph was but one of many activities 
undertaken by Mr. Todd from the time he completed 
his education and entered the business world. In 1881, 
together with his brother, Libanus, he entered the real 
estate business in South Dakota, later trying the chew- 
ing gum industry and hotel business. It was in 1899 
that he founded the Todd Protectograph Company, 
now the Todd Company, and began the manufacture 
of the check-protecting machine which is known far 
and wide today. 

A delightful episode in the career of Mr. Todd con- 
cerns his determination, while living in South Dakota, 


that Gettysburg, which his father had founded, should | 
be the county seat of Potter County. Forest City was | 
aspiring to that distinction, basing its claim on the | 


fact that the courthouse was there. Mr. Todd and a 
number of friends settled that, however, by going to 
Forest City one night and transporting the courthouse 


to Gettysburg which has been the county seat ever | 


since. 

Among his many philanthropic activities, Mr. Todd 
took a deep interest in the University of Rochester and 
it was through his efforts that the educational insti- 
tution was able to expand to an impressive degree. 

The Todd plant was closed when a number of vet- 


eran employes acted as pallbearers to bear the body of | 


their employer to Riverside cemetery following private 
services at the Todd residence. 


Mr. Todd is survived by his widow, Mrs. Grace L | 


Todd; three sons, Walter W., Donald S., and George L. 
Todd; a sister, Miss Ellen L. Todd, and two grand- 
children. 
+ - 
E. J. MANNING 


Failing to respond to medical treatment after being | 


stricken with a cerebral hemorrhage, Edward James 
Manning, former vice-president and general manager 
of the Royal Typewriter Company, died in the Hart- 
ford (Conn.) hospital on March 10. He was seventy- 
two years of age. 

Mr. Manning’s career in the typewriter field began 
in 1886. A native of New York City he left school at 
the age of fifteen and became a machinist’s apprentice. 
He entered the employ of the Hammond Typewriter 
Company in 1886 and, entranced with the Hammond 
writing machine of that day, learned to operate it so 
well that from 1889 to 1891 he was acknowledged to 
be the world’s fastest typist. 

Typing, however, was but a sideline with Mr. Man- 
ning and never throughout the years of his life did he 
neglect his natural flair for mechanics, devoting his 
talents always to the typewriter. When the Underwood 
Typewriter Company began operations at Hartford in 
1896 Mr. Manning accepted the post of factory man- 
ager. This job he held for eleven years, resigning to 
join the Royal Typewriter Company. 

In 1914 he resigned from the Royal organization to 





CASH REGISTER 


‘BASES FOR 
‘ALL MAKES 
‘OF ADDING 
MACHINES 


Modernly designed and 






| finished to harmonize in 
appearance with adding 
machine. 
Automatic Operation. 
Doubles the value of 
your adding machine by 
serving two-fold purpose. 
Open and close lever 


feature. 











The easiest way to in- 
crease your sales volume 
is to increase your num- 


What 


could be an easier way to 


ber of prospects. 
do this than by simply 
putting all cash register 


prospects on your list. The 





adding machine-cash 
drawer combination is a 
most complete cash regis- 
ter and by far the best 
cash register value on the 
market today. 


Some one in your terri- 





tory is going to make these 
Be 


sure you get your share of 


Cash Register Sales. 
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this business. 
We are anxious to send 
youcompleteinformation. 


Write today. 


INDIANA CASH 
DRAWER CO. 
Shelbyville, Indiana 
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Its “Tops” 
for a desk file! 





EXECUTIVE DESK FILE 


Just compare the EXECUTIVE with any 
other desk file, and you'll see why it is 
preferred. It's not only smarter in appear- 
ance, but the heavy, rigid cover also pre- 
vents warping. 


Show your customers the EXECUTIVE 
DESK FILE. They'll appreciate the 


superiority. 





Choice of black or gray cloth cover in pin seal 
finish. Either celluloid or cloth tabs. Indexed 
A-Z or 1-31. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart CHICAGO 


) 
Factory at St. Paul 
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become one of the organizers of the Federal Adding 
Machine Company, retiring in 1920. Mr. Manning is 
survived by his widow, three sons and a daughter. 

Funeral services were held at Hartford with inter- 
ment following at Fairview cemetery. 

+ -- -& 
C. H. VICTOR 

Stricken with a heart attack while visiting Los An- 
geles on business, Charles H. Victor, San Francisco 
branch manager of the Yawman and Erbe Manufac- 
turing Company, died March 3 at the age of sixty-one. 

Mr. Victor was connected with “YandE” for thirty- 
six years, having joined the organization as a New 





THE LATE C. H. VICTOR 


York branch salesman in 1902. His natural ability to 
sell and to direct men soon became apparent and the 
following year he was made manager of the Phila- 
delphia branch. His fine record led to further recogni- 
tion with the result that he was sent to San Francisco 
to manage the branch there. 

His ability to organize and to remain firm in the face 
of calamity received a crucial test when, a short time 
after his arrival in the Bay City, the great San Fran- 
cisco earthquake occurred, completely wrecking the 
building in which Mr. Victor’s sales office and display 
rooms were located. In spite of the chaos and con- 
fusion attendant upon the disaster he carried on and, 
under his inspiring direction, a new and better branch 
was created. 

Mr. Victor was well known as a civic leader. A mem- 
ber of many clubs and organizations he was especially 
active in Rotary, having served as local president and 
been nominated for the vice-presidency in the inter- 
national organization. 

Mr. Victor is survived by his mother, three sons, a 
daughter, and a brother, Charles A. Victor, of New 
York City. 

t  f 
A. B. DANIELS 
Death brought an end to an outstanding career in 


| the paper field with the passing last month of Arthur 
B. Daniels, president of the L. L. Brown Paper Com- 


pany, at the Plunkett Memorial hospital, Adams, Mass. 
He was seventy-seven years of age and had been con- 
nected with the organization for the past sixty years. 

Mr. Daniels was seventeen years old when his par- 


| ents moved to Adams and he secured a job with the 
| L. L. Brown organization. Always a keen student of 


human nature and business affairs his early mastery 


|| of every detail of the paper manufacturing business 
|| came to the attention of officials of the company and 
| | in 1892 he was given the important post of treasurer 


and general manager of the firm. 
The new job meant more work and far vaster ac- 
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rospectin 
for GOLD pardner 2 
Stake vour Cin on 


COLUMBUS 
PENCILS 


Mr. Stationer, if you're after precious pay dirt, 
stock your shelves with COLUMBUS PENCILS. 
Here’s a rich claim that is panning gold for alert 
Stationers throughout the country. COLUMBUS 
is made with famous A. W. Faber lead which 
gives it a writing superiority far above anything 
in the 5c field. We didn't have to ballyhoo the 
merit of COLUMBUS PENCILS. No one had to 
ballyhoo the Yukon gold fields, either. Dealers 
have a sixth sense for quality and profits, Make 


your strike’ today. Write for exclusive protected 


COLUMBUS franchise. 


Photo Ewing Galloway 


MADE IN U.S. A. 
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A Yearly Calendar in 


Constant View 


At last a desk pad with a full year’s 
calendar at a glance! This exclusive 
arrangement makes it unnecessary to 
leaf through the pad for future dates, etc. 
The yearly calendar is clearly framed 
in the top plate, is renewable, and can 
be furnished in 5x8 or 4x6 sizes. Spec- 
ify complete 858 or 846 calendars. 


EVER READY CALENDAR MFG. CO. 


160 MAPLE ST. JERSEY CITY, N. J. 
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tivities for Mr. Daniels, all of which he undertook 
cheerfully, showing a keen business sense which in 
1919 led to his election as president of the company. 
Under his guidance the L. L. Brown Paper Company, 
one of the oldest in the industry, steadily advanced 
in service and prestige to reach the dignified and en- 
viable position it holds in the business world today. 
Despite the many duties attendant upon his position 
Mr. Daniels found time to become active in association 
work. At various periods he served as president of 
the Writing Paper Manufacturers Association and the 


| American Paper & Pulp Association. He was also an 
| incorporator, vice-president and treasurer, and later, 
| president of the Knickerbocker Portland Cement Com- 
| pany. He was a director of American Paper Exports, 
| Inc., Columbia National Life Insurance Company, 


Berkshire Life Insurance Company and the American 
Investment Securities Company and at the time of his 
death was president of the Greylock National Bank 
and a trustee of the Plunkett Memorial hospital, both 
of Adams. 

Mr. Daniels is survived by his widow, Mrs. Ida Mil- 
lard Daniels; a daughter, Mrs. Theodore R. Plunkett; 
two sons, A. Millard Daniels and Rupert B. Daniels. 
all of Adams; a sister, Mrs. Anna L. Porter; a brother. 
William L. Daniels and eleven grandchildren. 

tt fb 
D. D. BURGER 

David Dewey Burger, president of the Art Steel Com- 
pany, Inc., New York, N. Y., died suddenly on March 
10 at Miami, Fla., where he was endeavoring to regain 
his health following a serious illness. He was thirty- 
nine years of age. 

Mr. Burger, who was well known in the industry and 
in a number of fraternal organizations, succeeded his 
father as president of Art Steel upon the death of the 
latter several years ago. Prior to assuming the presi- 
dency, however, he had spent considerable time with 
the company in other capacities and thoroughly under- 
stood the business. 

He was a member of the Citizens Lodge, F. & A. M.; 
the Stationers Square Club of New York City and the 
American Legion. Although ailing for several months 
Mr. Burger’s passing was a severe shock to his many 
friends because of its suddenness. 

Mr. Burger is survived by his widow and a daughter, 
his mother, a sister and two brothers. 

+ - - 
A. S. ALLEN 


A. S. (Bert) Allen, for many years a member of the 
stationery and office supply industry, died at his 
Wichita, Kansas, home last month following a lengthy 
illness. He was sixty-two years of age. 

For a considerable time Mr. Allen operated the Al- 
bert A. Allen Book Store in Wichita, ending that en- 
terprise two years ago to launch the Ben Franklin 
Store. Prior to opening his own business he was con- 
nected with the Wichita Book Company, Goldsmith 
Book & Stationery Company and the Millison Office 
Supply Company. 

Mr. Allen is survived by his widow, Mrs. Millie Allen; 
one son, Kay Allen; one grandson, Dee Allen; one 
brother, Amos E. Allen, and one sister, Mrs. Ilota Mc- 
Keever of Hennessey, Okla. 


+ i | 
F. B. REEVES 
Fred B. Reeves, 45, proprietor of the Reeves Office 
Supply Company at Bucyrus, O., was killed at a grade 


crossing two miles east of that town February 16 when 
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FOR LIFETIME SATISFACTION 


HE Skyscraper Desk is built to do the best 

possible job as a business tool—and to add 
dignity and beauty to any business office 
today, tomorrow and in 1958. 


From the handsome feet on its eight bead- 
ed legs to its luxuriously comfortable roll-edge 
working top, good taste is expressed in its 
every line. No freak design here. 


The Skyscraper Desk continues to be the 
most popular choice of American business men 
and women because (1) it has more working 


efficiency per cubic inch than has ever before 
been designed into a piece of business furni- 
ture, (2) its trim lines and basic modern design 
will always represent good taste in office 
furniture style. 


In a few years when today’s overstyled 
desks are “dated” eyesores, the Shaw-Walker 
dealers proudly and profitably will continue 
matching present installations of Skyscraper 
Desks — the only modern desk Designed for 
Lifetime Satisfaction. 





SHAW-WALKER 





MUSKEGON, MICHIGAN 





ORGANIZED DESKS — DOUBLE PEDESTAL 


Stocked in 50”, 55”, 60” and 66” widths. See 
BUYERS’ GUIDE pages 256 to 266. 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE 
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Stocked in three widths. 
Drophead, Fixed Platform, Transcriber and 
Fanfold. Pages 275 to 284 BUYERS’ GUIDE. 










ORGANIZED DESKS FOR SECRETARIES 

Stocked in 50” and 60” widths. For 

numerous exclusive operating features see 
BUYERS’ GUIDE, pages 278-279. 











ORGANIZED DESKS FOR STENOGRAPHERS 





OFFICE DESK 
For use where only a limited 
amount of organized drawer 
space is required. 











Four models: — 


SKYSCRAPER DESKS 
AND ALUMINUM CHAIRS 


These seven Skyscraper Desks and alumi- 
num chairs represent only a small part of the 
complete line of Skyscraper desks, tables and 
aluminum chairs in the enormous Shaw- 
Walker franchise. 

The BUYERS’ GUIDE pictures, describes 
and prices the 8,000 items in the franchise. 





y 


SKYSCRAPER ALUMINUM CHAIRS 


There is a Skyscraper Aluminum Chair for every office job 
seventeen stock numbers. Pages 290 to 297 BUYERS’ GUIDE. 





SPACE-SAVER 
DESKS 
Stocked in 39”, 45” 
and 50” widths. 








“Built Likes 





























































THE ENORMOUS SHAW-WALKER FRANCHISE 


A Single Source for Every Office Requirement 





FILES — UPRIGHT 


STEEL 


Regular Height 

Five Grades, All Sizes 
Counter Height 

Three Grades, All Sizes 
Five-Drawer Height 

Three Grades, Two Sizes 
Desk Height 

Three Grades, Two Sizes 
Single Drawer 

‘Lwo Grades, Two Sizes 


STEEL SECTIONAL FILES 


Full Width, All Sizes 
Half-Width, All Sizes 


Nl @) & 6 Oe Or. 0 00m O7.0.3 000 8 m 


Two-Drawer, All Sizes 
Single Drawer, All Sizes 


TRIPLE-DUTY 





COUNTER EQUIPMENT 


Counter Height Files 
Three Grades, All Sizes 
186 Stock Files with 
which you can assemble any 
counter arrangement 
Complete Layout Service 
Factory assistance and blue- 
print service 


STATE LINE 


A complete line of popular 
priced merchandise—lIt’s a 
complete line within the Sky- 
scraper line. 


BOOKCASES 


Wood — Three Sizes 
Steel — Three Sizes 


& PLAN SECTIONS 


MAP 


LIBRARY BOOK STACKS 





Four Units, — End panels, 
shelves, etc. 


. “Built Like a 





GHAW-WALKER 


Muskegon, Michigan 











BUSINESS FURNITURE 


A complete, distinctive line of 


Steel Business Furniture—that 
sells on sight. 


STORAGE CUPBOARDS 
AND WARDROBES 





Seventeen different sizes and 
combinations. 


ALUMINUM CHAIRS 





Complete Line 
Distinctive Styles 


WOOD CHAIRS 


Distinctive Line 


HI LINE EQUIPMENT 


18 Different Units 


VERTICAL 


FILING SYSTEMS 





Six Complete Systems of 

Applied Indexing 
Ready Made Index 
Controlling Index 
Super Ideal Index 
Numerical Index 
Geographic Index 
Subject Index ° 


OF.0 08) 


FILING SYSTEMS 





Three Complete Systems 
Ready Made Space-Saver 
Tailor Made—lIns. Cell. 
Tailor Made—Metal Tip 


FILE GUIDES 


180 Stock Numbers 
Two Grades, 10 Styles 


FILE FOLDERS 





212 Stock Items 
Three Grades, Four Weights 


CARD GUIDES 


221 Stock Numbers 
Two Grades, 6 Styles 


CARDS 





Unprinted 
Six Grades, Four Weights 
Printed 
253 Stock Form 
Unequalled facilities for pro- 
ducing special forms. 


Exclusive Shaw-Walker Dealers 
Can Furnish These Profit-Makers 


CAN YOU? 


MACHINE BOOKKEEPING 


EQUIPMENT 





Twenty Posting Trays 


Seven Open Side Styles 
Three Closed Box Styles 
Seven Drop Arm Styles 
Three Box Styles (No. 2) 


Fire Protected Trays 
Two Sizes 


Ledger Cards 


167 Stock Forms 
Facilities for producing any 
Special Forms 


Ledger Indexing 
Five Grades, All Sizes 


FILING SYSTEMS 


Six for Letter Filing 
Three for Card Filing 


FILING SUPPLIES 


Many profitable exclusive items, 
leading among which are: 
Northkraft Folders 
38 Stock numbers, four 
weights 


Space Saver Guides 


All Card Sizes 


Corner Clip Folders 
All sizes and weights 





TRANSFER CASES 


23 Different Cases 





VISIBLE EQUIPMENT 


Vertical Visible 
Wobble Block Visible 


STATIONERS’ ITEMS 


26 fast selling over-the-counter 
items — Joggers, File Boxes, 
Clip Boards, etc. 


FIRE PROTECTED FILES 


Fire-Files, Regular Height 
Two Grades, 11 Sizes 


Fire-Files, Counter Height 
One Grade, 11 Sizes 


Fire-Files, Desk Height 
One Grade, 9 Sizes 


Fire Protected Posting 
Tray Cabinets 
Two Sizes 


Fire Ledger Cabinet 
One Grade 


Fire Ledger Desk 
Standing Height, Two Grades 
Sitting Height, One Grade 


Executive Safes 


" Complete Line of Moderate 
Priced Safes, Single and 
Double Door. 


INSTALLATION SERVICE 


A specialized department of 
operators trained in the instal- 
lation of systems. 
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A device that transforms card 
drawers into visible equipment. 


Also reduces operating costs of 
letter files. 


ALUMINUM CHAIRS 





Complete Line 
Distinctive Styles 


BANK SPECIALTY 


EQUIPMENT 





Vault Trucks 

Fire Savings Desks 
Fire Ledger Trays 
Fire Check Filing Desk 
Fire Check Files 
Securities Files 
Safe Deposit Files 
All Bank Systems 
Bookkeepers’ Desks 
Sorting Racks 

186 Stock Forms 











Shaw-Walker wants to improve its representation in 


certain cities— Yours may be one of them—ACT TODAY! 





Largest exclusive makers of office furniture and filing equipment in the world. 











APRIL, 1938 


his truck was struck by a Big Four passenger train. 
He had left Bucyrus on a business trip through the 
eastern part of the state. The accident occurred two 
hours later. Reeves and his wife moved to Bucyrus 
from Mansfield, O., last August —AK 


GORDON ENGLEN 
Gordon Englen, salesman for Smead Manufacturing 
Company, died in an automobile accident in Chicago, 
March 18. He was a member of the Wis-Ill Club. He 
travelled mostly in the fifth district and made his 
home with his mother in Detroit. His passing is 
mourned by many friends in his territory. 
>}- oo rls 
W. J. BERBECKER 
Walter J. Berbecker, president of the William Scholl- 


horn Company, New Haven, Conn., died at his New 
York home last month following a lengthy illness. 


<> 


BALTIMORE HOUSE ENTERS REBUILDING FIELD 

The Maryland Typewriter Rebuilding Company, 106 
Park avenue, Baltimore, Md., is operating a rebuilding 
plant for reconditioning all makes of typewriters, with 
equipment of modern design. This new business is 


























O. R. HOFFMAN JOSEPH K. LANDA 
owned and operated by O. R. Hoffman, who was con- 
nected formerly with the Woodstock Typewriter Com- 
pany and the Royal Typewriter Company, Inc., at 
Baltimore. 

The rebuilding department is managed by Joseph 
K. Landa, formerly European representative in Ru- 
mania, Austria, England, Scotland and Turkey for the 
American manufacturers of typewriters. He served with 
the Underwood factory and branches eight years; 
Royal factory and branches three years and the L. C. 
Smith organizations seven years. 


o— 


BURROUGHS TRANSFERS CLAR 
John H. Clar, since 1920 connected with the Bur- 
roughs Adding Machine Company, last month was 
transferred to Oklahoma City where he will assume 
supervision of sales. He has established residence at 
2557 Northwest Twenty-first street—EVH 
— . —<me e 
CLOYES PARTS CATALOGUE OUT 
Made up of eight pages systematically arranged for 
easy reference, a new catalogue and price list of 
replacement parts for office machines has recently 
been issued by the Cloyes Gear Works, 17214 Roseland 
road, N. E., Cleveland, Ohio. 


Q] 


Many brands . . . many weights 

many colors ... many finishes .. . 
unified under our new general trade- 
mark, so that M & V experience and 


care are at once identified with what- 


ever sub-brand you may be pushing. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 


Write for Samples and Prices 


MITTAG & VOLGER, Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 
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Prove that Users Prefer these 
better engineered—better made 


STAPLING PLIERS 


The ACE CLIPPER is performing in the best tradition of 
the successful ACE family, breaking sales records month 
after month. And it’s no wonder. The market for this 
universal fastening tool is virtually unlimited. Every 
business can uSe it for one or more fastening jobs (and 
it’s amazing how alert dealers and salesmen discover 
new uses and applications ail the time). 


By giving ‘‘Real Stapling Satisfaction”, like all ACE 
machines, the ACE CLIPPER has been largely respon- 
sible for creating that market. No other stapling pliers 
can equal it for strength, durability, dependability, 
stapling efficiency, and ease of handling. It loads 210 
Staples—twice as many as ordinary plier-type staplers— 
and these staples are of the advanced undulated design, 
which scientific research has proved to be the most 
efficient. 





SUPERIOR Wrdulated STAPLES 


Contribute to Efficiency 
of ACE CLIPPER 

@ 30°: more tensile strength 

e Greater holding power 

@ Greater penetrating qualities 

@ Greater resistance to buckling 


Mr. Yealer —- YOU get the Repeats 
on these Staples! 


"s Allin the Wave 








FOR STANDARD STAPLING REQUIREMENTS 


PILOT 





= & SF 


ACE FASTENER 
3415 N. Ashland Ave., Chicago 


Makers of 
WORLD'S BEST STAPLING 





CORPORATION 


CADET 


MACHINES 
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(Seen and Heard in Southern California— 
Continued from page 51) 
three years with the California Desk Company, spent 
twelve years with the original Los Angeles Desk Com- 
pany at 848 South Hill street. The Western Office 
Furniture Company now is located in the 400 block 
on South Spring street, having recently moved in. 

While a member of the Los Angeles Desk Company 
organization Mr. Bigley managed a part of the Browne- 
Morse steel furniture line. It is said that during 1922, 
1923 and 1924 the Los Angeles Desk Company was the 
largest exclusive handler of Browne-Morse steel prod- 
ucts in the United States. 

U. E. F. Company Adds Salesmen.—Two salesmen 
have been added to the local selling force of the Under- 
wood Elliott Fisher Company. H. S. Hocker, formerly 
office manager of the Thrifty Drug Company, Los An- 
geles, is a member of the accounting machine division. 
John K. Milne is the newest member of the adding 
machine division. 

Speed Typist Visits Los Angeles.—Albert Tangora, 
who for several years held the international cham- 
pionship for speed and accuracy in typing, spent March 
23 in Los Angeles visiting schools and demonstrating 





ALBERT TANGORA PICKS THE VENICE (CALIF.) SANDS 
UPON WHICH TO INSTRUCT A BEVY OF BATHING BEAU- 
TIES IN THE ART OF SPEED TYPING. 


the technique of speed typing. The Los Angeles Times 
published an illustration of Mr. Tangora holding a 
glass of water on the back of one hand while typing 
with both hands, thus demonstrating the smoothness 
of his finger action. 

An interesting report of the rigid practice methods 
he employs was given. 

The Times says that Mr. Tangora began typing at 
age thirteen and won his first championship six years 
later. His record is 141 net words per minute sustained 
for one hour. 

Mr. Tangora is a member of the staff of the Royal 
Typewriter Company, Inc. 

Commercial Desk Co. Adds Salesmen.—Two new- 
comers have been added to the sales staff of the Com- 
mercial Desk Company, 929 South Hill street. They 
are Jack D. Young and J. Forbes Corbet. 

Errata.—In the last two lines of the item at the 
bottom of page 108 of Office Appliances for March 
there was a serious error. Barney Alderson tells us 
that the reference should be to the new No. 53 chair— 
the baby of the posture chair lines. Sorry. 

New Stationery Concern.—The Waxman Printing and 
Stationery Company, 217 West Ninth street, Los Ange- 
les, is holding an opening sale. The company has an- 
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COLUMBIA 


LINCOLN-LIBERTY BUILDING 
mM oEL PH & ae cA 





Your Customer’s Office 


will be BETTER EQUIPPED! 


You, too, will be better equipped to serve your cus- 
tomer if you are selling Columbia. 

The alert business man is quick to recognize the superior 
qualities of this high grade line of steel office equipment which 
combines attractive appearance with efficiency, economy and 
dependability. 

Columbia equipment is sold exclusively through the 
dealer. 

"We are proud to represent Columbia," writes one enthu- 
siastic dealer after receiving his first order. You, too, will be 
enthusiastic when you have had a chance to discover Columbia's 
greater profit opportunity and unfailing customer satisfaction. 

Why not write for further information today? 


mereel 


N. E. COR. BROAD & CHESTNUT STS. 
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on “1 WANT BASKETS \ 
\ THAT CAN 
TAKE IT!” 
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“BUT I WANT 
THEM GOOD- 
LOOKING!” 


aety 





age 2; 


AND CANCO BASKETS: 
SATISFY THEM BOTH.. 


For they are built to stand tough wear 





year after year without losing their 
bright, shiny looks. They are made of 


extra-heavy metal, lithographed in 
many attractive colors and wood fin- 
ishes that blend perfectly with any 
furnishings. Canco baskets are priced 
right to sell faster . . . They give more 


satisfaction and win repeat orders. 


Write today for more information about 


this good-looking, long-lasting line. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 


C. C. Webber, 
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other store at 67014 South Vermont avenue—the com- 
pany’s principal establishment for the last four or five 
years. 

Webber Typewriter Company in New Store.—Follow- 
ing is part of a letter recently received from J. J. 
Webber, Webber Typewriter Company, 213 South 
Brand boulevard, Glendale, California: 

“The picture here shown is that of the new store into 
which I have recently moved. The photo also shows 
part of an order for 65 new Underwood typewriters 
that I sold to the Glendale schools last month. The 
persons shown in the picture are, from left to right: 
owner, Webber Typewriter Company; 
A. R. Nichols, salesman; L. L. Becker, foreman, serv- 
ice department, and Miss Mabel Thurtle, our genial 


secretary. 
“T am now occupying a building that I recently pur- 
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ADDING MACHINES 


| THE STAFF OF THE WEBBER TYPEWRITER COMPANY.— 


(L to R:) C. C. Webber, owner; A. R. Nichols, salesman; 

L. L. Becker, foreman, service department, and Miss Mabel 

Thurtle, secretary. They are posing beside a shipment of 
Underwood typewriters. 


chased—a store building of 25-foot frontage on the 
main boulevard of Glendale. 

“T am representing the Underwood Elliott Fisher line 
in the San Fernando Valley, doing a general rental 
and repair service, and handle all makes of new por- 


tables. 
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BROWN AGAIN HEADS CENTRAL O. E. COMPANY 

Kenneth M. Brown, Fred C. Stone, Fred G. Wyneken, 
Melvin Druckemiller and August Bicknese recently 
were re-elected directors of the Central Office Equip- 
ment Company, Fort Wayne, Ind., at the annual meet- 
ing. At the directors meeting, the following officers 
were re-elected: Kenneth M. Brown, president and 
manager; Fred C. Stone, vice-president, and Fred G. 
Wyneken, secretary and treasurer. Reports on busi- 
ness of the company last year showed satisfactory 
returns and officers reported an encouraging outlook 
for 1938.—EB 
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You gain new customers—and cement relationships with 
old—when you distribute ROYALCHROME. First, the 
moderate price of this superior equipment enables you 
to meet competition. And also, you can offer unusual 
guarantees, such as these. . . . 


* 18 months’ guarantee on the leatherette upholstery 
against cracking, spewing or peeling. 


* 4 years’ guarantee on the chromium plating against peel- 
ing and blistering. 





+ 10 years' guarantee against the metal construction 


rr breaking or coming apart. 
Here are only a few of the aot Don't you think it will be well worth your while to in- 
many items that Royal offers. vestigate the profit possibilities that Royal offers? 


There are wide lines in chairs, 
settees, desks, tables, etc., for 


almost every purpose — for ROYAL METAL MFG. COMPANY 


every establishment. 
General Offices: 1109 S. Michigan Ave., CHICAGO 
Factory: Michigan City, Ind. 
Branch Factories and Showrooms: 


New York Los Angeles Toronto 
Showrooms: Miami Beach Pittsburgh Boston 





Write for Dealer's 
proposition and  /¥f 

large catalog in J 
color—today. 4 Vi 




















“Metal Furniture Since °97” 
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Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. 


Vol. 1, No. 4 





TOUGH AS A 


‘HASH-HOUSE STEAK! 


That’s the message on the front of 
our new four-page circular describing 
Oxford red fiber expanding envelopes 
and file pockets. And it’s true. 

This circular suggests many uses for 
the various styles which are illustrated. 

You'll want some of them to dis- 
tribute in statements and as package 
inserts. Ask for form 63.5—imprinted 
free, of course. 


Oxford EXPANDING | 
ENVELOPES 


UND PROTECTION FOR IMPORTAMT 





NEW DISPLAY PACKAGE of 40 


five-piece or 50 one-piece envelopes, 
assorted in the three or four numbers 
that are the best sellers in your terri- 
tory. Try this on your counter for 
quick sales. 


A nifty color combination— 
Oxford expanding envelopes 
with 

BLUE CLOTH GUSSETS 


When a customer looks longingly 
over your leather brief cases, but just 
can’t spare the price, trot out an Ox- 
ford expanding envelope with blue 
cloth gussets, and make a sale anyway. 

Not a brief case, but the next thing 
to it—a smart looking carrying kit that 
will give plenty of service. 














We have a swingy name 
for the color of our 


NEW BRIEF COVER 


Yes, we’re adding a new color 
to our popular line of No. 301 
Oxford brief covers. These cov- 
ers are a big value at 5 cents re- 
tail (without fastener) or 10 
cents retail with the big Acco 
fastener. 

The new color? Well, it’s a 
rich, warm reddish brown, and as 
far as we can determine, it is dis- 
tinctly different in shade from 
any brief cover in anybody’s line. 
And after looking at it from all 
angles, we decided that 


TERRA COTTA 


was the only color-word that 
could do it justice. Sounds good? 
Wait until you see the cover it- 
self, and you will appreciate how 
very appropriate it is. This new 
cover will enrich your stock, and 
provide more opportunities for 
brief cover sales. 

















Just another example of 
“GOOD THINGS COME 
IN SMALL PACKAGES” 


What’s the sense of loading a dealer 
with twenty-five or fifty, when ten is 
all he needs? 

That’s why Oxford five-piece en- 
velopes, partition envelopes, and file 
pockets—the red fiber numbers that 
sell mostly in small lots—are put up 
in boxes of ten, with these merchan- 
dising advantages: 

You can carry three to five times as 
many Oxford red fiber items for the 
same stock investment. 

You can show the prospective pur- 
chaser a sales stimulating variety. 

Your Oxford red fiber stock is in 
attractive packages that fit handily on 
shelves. 


WEAK SPOT ELIMINATED! 


There’s an eyelet, clinched in for 
keeps, where flap, body and gusset join 
on all Oxford five-piece red fiber items. 
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It protects this point of greatest 
strain against glue failure, against the 
pulling apart so common in ordinary 











envelopes and file pockets. 


ONE SOURCE FOR ALL 


YOUR FILING SUPPLIES 


More and more, stationers are finding economy and convenience in 


ordering their red fiber pockets and expanding envelopes from Oxford, 
along with file folders, index cards and guides. All these items are 
filing supplies and should be grouped in stock and display. 


With your next order for Oxford filing supplies, include your re- 


quirements for Oxford Red Fiber pockets and envelopes! 
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IN OTHER LANDS 


(Continued from page 47) 





AMBIDEXTERITY 


Prof. Silvestro Bagloni, of the University of Rome, 
has written a noteworthy article which concerns it- 
self with writing. The article appeared in the March 
issue of “Sapere.” Baglione writes of the common 
tendency toward writing with the right hand, and 
using the left to hold the sheet firmly. This tendency, 
however, is not absolute; since in ancient times there 
was boustrophedonal writing, and we still have today 
the Chinese and Japanese methods of writing, where 
the direction is vertical. 

But the fact is that many forms of manual skill 
called forth by modern civilization impose practically 
equal use of both hands and thus favor this ambidex- 
terity, which represents a proportional development of 
the capacity of man to meet the new exigencies which 
human activity may develop in the future. 

The author of the article refers to the word “dac- 
tylography,”’ which is used in the romance language 
as a synonym for “typewriting,’ and means, literally, 
“finger writing.” The very term, says Baglioni, should 
imply that to all the digits of the two hands is en- 
trusted an equal burden, a burden which has previ- 
ously rested exclusively upon the right hand. 

And, we may add, in view of the fact that this 
ambidexterity facilitates the use of the typewriter, all 
the studies which are directed toward an arrangement 
of the keyboard in such a manner as to give all the 
ten fingers an equal amount of work are both interest- 
ing and opportune. 

This is a technical matter reflected even in the 
evalution of teaching methods. That writing on the 
typewriter eliminates certain shortcomings has been 
established by a competent scholar, Bizzozzero, and the 
fact has been brought out many times by the “Bollet- 
tino dell’ accademia di Stenografio—Bulletin of the 
Academy of Stenography, of Padua.—La Orga, Paris 


TAKASHI KARIMA & COMPANY IN NEW QUARTERS 


Takashi Karima & Company, importers and export- 
ers of general stationery, the Sorobin easy calculator 
and other general lines, recently moved into new and 
larger quarters at 3, Bakurocho Nichome, Nihonbashi- 
Ku, Tokyo, Japan. 

Formerly located at 4, Nichome Hashimoto-Cho 
Kanda-Ku, Tokyo, the prominent Nipponese organiza- 
tion now possesses a fine warehouse in the heart of the 
wholesale district of the city, providing much addi- 
tional space in which to care for its growing business. 

In addition to its stationery and other lines Takashi 
Karima & Company also specializes in the export of 
sponges, doing extensive business in this product of 
the sea. 

. ia 


PAPIER ZEITUNG’S LEIPZIC FAIR NUMBER 


Papier Zeitung (Berlin) has distributed its annual 
edition published to demonstrate the facilities of 
German manufacturers of printing and allied ma- 
chinery for standard and special purposes. This issue 
demonstrates the ability of the graphic arts manu- 
facturers of Germany to design both standard ma- 
chinery for the printing trade, as well as special 
presses for the trade. 

From a publishing viewpoint this issue is remark- 
able in that a rich variety of printed inserts “stuffed” 


into the body of the issue. The United States post | 








Here’s a display 
that does a 


DOUBLE SELLING JOB 


SINCE 1658 


DOV 


THE NAME FOR 


A SPENCERIAN-FOR SMOOTH, FAST WRITING 


ap eta tn { —_ 
=e ~ i= " ‘ = 


wo PENCILSETS $/50 > 


IT SELLS: 
@ The New Spencerian *1:°° Pen 
@ The New Spencerian *1:5° Set 


Here is a real merchandising display that makes 
two bids for a sale to every customer who enters 
your store. It shows two inexpensive, fast-selling 


items: 


(1) The new Spencerian Dollar Pen—a remark- 
ably smooth-writing pen with a beautiful bevelled 
shape, choice of handsome colors, and a flexible, 


iridium-tipped, guaranteed point. 


(2) The new Spencerian $1.50 Pen-and-Pencil Set 
—a handsomely-designed, attractively-boxed set 


that sells at a price that appeals to everyone. 


Don’t pass up this opportunity to increase your 
volume in dollar pens and inexpensive sets. Re- 
member, there is a big market for both of these 
items. Put this sturdy, five-color, free display to 
work for you now—in your window or on your 
counter. Just order the introductory assortment 


of one dozen pens and eight pen-and-pencil sets. 


SPENCERIAN PEN COMPANY 
134 Broadway, Dept. P, New York 


gil . “ es 
SINCE 1858 7 
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Do you ever wonder why 
so many of the largest and 
best stationers are deciding 


to feature the Zasew line? 


Of course, you might properly think it is 
because of superior workmanship, quality 
and design—but possibly you have over- 
looked some of the little things that go a 
long way toward getting new accounts— 
and keeping them. 


For instance, we stress that personal re- 
lationship that is so desirable between 
dealer and manufacturer and possible only 
in a small organization whose owners de- 
vote their entire time to the business. 


Every order, be it large or small, receives 
the same careful attention by our entire 
organization. That's how we operate—we 
insist, in fact, that without constantly 
guarding the interests of our good custom- 
ers, we cannot expect to retain their good- 
will and continued business. 


It will pay you to investigate. 


TRUSSELL 


MANUFACTURING 
COMPANY 


POUGHKEEPSEE, N. Y. 








**Hustle with Gaviek” 











| persons who were calligraphers in shorthand to send 
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| office does not permit publishers to place loose in- 


serts within publications sent by second class mail. 
The Leipzig Fair issue of Papier Zeitung comprises 
146 pages. We congratulate our German contemporary 
on the excellent showing made. 
— 2 


TYPEWRITING CONTEST AT THE HAGUE 


Shouvers Institute, a well known typewriting school 
at The Hague, Holland, celebrated its twenty-fifth 
anniversary in January, 1938, conducted at that time 
a national and an international typewriting contest. 
In the national contest for Holland the first place 
was won by Miss Van Dijik, writing on a “Continental” 
typewriter. The third place was won by Miss J. Kuhl. 
Miss Martha Janda, of Auerbach i/ Vogtl, Germany, 
who during recent years has always been among the 
best in all the German typewriting contests, succeeded 
in winning fourth place in the International contest, 
also on a “Continental.” A souvenir certificate of 
honor was sent to all individuals whose entries won 
a place. (Briefed from Methodes.) 

Oe  ——_$— 


HISTORY OF THE CALENDAR 


The British Stationer published a history of the 
calender and the diary, tracing its development from 
the Egyptians. A paragraph concerning Ben Franklin 
as a publisher of calendars was included in this his- 
tory. His first issue was published at Philadelphia, 
which brought sales of 10,000 copies annually during 
its twenty-five years of publication. The Franklin al- 
manac was popular in England, and was well liked. 

a 
JAPANESE PENCILS AT LEIPZIG FAIR 

Buro Bedarf Rundschau (Berlin) quoted La Revue 
du Bureau (Paris) on the entry of Japanese pencil 
manufacturers at the Leipzig fair. The list of Japan- 
ese exhibitors includes the International Stationery 
Company, Ltd., Maskai Yumato Pencil Company and 
Yamashita Metal Goods Manufacturing Company. 


| These manufacturers showed lead pencils and me- 


chanical pencils. 








—>- 

WALTER OPENS NEW HONG KONG BRANCH 

Walter & Company, Inc., general importers special- 
izing in office machines and service, of San Francisco, 
last month announced the opening of a new branch 
at 24 Des Voeux road, Central, Hong Kong, China. The 
new office will be under the management of W. Tom, 
Jr., who has been connected with the Walter organ- 
ization for a considerable time. 

SS 


FIRE RAZES HAVANA PRINTING SHOP 


One of Havana’s largest printing plants owned and 
operated by the Rambla Bouza Company suffered 
damage in excess of $500,000 in a spectacular fire on 
March 19, according to news dispatches from Cuba. 
Flames from the burning structure slightly damaged 
the Cuban treasury. 

—- 


AMERICAN C. OF C. MOVES AT LONDON 
The American Chamber of Commerce, formerly sit- 
uated at Aldwych House, London, England, recently 
moved into new quarters at Bush House, London, 
wW.C. 2. 





=> en 
MICROSCOPY CONTEST 
Le Stenographe Illustre reported that in connection 
with the Paris exposition, 1937, the publisher invited 
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ART METAL, 





LEADER IN SALABILITY 


Salability (or sales appeal) is the ability in a 
line or product to respond to constructive local 
sales effort with profitable orders. 

The Art Metal exclusive sales agent knows how 
salability works for him through the most com- 
plete line of office equipment on the market. 

Art Metal salability is founded on the relia- 
bility of the Company with its 50 years of success- 
ful operation and thousands of satisfied customers 
and dealers. 


The Art Metalexclusiveagentholdssalesrightson: 
The most complete and advanced line of steel 


desks from any standpoint, including the leader 


in market popularity, the Airline. 

The most complete and advanced line of filing 
devices embodying superior operating features that 
can be demonstrated. 

New product development backed by constant 
field and engineering research resulting in a contin- 
ued advancement to greater efficiency and values. 

Outstanding facilities for design and manufac- 
ture of special or semi-special work. 

The Art Metal agent also has factory service 
that delivers on time and sales promotional help 
that creates more and more new customers. If 
your territory is open, write Agency Division, Art 
Metal Construction Co., Jamestown, N. Y. 
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Doriety 


Art Metal 


Jamestown, New York 
i. Sm. 


YEARS OF SERVICE reieosincss @ 
CONSTANTLY IN TOUCH WITH 
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IMPROVED OFFICE METHODS 
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ANNOUNCING THE bster 
IP-LESS FOUNTAIN WELL 









There are 9 New 
Esterbrook Dipe 
Less Point Styles 








SINGLE AND 


DOUBLE SETS "irm Extra Fine. For 
Bookkeeping 






RED AND BLACK ‘ 
COMBINATIONS ome | 


. 
For Accounting and Fine 
Writing 
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The new Esterbrook Dip+Less Set opens up an entirely Firm Fine. Penmanship 
° PF Secretaria 

untouched market for every dealer. Just estimate the ee ee 

number of users you know who insist on Esterbrook Pens 







... the pens that only Esterbrook with 80 years’ experience aa 8. ERO 
is able to produce. Then remember that every one of these Firm Medium. General 






Writing 





Esterbrook devotees is a prospect for a quantity of the a 

new Dip+Less Sets because they are the only fountain . 

wells equipped with the Esterbrook writing points. St ar eS 

Rigid Medium. Multiple 
Copy Manifolding 












Check these Esterbrook Dip+Less Features 


THE PEN ed 


Vv Ready for instant use 
- Firm Medium. General Writ- 














V A specific point for every purpose ing and Record Keeping 

V Writes a full page without dipping ; . 

V Points resist wear and corrosion a -_ 

V Points locked in holder—clean, quick replacement mi pay 
irm Broad. General 





V Pen is leak-proof and will not run dry Writing 


THE FOUNTAIN WELL me 
V Holds full bottle of ink Ee 
V Uses any ink—fills from any bottle coma, 

V Easy to clean a 
V Holds inks at proper level under all conditions 
V Eliminates ink overflow and evaporation waste 














Broad Stub. Executive 
Signatures 


6 if : Order by numbers 


























* STEEL PEN MANUFACTURING COMPANY 
86 Cooper Street Camden, New Jersey 


or Brown Bros., Ltd., Toronto, Canada 
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post cards, on the reverse side of which was to be | 


written as much as possible of the text of a booklet 
which was sent free to all who requested it. We rec- 
ognize that this contest was more difficult for those 
who took part than the contest which consisted of 
sending the publisher post cards which carried only 
simple correspondence. If the quality of the entries 
which were sent us was on the whole noteworthy, 
this fact is offset by the fact that there were not so 
many entries. Some of the cards were, nevertheless, 
of outstanding merit. Again it was the Department 
of Mayenne which ran up the greatest number of 
entries considered to be among the seven best. A 
souvenir certificate of honor was sent to all whose 


entries won a place. 
a ae 


GERMAN SYLLABLE WRITING MACHINE 


A German typewriter manufacturer during a tour | 


of America became convinced that the stenographic 
machine is but slightly adaptable to the particular 
requirements of the German language. And thus it 


was that, setting forth on an absolutely different prin- | 


ciple, there was constructed in 1932 a special type- 


writer which serves to write, not shorthand, but entire | 
The right hand portion of the machine is | 


words. 
reserved for the first part of the syllable, while the 


left hand portion of the keyboard reproduces the sec- | 


ond part. The machine has a speed of from 180 to 
200 syllables a minute. But the speed which can be 
gotten from the machine is practically unlimited, ex- 
cept by the speed of the dictation, to which the speed 
of writing is in direct proportion. In some respects, 
it would seem, the new machine is more convenient 
than the stenographic machines actually in use. 
Or 
U. S. PREPARING BUSINESS CENSUS 

With funds made available by order of President 
Roosevelt, the bureau of the census, United States 
Department of Commerce is taking a sample census 
of retail and wholesale trade for 1937 and the first 
half of 1938. 

The survey is being made by mail, according to Fred 
A. Gosnell, chief statistician, who said that schedule 
forms will be mailed to retailers and wholesalers dur- 
ing the latter part of June. Headquarters have been 
established at 2401 Chestnut street, Philadelphia where 
Mr. Gosnell is being assisted by the regular technical 
organization of the Business Census. 

“Retailers and wholesalers can greatly assist us in 
our work by filling out and returning the information 
blanks as soon as possible,” Mr. Gosnell said. “The 
information contained therein will, as in previous 
years, be held strictly confidential and is to be used 
only for the purpose of compiling the necessary data. 
The prompt preparation and mailing of the material 
by those included in the census will result in this 
valuable information being made available more 


promptly than ever before.” 
SE ees 


MERCEDES IN NEW LOCATION IN LONDON 
The Mercedes Sterling Book Keeping & Calculating 
Machines, Ltd., formerly at 52-54 Gracechurch street, 
London, EC 3, is now established at Mercedes House, 
Thavies Inn, Holborn Circus, London, EC 1. 
i eR a 
LEE JOINS REMINGTON RAND 
Charles D. Lee, Columbus, O., former supply officer 
for the state of Ohio under W. P. A., and associated 
with the state and federal government for four 
years, has joined the sales staff of the Remington 
Rand, Inc., 58 East Gay street, Columbus, in the type- 





% One movement of a 
single lever operates the exclusive toggle 
joint foot locking device of Sher-Man 
Tubular Steel Stands. This simplified de- 
sign brings all four casters into play or 
lowers all four solid feet to the floor with 


a single movement of the operating lever. 


Easy portability, strong and rigid con- 
struction for lifetime use, and the choice 
of convenient shelf arrangements make 
Sher-Man Stands ideal for the modern, 
efficient office—and a profitable line 
for dealers. Write for general catalog 


with listing of all models. 


SHERMAN-MANSON MANUFACTURING COMPANY 
625 South Kolmar Avenue, Chicago, Illinois 


Pacific Coast Representative: 
C. J. Schubert, Jr., 339 East Third Street, Los Angeles 


Stock on hand for immediate delivery 
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No other pocket plier has ONE of these 
Swingline has all ! 








With the same grand mechanical simplicity of Swingline 
desk models, come Swingline Pocket Pliers, giving your cus- 
tomers three major benefits never before available in this 
type of stapler. 


The wide open staple channel gives faster loading and in- 
Stant removal of any faulty staple, bars repair troubles. 


The use of standard size staples, low priced - not patent- 
ed, saves your customers money, promotes greater usage. 


The tacking feature, giving a valuable additional use at no 
additional cost, stimulates repeat staple business. 


Offer your customers Swingline Pocket Pliers. Along with 

the desired economy and trouble- 

ones free stapling goes an unwritten 

message proclaiming you a deal- 

er who serves his customers’ best 
andle interests. 


No. 3-P, here, $3.50. No. 4.P, $4.50. Both 
are light in weight and deep throated. 














PARROT SPEED FASTENER CORPORATION 
37-18 Northern Blvd. Long Island City New York 
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writer division. Mr. Lee formerly was connected with 
the Z. L. White Company. J. S. Sheppard is manager 
of the Columbus Remington branch, whose territory 
includes several counties in central Ohio —AK 
a ee 
SEATTLE NEWS NOTES 

A good volume of business in Woodstock typewriters 
was transacted in February, with a considerable in- 
crease already booked for the month of March, by the 
William H. Burt Company, 1105 Third avenue, Seattle, 
recently appointed distributors for King and Sno- 
homish counties in the State of Washington, according 
to Manager William H. Burt. The company also has 
the distributorship for Western Washington of the 
Hermes Featherweight portable. Sales of this model 
have shown excellent monthly increases. 

* * * 

“There has been a marked trend toward short-time 
typewriter rentals among University of Washington 
students,” recently declared Lyle Goss, assistant man- 


| ager of the A. S. U. W. Book Store, Seattle. “In past 
| years, rentals of six and ten months were nothing 


uncommon. Today the three-month rental is rapidly 


| becoming a rarity. Students have found that a monthly 
| rental of a machine takes care of the heavy-duty 


period of theme-writing. 
* ok * 

Civil service examinations tax the rental depart- 
ments of twenty-five Seattle typewriter dealers to the 
utmost, according to a survey made in February. Prac- 
tically every firm reported the majority of their ma- 
chines “out on rent” during the examination period. 
The Wholesale Typewriter Company took the com- 
manding lead with more than 175 machines delivered 
to examination rooms on two different occasions. 

* i * 

Price-cutting on new portable typewriters and exces- 
sive trade-in allowances for old machines are unknown 
in Seattle. All dealers report strict adherence to prices. 

— > —_— 
PERIODICAL WINDOWS INCREASE SALES 

Paul Anderson Company of San Antonio has enjoyed 
a marked increase in sales and at the same time im- 
proved the turnover of all items of merchandise 
carried by featuring, at periodical intervals, in their 
front show windows, such items as do not have a strong 
demand and which, as a rule, are not in ordinary use. 
This applies to such items as chair cushions, special 
desk sets, etc. 

“This practice of featuring, from time to time, those 
unusual items which do not have much demand, has 
enabled us to keep the sale of such items active, to 
increase our turnovers, and eliminate losses from 
shopworn merchandise caused by such items being on 
hand without sale,” G. S. Thorne explained. 

“We devote quite a little attention to our windows as 
we have found that good returns are possible through 
some careful thought and planning as to what is 
shown. Featuring these unusual items not only helps 
sales of these particular items, but it brings more 
people into the store, results in other sales, and is of 
general benefit to the business.”—-BCR 


le 


JACKSON PAPER BUILDING CONSTRUCTION 
STARTS 
Jackson Paper Company of Jackson, Miss., has begun 
construction of a $25,000 warehouse and office build- 
ing, a two story brick with 25,000 to 30,000 feet of floor 
space. H. T. Newell, head of the company, said the 
building would be ready about July 1—GHW 
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T'S easy to sell a ’“Y and E” Steel Suspension Desk. 

Four-leg construction — unequalled convenience — a 
model for every office need — rounded beauty of line, 
and the restful charm of the new “Y and E” gray finish 
make this desk instantly interesting — yet that’s only half 
the sale. 


To increase personal efficiency, there are “’ Y and E” 
Systems to meet the desk user's every need, regardless of 
his duties. This gives you powerful sales arguments that 
appeal to every customer. They are: 

Ten thousand facts at your finger tips.” 

Keep your records right where you want them.” 


“Ample space for your individual card records.” 


Opportunities for increasing units of sale feature the 
“Y and E” line — another reason for the great value of 


the “’Yand E” Franchise. 


FOREMOST FOR (% uy OVER FIFTY YEARS 





YAWMAN > FRBE MFG.(. 


1059 JAY STREET © ROCHESTER,N. Y. 


OTHE PROFIT BELL TWICE 


Ten Thousand Facts 
at Your Fingertips 


The wide variety of drawer combina- 
tions and arrangements, adjustable 
drawer partitions and the extra length 
sliding shelves with Yenoleum, or glass 
covering (extra) for charts and graphs, 
permit the executive, secretary, sales- 
man or clerk to have at his or her finger- 
tips everything for most efficient dispatch 
of work. 


Keep Your Records 
Right Where You Want Them 


Active reference material and data are 
instantly available when filed in the 
large drawers that operate on ball bear- 
ing cradle type progressive suspensions. 
Interchangeable drawers make it pos- 
sible to install the system most practical 
for your particular needs. Each pedes- 
tal accommodates one card and one 
vertical drawer or three card drawers. 


Ample Space For Your 
Individual Card Records 


Card drawers accommodate a larger 
number of active card records. Easy- 
to-adjust removable partitions provide 
for the housing of standard size card 
records, such as shown at the right. 
Each drawer is 12'4 inches wide and will 
accommodate four rows of 5’’x 3’ cards, 
or three rows of 6’’x 4’ cards, or two 
rows of 8’ x 5’’ cards. “Y and E” low 
drawer sides are easy of access. 
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HAMMER or 9 
SCREWDRIVER . 


A stapling plier is not just another type of ma- 
chine. It performs a different function. It is sold 
for purpose just as a hammer goes with a nail 
or a screw driver with a screw. 

For ordinary desk work the NEVA-CLOG desk 
machines are desirable, but for filing depart- 
ments the Plier type machine is more efficient. 
Take it with you or leave it near your files. 
Staple letters, copies, orders, etc., right there, 
even without removing from files. It is portable, 
fastens in any position, lays flat or in desk 


drawer when not in use. 





It fits into pocket for constant use in shipping 


rooms, factory, or warehouse. Many outdoor 
jobs require a stapling plier for delivery men. 
tagging goods in storage yards, stock memos, 
and even tagging Xmas trees in the woods, or 
making packages for florists. 

A portable machine has many uses, as you 
take it to the job. This J-30 Stapling Plier fills 
all the requirements of a handy, lightweight, de- 
pendable machine. Other NEVA-CLOG Stapling 
pliers are made to suit other varying require- 
ments, using heavier staples or having greater 
leverage. 

The NEVA-CLOG catalog gives a complete 


story. 


NEVA<LOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 








OFFICE APPLIANCES 


(Ninth Regional Meeting—continued from page 56) 


Al Eisemann, Maverick-Clarke Litho Company, San 
Antonio, followed with a talk on “Streamlined Store 
Selling.” Discussing this subject, Eisemann pointed 
out that manufacturers were now giving the retailers 
more merchandise with greater appeal, and the im- 
portant job of the retailer was to train the salesmen 
to take advantage of such opportunities. 

Otto Eisenlohr, The Dorsey Company, Dallas, gave 
one of his fine talks on “A challenge to salesmen,” ask- 
ing the question: “Are you a salesman, or an auc- 
tioneer?” Comparing business with a baseball game 
or prize fight, he pointed out that the gallery never 
made any mistakes, because it never did anything but 
sit back and criticize or applaud. 

Wednesday Morning 

Wednesday morning, W. L. Jaques of W. L. Jaques 
& Company, opened the meeting with a talk on “A 
Dealer Thinks Out Loud.” 

William F. Block, president, Victor Safe & Equip- 
ment Company, whose address had been scheduled for 
the preceding afternoon, but was delayed on account 
of his inability to arrive, gave an inspiring talk on 
“Selling and Its Requirements.” 


Sales Meeting 

A model sales meeting was held with President 
Hampton and Secretary-Manager Garvin participat- 
ing, Garvin asking questions about Hampton’s sta- 
tionery store in Indianapolis, and the cooperation 
among the stationers there, and Hampton explaining 
and answering questions. : 

Following this sales discussion, P. T. Pearce, past 
governor of the ninth district, offered a resolution 
declaring the convention to be the most profitable 
ever held, and that it expressed the type of meetings 
desired. Passed. 

Resolutions of thanks and appreciation were also 
passed for the good work done by Governor Grieve 
and the Texas Travelers. 


The Entertainment 

Entertainment, as is customary, held an important 
place on the program and included a banquet given 
the stationers by the manufacturers representatives 
(Texas Travelers) on Tuesday night, a banquet by the 
stationers on Wednesday night, and a luncheon on 
Tuesday noon. 

The annual golf tournament on Wednesday after- 
noon completed the entertainment activities. 

is <i 
WAKEFIELD TO HEAD TEXAS TRAVELERS 

C. R. Wakefield, Parker Pen Company, San Antonio, 
was elected president of the Texas Travelers, organ- 
ization of the manufacturers representatives and 
traveling men of the stationers and business equip- 
ment firms, at a meeting held Monday, preceding the 
annual convention of stationers of the 9th District, 
NSA. He succeeds Ward H. Silliman, manufacturers 
agent. Others elected included R. F. Lanham, Binney 
& Smith Company, first vice president; William (Bill) 
Pickering, second vice president; Roy B. Evans, Car- 
ter’s Ink Company, secretary; and Fred Deutsch, S. S. 
Stafford, Inc., treasurer—BCR. 


—>- 
MEEK INTERRUPTS BUSY BURGLAR 

James D. Meek, district manager of the Remington 
Rand, Inc., in Indianapolis, recently returned to the 
office to find a thief had attempted to crack the office 
safe. He believed the thief still was in the office, but 
sneaked away while he went to call the police. Money 
was missing from the cash drawer, however.—EB 
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A Modern Business- Traffic 


Cc 


Accelerator by & 
(ee 








Business-traffic, to move efficiently must have readily 
accessible facts. Visible record equipment provides the means 
of quick fact finding. 


To an ever-widening scope of modern steel office equipment, 
Security now announces Visible Record Filing Equipment. 
The line, embracing a wide range of styles and sizes, offers 
great flexibility of card arrangements. 


Cabinets are 
offered in the 
usual Security 
finishes. “Supe- 
riority is inherent 
in every product.” 
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Choice Dealer Territory Available—Write today 


SECURITY STEEL EQUIPMENT CORPORATION 


‘Visible Division 


AVENEL, N. J., U. S. A. 
































OFFICE APPLIANCE: 


- eet SELLERs 
‘Be “for M 


These modern swivel-base chairs offer dealers 
added sales and profit opportunities. They are 
the newest in the Artility line of “BODIFORM” 
Chairs—already established as bringing quick 
sales and profits to dealers everywhere. 


LO6 





And these two new swivel-base chairs have the 
same sales features which have gained national 
recognition for Artility Posture Chairs. They are 
styled right, built right and priced right. Planned 
comfort is built right into “Bodiform” Chairs. 
That's why customers “sell themselves” on “Bodi- 
form” Chairs, when dealers use the Try-Before- 
You-Buy method. It is a sure-fire way to make 
sales because it PROVES conclusively that 
“Bodiform” Chairs are more than just chairs— 
they are comfort, style, durability and true econ- 
omy to the nth degree! 

Write today for complete information and dis- 
counts on the sales-building Artility line. 


ARTILITY METAL PRODUCTS, INC. 
302 MONGER BLDG., ELKHART, INDIANA 
NEW YORK BRANCH OFFICE: 300 FOURTH AVE. 


A Complete Line of Artility Chairs for Executive, 
Stenographic and Office Use. 





“Bodiform” Chairs are made of metal 

throughout and may be had uphol- 

stered in genuine leather, frieze mo- 

hair or a high grade leather cloth. 

Many colors of upholstery coverings 
to choose from. 








APRIL, 1938 


NEW MAK-UR-OWN INDEX TAB DISPLAY 
A new and novel display is being distributed this 
month to Mak-ur-own Index Tab dealers by The 
Victor Safe & Equipment Company, Inc., of North 
Tonawanda, New York. 


Against a dark blue background this display shows | 
a cleverly die cut hand and scissors, between which | 


Make your own 
INDEX TABS 


For Quickly Locating 
Active References 


Coos 
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a ¢ 


gin® 





NEW MAK-UR-OWN INDEX TAB DISPLAY 
STAND DESCRIBED IN THE ACCOMPANY- 
ING ARTICLE 


an actual strip of the original and genuine Mak-ur- | 


own Index Tabs is inserted, so that the scissors appear 
to be actually cutting the tab. 

A dispensing compartment that holds sixty feet of 
Mak-ur-own tabbing is another feature of this dis- 
play that enables the dealer to serve his customer 
without referring to his stock shelves. A panel in the 
front also shows all seven colors and three extensions 
of Mak-ur-own tabs that are available. 

The entire display is printed in five brilliant oil 
colors and is equipped with an easel to stand on the 
counter—or it can be hung on the wall if desired by 
means of a concealed eyelet in the back. 

To further assist the dealers’ sales of this product, 
each display has printed on the back, a brief resume 
of the principal sales points of Mak-ur-own Index 
tabs so that the clerk has complete information before 
him at all times to aid him in making sales. 

Any dealer interested in securing one of these sales 
displays should write to The Victor company. 

Se 
GIFT EXPANSION CALLS FOR NEW STORE 

With a beautiful line of gift goods on their balcony, 
the A. S. Cases, Independence, Kansas, found it almost 
impossible to intrigue the customers to climb the 
Stairs, and turnover was not what they wanted or 
needed. So they found a little building on the main 
street in which to house gifts, and last year added the 
second room, right next door, by lease. Now they have 











a beautiful gift store, and around the corner, in the | 
office supplies and book store, they devote their bal- | 


cony to a children’s department with a good inventory 
of books and games. 

Mr. Case finds the clientele of the two shops is a 
wholly different one. His office appliance customers 
want the store arranged for speedy service, kindred 
lines together, and a business-like arrangement, like 
an office. The Gift Shop, on the other hand, has care- 
fully informal decoration, changed frequently, and 
merchandise selected for distinctiveness. Clerks in the 
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WIN AND 
HULU YOUR 
DUS TUMERS 




















“YY Dealers everywhere find that Vail 
y metal fasteners give consumer 
satisfaction in full measure. They 
are made right and packed con- 
veniently and attractively. Cus- 
tomers appreciate the high stand- 
ard of Vail quality and honest 
value. Which means good will 


for the dealers who sell them. 


AA 


\ 
\ 


\\ 


Backed by Vail service and 


strict dealer policy, this line 


K« 


thoroughly justifies the interest 
of the cooperatively inclined dis- 
tributor. If you are not a Vail 
dealer, investigate our fine qual- 


ity line of 





PAPER CLIPS, STAPLES, 
PINS, BRASS FASTENERS, 
THUMB TACKS 


Send today for dealer's price list 
and discount sheet No. 4138-B. 





. VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 
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“MAIL IT TO VAIL” 
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It's Easier to SELL 





Safe’ 


PROTECTION 
for 
RECORDS 
and 
VALUABLES 
in the 
HOME 
and 


OFFICE 








One Hour Furnace 
Tested 


Heavy Steel all Welded Construction... 
Thermo-Cel Insulation ... Heavy Lock Bolts 
and Three Tumbler Combination Lock .. . 
Modern Black Crinkle Enamel . . . Built in 
four sizes to retail at popular prices. 


MEILINK Fire-Resistive 
SECURITY 
CHEST 


PRACTICAL 
INEXPENSIVE 

and DEPENDABLE 
PROTECTION 






Furnace 
| Tested 


Three sizes in ', hour and 1 hour Standard 
Test... Retailing from $12.00 up... A very 
popular selling line that offers convenient fire 
protection at low cost... 

Write for full information. 


There are many exclusive features in the Meilink 
line. You'll find it’s easier to sell Meilink. 


MEILINK STEEL SAFE CO. 
TOLEDO, OHIO 


Originators of the Modern Steel Safe. 




















OFFICE APPLIANCES 


office furnishings and supplies sell merchandise; in the 
gift shop they show it, for either immediate or ulti- 
mate appeal. 

As the man said of the Community Chest fund, the 
Cases do not put all “their begs in one ask it!” The 


separation of lines has built additional trade—AG 
ee SES 


WHITTEMORE AMBASSADORING FOR BATES 

In a recent issue of Bates Brevities, house organ of 
the Bates Manufacturing Company, Orange, N. J., ap- 
peared a photograph of and an item concerning H. L. 
Whittemore, New York advertising man. The “Brev- 





H. L. WHITTEMORE 


ities’ news item addressed to dedlers is presented 
herewith: 

“Sometimes Mr. H. L. Whittemore, the partner of 
our advertising agency who has been handling the 
Bates account for some fourteen years, is apt to pop 
in and pay you a call. He has the idea that the deal- 
er’s viewpoint is vitally necessary to the right kind of 
advertising. He may ask you lots of questions and 
he may have some good talks with some of your out- 
side salesmen. This Bates business is so much a part- 
nership between us and our dealers that we don’t want 
to leave a stone unturned to help you get every bit of 
business that is flying around.” 


a er 
FOSTERING JUNIOR COMMERCE CHAMBER 

V. M. Newberry, manager at Madison, Wis., for the 
Underwood Elliott Fisher Company, is a member of 
a group of Madison business men interested in a plan 
to establish a junior chamber of commerce in the 
Four Lakes district of Wisconsin. The Junior Chamber 
idea had its inception at St. Louis, Mo., and has spread 
over the country. Such organizations are usually 
formed in cities which are large enough to have fifty 
or more young business men between the years of 
twenty-one and thirty-five. The junior chamber 
builds up the juniors and trains them for effective 
work in the senior organization. 

= ———— 
AETNA CABINET OBSERVES ANNIVERSARY 

Forty-five years of production and sale of -office 
equipment was being observed in February by the 
Aetna Cabinet Company, 321-329 West Maryland street, 
Indianapolis. The company was organized in 1893 and 
began operations in a small factory on West Georgia 
street. Five years later the first plant was entirely 
inadequate and a move was made to the present loca- 
tion, where an abandoned city school building was 
remodeled into a plant. Later this building was re- 
placed by the present modern factory and sales plant. 
—EB 
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METAL FURNITURE FOR THE COMPLETE OFFICE 
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ly ee TROY now offers to dealers the only com- 


ty plete line of Modern Chrome Metal Office 
of furniture for the complete equipping of 
<4 general offices, including the vestibule, 

lounge and recreation room. Now avail- 
able in a variety of colors and coverings 
and designed to give years of satisfactory 
service. Agencies are still available... 
write today for dealer proposition and 
1d catalog. 








NEW YORK WASHINGTON, D. C. CLEVELAND 
‘ia 1 Park Avenue 209 Mills Bldg 2184 E. 9th Street 


ly MIAMI, FLA. BOSTON 
110 N. Biscayne Blvd. CHICAGO 99-103 Cortland St. 
a- American Furniture Mart 
as LOS ANGELES 666 Lake Shore Drive PITTSBURGH 
1200 S. Hill Street 1004 S. Michigan Blvd. 1005 Liberty Ave 


si THE TROY SUNSHADE CO. Depi. P-48 TROY, OHIO 





The Polaroid Desk Lamp will interest you more than any lamp 
ever offered for sale. 

It will interest you because it gives you a very rare oppor- 
tunity — an opportunity to capitalize the most important 
accomplishment of our time in the science of light. That 
accomplishment is Polaroid I]lumination. 

Polaroid Illumination is a completely new kind of light — 
a light that is free from glare, actually free from glare. Scien- 
tists have striven for hundreds of years to do away with glare. 


They have at last succeeded. Glareless Polaroid ae 


is here today —for you to sell. / 
. . ° / 
Polaroid, the same Polaroid used in sun glasses, the we 


Polaroid hailed as the future conqueror of wana 2 
é 


will be serving new purposes, finding new uses in se ays 


to come. / - 


But the office-lighting field will not have os yaiy. The 
Polaroid Desk Lamp, first of the lighting uniyé ¢ fappoying I -olaroid, is developed, perfected and will 


soon be ready for you to demonstrate. /, / 


/ 


Your customers will be amazed! Undef tle ft, soothing light of Polaroid Illumination, even the 
f 


/ 
. Ink appears velvet-black. velvet-smooth — as it really is. 
} j 


glossiest paper is entirely free from sKin 
: / 


Colors are enriched. The eye sees ayd yeas without effort or strain. 

The Polaroid Desk Lamp prov ids wie distribution of light over the working surface. Intensity is 
exceptionally high, but you ar ndt $0 fonsc ious of it. There is no harshness, no sense of brightness, 
because nothing but useful or fecihig” light passes through the Polaroid. Glare is gone — entirely! 

Orders for Polaroid Desk lamps are now being taken by licensees for delivery early in May. They 
will be filled strictly in ofdler of A sceipt. You will want to be among the first to demonstrate this new type 


of illumination. Address bukit the licensees listed below or Polaroid Lighting, Inc., West Haven, Conn. 


FARIES MANUFACTURING CO, GREIST MANUFACTURING CO, 
And S. ROBERT SCHWARTZ Division New Haven, Conn. 
Decatur, III. 
THE SIGHT LIGHT CORPORATION 


Essex, Conn, 


UNRETOUCHED PHOTOGRA 
made under identical conditio 
with and without Polaroid 


Everyone who sees Polaroid elit 
nate glare is astonished at ¢ 
seeming miracle. But the sci 
tific principle involved can 
readily explained. 

Ordinary light waves vibrate 
all planes at right angles to 
direction of the light beam. 
horizontal waves glance off 
reading surface, hit the eye 
glare, dilute color values, prod 
the “shine” you see in the phe 
graph above. 

Polaroid stops horizontal wa 
but lets vertical ones thro 
These are the useful or “seeir 
light waves which permit the cle 
cut vision you see in the pho 
graph at the left. 


TRADE MARK 
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The Polaroid Desk Lamp is as revolutionary in design as it 
is in performance. 
It will be publicized by the largest promotional program 
that has ever been put behind an office lighting unit. 
Properly displayed in your windows, the Polaroid Desk 
Lamp will draw curious crowds. 
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PERMANENT 
EXHIBIT SPACE 


938 


AMERICAN 
FURNITURE 
MART 
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: 7 28 en ou v 
Back has _ adjustable a EN mese0 ee i pind eort for 
height and tension. Form- we "of Tyee? om oe COM ants 
fitting posture shape. cnet g e gor me he & 
Scooped seat adjustable in poPp* your? oor 
height and form. High base ane 


so toe and heel won’t catch. 
Rounded edges throughout. 
Self-lubricated casters assure 
easy, noiseless movement. 
No grease or dirt. Same chair 
available in 4 other models 
and with removable pad back. 


Get the facts on the Murphy 
line and generous profit plan! 
Write for attractive, fully illus- 
trated catalog today! Address 
Murphy Chair Company, Inc., 
Owensboro, Ky. 


MURPHY GHAIKS 


There’s no substitute for the rich, warm beauty of office furniture made of wood. 


















And Here it is 
No. 7235 
You'll be amazed 
with the sales vol- 
ume this sensa- 
tional chair will 
give you! Styled 
for plus comfort 
and priced to sell 
at a good profit! 
No other chair on 
the market offers 
so many exclusive 
features at such an 
attractive 


price. Put 
this chair on 
your floor 
today! 
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NORTHWEST TRAVELERS NEWS NOTES 


By A. J. Nordstrom, Correspondent 





Vv. A. Hansen, governor of the seventh district has 
appointed Colonel Arthur Grayston, chairman of the 
general arrangements committee in charge of the 
seventh district meeting to be held in Minneapolis 
at the Nicollet hotel, April 22 and 23. Assisting Col- 
onel Grayston will be former Governors Sterley Jerue 
and Ed M. Hansen. Mayor George E. Leach will give 
the address of welcome. One of the interesting demon- 
strations at this meeting will be a presentation called 
“Selling by Telephone.” This feature is put on by 
Mr. Fader of the Northwestern Bell Telephone Com- 
pany of Minneapolis. Charles P. Garvin will discuss 
the Fair Trades Act and its effect on the retail sta- 
tionery business. Harold Hampton, national president, 


and others will be with Charley’s troupe. Stationers | 


and Travelers are urged to bring their wives or sweet- 
hearts, and in the event that you have not received 


your reservation card, Colonel Grayston urges that | 


you advise himself or any of the committee members, 


and one will be sent at once. 
+ * 


Gordon Engelen, who for the past three years has | 


covered the Central States for the Smead Manufac- 
turing Company, was accidentally killed in an auto- 
mobile accident, in Chicago on March 18. Mr. Engelen 
was on his way to the factory after covering Michigan, 
Indiana and Ohio on one of his regular trips. Sur- 
viving are his mother, Mrs. Margaret Engelen of 
Detroit, Michigan and a brother Everett of St. Paul, 
Minnesota. Funeral services were held at Christ 
Church in St. Paul, Minnesota, on March 21. 
a * * 

Fred Fenne, the Victor man, was a Des Moines visitor 
the week of March 14, and reports the dealers as being 
very optimistic over business conditions. 

* + ” 

Light Horse H. Eddie Cooper likewise reports a very 

satisfactory trip over his territory. 


e #.% 


H. Pierpont Morgan and “Beau” Castle were Duluth 


visitors in March, as was Larry Ackert, the fine paper | 


man. 
* * * 

Others seen and heard recently were George “Dy- 
namo” Desmond of Browne-Morse Company and Larry 
“Tiny” Goodhand, Saint Looey “rooter.” Though he 
did not say whether it was the Cards or the Brown 
Sox, there is a suspicion afloat that Larry still longs 
for the Brewers or the White Sox. 

ot 
CLAUSING ANNOUNCES NEW HERMES 
TYPEWRITER 
A new model of the Hermes Featherweight type- 





writer, equipped with an automatic ribbon reverse | 


and a margin release, has been announced by W 
liam (‘Bill’) Clausing, head of the International 
Typewriter Exchange, Chicago. The retail price of the 
new model is $42.50. 

According to Mr. Clausing, the new model was 
created for the express purpose of attracting the busi- 
ness of commercial schools, where an automatic ribbon 
reverse and a margin release are two of the required 
features of typewriters used in teaching. 

A new sales feature of the machine is the issuance 
of a booklet entitled “Instructions for the Mechanic,” 


in which is included the proper method of correcting 
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‘More profit for you 


than ever in the 


BATES STAPLER 





The new price on refills and the 
larger discounts on both Bates 
Staplers and Refills means more 
money for Bates dealers—remem- 
ber these four points, and remind 
your salesmen of them. 


1—The Bates Stapler is unique 
—the only one that makes 
its own staples. 


2—5000 staples in one loading. 


3—Can’t jam or clog 
and 
4—Bates is the dealers own 
stapler—it is never canvassed. 
Get behind the Bates Stapler now 
—keep on building up for your- 
self an ever increasing, steady, 
profitable refill volume. 


THE BATES MANUFACTURING CO. 
Orange, N. J. 
New York Office, 30 Vesey Street 


Bates Numbering Machines, Bates Indexes, Bates Eyeleters, Bates 
Mun-Kee Stamp Pads, Bates List Finders, Bates File Fasteners, etc. 
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Alpha-Merical 


System of Indexing 





Has many practical selling advant- 
ages for the dealer over other sys- 
tems of a similar nature 


N'4) Tair. E1zc. Law CO. 14) 
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Coupon will bring you full information 


SUPREME 


SUPPLIES 


(Cjhe Wabash Cabinet Co. 


Wabash~iIndiana. 








The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about your SALES PLAN and 
DISCOUNTS, and especially about ALPHA-MERICAL. 


Name 


Address a 











OFFICE APPLIANCES 


any fault brought about by improper handling by the 
portable’s operator. There is also a _ considerable 
amount of window displays, circulars and counter 
cards available to dealers which will be supplied on 
request to the company at 231 West Monroe street, 
Chicago. 
— 
NEW ENGLAND TRAVELERS NOTES 


Here is a message of interest to every member of 
the club recently broadcast by President Fred H. 


| Salmen: 


“In response to my request for financial help for 


| the continued publication of the Netclub News six- 


teen of our members sent in contributions. Included 
in this number are two blanket subscriptions for a 
sufficient amount to make sure that we will be able 
to continue publication regularly throughout the year. 
However, I do not feel as if any two men should be 
called upon to contribute too much for the benefit 
of all of our members and I am going to ask once 
more, and for the last time, for contributions from 
any members who have not already sent in the same.” 
a * * 


Officers and members alike take this opportunity to 
heartily congratulate Dwight N. Briggs upon his elec- 
tion as president of the 12:30 Club of New York. 
May his reign prosper and under his jurisdiction the 
membership increase. 

oe * * 

Fervent fishermen in our organization are again 
eyeing local waters and waiting impatiently for the 
season to open when casting flies and plugs is within 
the law. Among the most impatient are Jim Hobart, 
Harry Chandler and Lee Pollock. 

* * *” 

Club Member Walter Willis and his charming wife, 
Hazel, have established a permanent display of their 
art lines at the Parker House, Boston. Brothers of 
the industry are invited to drop in any time. 

* * * 

Harold Knight, of the McAuliffe Paper Company, 
Burlington, is rapidly becoming one of America’s 
artists, some of his pictures already having won con- 
siderable favorable comment and honor. 


* * & 


Each forthcoming issue will contain a short article 
written on matters of interest to all stationers and 
office supply houses. Leading the talent (in the cur- 
rent issue) is Arthur L. King, manager, Ward’s, Boston, 
and his contribution is well worth reading. 

* * * 

The above news items were gleaned from the Net- 
club News, official house organ of the New England 
Travelers Club. 


—~< 


JONES BROTHERS CELEBRATE QUARTER 
CENTURY 


Featured by the issuance of a neat little booklet 
containing pictures and an interesting history of the 
firm, a celebration of twenty-five years in business was 
recently held by Jones Brothers, Oneida, N. Y. 

The booklet, dressed in a silver cover, bore pictures 
of LaVerne R. and Clifford A. Jones, proprietors of the 
business, as well as some of the leading staff members. 
Other photographs depicted the store in 1913 and in 
the present time, the first delivery car—an ancient 
Ford, and some of the departments of this enterprising 
organization. 
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aS FLOOR PROTECTION EQUIPMENT 
The Complete Line . . . Outstanding in Quality 


With a sales- producing 





display for Bassick Dealers 
that simplifies selling and 


builds new business. 


This display is available free 
to dealers stocking the Bassick 
line. Write for catalog and 
complete information. 


THE BASSICK COMPANY °¢ BRIDGEPORT, CONNECTICUT 


Canadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF 'CANADA, LTD., BELLEVILLE, ONTARIO 
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The Corry - Jamestown 
Line includes over 600 
different styles of stock 
equipment including 
Vertical Files—Storage 
Cabinets—Plan Drawer 
Units, Transfer Cases 
and Cabinets for Ad- 
dressograph Trays. 





Typical installation of Corry- 
Jamestown Desks. 





Four Drawer Card Index 
Unit—one of the many 
styles available. 





Corry-Jamestown Wide Sec- 
tions and Half Sections offer 
flexible and economical fil- 
ing equipment. 


Style 41 1—Document File— 
one of the popular Units of 
this extensive line. 








Corry-Jamestown Counter 
Height Units are available in a 


wide variety of styles and sizes. 


Corry-Jamestown Equipment includes—BOOKSHELF UNITS .. . CARD INDEX CABINETS ... CARD TRAYS... 
CHAIRS . . . COUNTER HEIGHT EQUIPMENT . . . DESKS .. . HIGH LINE EQUIPMENT . . . HORIZONTAL 
HALF-SECTIONS . . . HORIZONTAL WIDE-SECTIONS. . . LAW BOOK UNITS . . . LETTER TRAYS 
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From a modest start eighteen years Corry-Jamestown is unique in 


ago—Corry-Jamestown, under the another respect. While it is large 
leadership of David A. Hillstrom and enough to serve all the varied equip- 
a staff of experienced metal furniture ment demands of modern business, 
experts, has steadily grown until to- it is still small enough to maintain 
day it ranks with the leaders in the a close personal relationship with its 
metal equipment field. Characteris- dealer organization. This friendly 
tic of this steady rise has been the co-operation has been a vital factor 


continuous devotion to the finest in the success of Corry-Jamestown 


ideals of metal craftsmanship. dealers. 
Quality has always been the first ; : hae : 
: . Dealers interested in associating with 
consideration. R ‘ . : 
a vigorous—growing organization 
At first the line included but a few that offers a complete quality line in 


units, but much can happen in all the popular grades—plus sincere 


eighteen years. The line to-day in- selling co-operation—are invited to 
cludes over 600 different styles of write for additional information. 
stock equipment, plus ample pro- 

duction and engineering facilities to CORRY-JAMESTOWN MFG. CORP. 


meet any special built problem which Corry Penna. 
, may arise. Export Address 1105 Chester Ave., Cleveland, Ohio 


: Jamestown 


. . . LOCKERS . . . PLAN DRAWER EQUIPMENT . .. SAFES . . . SECTIONAL BOOK CASES .. 
SHELVING . . . STORAGE CUPBOARDS ... TABLES . . . TRANSFER CASES . . . TYPEWRITER STANDS 

. . VERTICAL FILING DEVICES . . . WARDROBES . . . WASTEBASKETS . . . Also Custom-Built Equipment 
for BANKS . . . COURT HOUSES .. . . HOSPITALS . . . LIBRARIES . . . PUBLIC INSTITUTIONS. 
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INDEX CARDS 


Finest Quality — Lowest Prices 
Alll Sizes, Colors and Weights 

















Horizontal Ruled 














Library Ruled 











Double Vertical Ruled 


Write for samples and quotation 





METHODS COMPANY 


Forest Park IHinois 
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MEETINGS AND DINNERS 
(Continued from page 57) 





CANADIAN STATIONERS ELECT NEW OFFICERS 


Marked by a record turnout of the membership the 
fifth annual meeting and election of officers was held 
by the Stationers Guild of Canada at the Royal York 
hotel, Toronto, on March 14. 

A spirit of optimism and faith in the future was 
the keynote of the gathering and was more than borne 





CELEBRIT:iES AT THE CANADIAN STATIONERS GUILD 
ANNUAL BANQUET.—(L to R:) I. C. Rockwell, J. & A. McMil- 
lan Ltd., St. John, N. B.; W. J. O'Reilly, Underwood Elliott 
Fisher Ltd., Toronto; Don Henshaw, (foreground) A. McKim 
Ltd., Toronto, who was speaker of the evening; W. Ed Daw- 
son, Dawson Bros., Ltd., Montreal; J. S. Luckett, The Luckett 
Loose Leaf Ltd., Toronto; P. F. Grand, Grand & Toy Ltd., 
Toronto; Fred R. Smart, secretary-manager of the Guild, 
Toronto. (Photo courtesy of “Bookseller & Stationer’ Toronto.) 


out by a statement of Secretary Fred R. Smart who 
told the assembled delegates that stationer interest 
in the Guild was increasing by leaps and bounds. 

Practically the entire day was taken up with the 
election of officers and resulted in the following 
named men being selected as members of the Execu- 
tive Council: 

Retailers 


W. Crassweller, Dominion Office Supply Company, 
Walkerville, Ont.; O. H. Manning, O. H. Manning & 
Company, Montreal; George Smith, Instruments Ltd., 
Ottawa; James Sutherland, C. F. Dawson Ltd., Mont- 
real; James P. Cook, James A. Cook & Son Ltd., 
Toronto; W. H. Stainton, Stainton & Evis Ltd., To- 
ronto, and W. J. O’Reilly, Underwood Elliott Fisher, 


Ltd. 
Wholesalers & Manufacturers 


P. Granger, Granger Freres Ltee., Montreal; J. F. 
Taylor, W. J. Gage & Company Ltd., Toronto; P. 
Valiquette, Librairie Beauchemin Ltee., Montreal; H. 
G. Dawson, W. V. Dawson Ltd., Montreal; Eugene 
Villemaire, Villemaire Freres Ltee., Montreal; A. G. 
Lancaster, Dennison Manufacturing Company of Can- 
ada Ltd., Toronto; J. S. Luckett, Luckett Loose Leaf 
Ltd., Toronto; W. S. Stewart, Venus Pencil Company, 
Ltd., Toronto, and J. A. Wilson, Viceroy Manufacturing 
Company Ltd., Toronto. 


District Chairmen 


R. W. Wright, R. W. Wright Company, Halifax, N. S., 
for Nova Scotia; I. C. Rockwell, J. and A. McMillan 
Ltd., St. Johns, N. B., for New Brunswick; W. Ed. 
Dawson Bros., Ltd., Montreal, for Quebec; L. F. Beattie, 
Bixby-Beattie Ltd., St. Catharines, Ont., for Ontario; 
H. L. Willson, The Willson Stationery Company Ltd., 





APRIL, 1938 





Three New Improvements ... NOW STANDARD EQUIPMENT 
Open the Way to BIGGER VOLUME .. MORE PROFITS..on SIKES Chairs 


VEW standard of chair 
value is established by 
Sikes! All chairs now be- 
ing shipped have impor- 
tant new features 


formerly aupplied on |). aii 


special order at higher 


price... now regular 
equipment and all three A 
designed to effect definite 


savings to your customers. 


2 INCH CASTERS 


Ove:come Tes 








BEARING 


All Sikes swivel chairs now 
have Bassick 2” hard wheel 
ball bearing casters that 
swivel easily and noise- 
lessly. Save wear and tear 
on floors. No marred 
floors! 


“? 
CUSHIONED GLID 
Cminate This 


BUSINESS 
























SCARRED oxi 

















CHAIRS 
























These improvements 
cost you nothing on leg 
chairs and only 50 cents 
full list on swivel chairs. 
Think what this means in 
making Sikes Chairs easier 


Send for complete in- 
formation at once, includ- 
ing samples of attractive 
sales literature bearing 
your name. 
TheSikes Company,Inc., 20 
Churchill St., Buffalo, N.Y. 


BUMPER STRIP 
VTA AML AA 











All Sikes wood seat swivel 
chairs have a continuous 
rubber bumper strip 
around the seat to prevent 
wood hitting wood. No 
more damaged clothing 
and stockings . . . because 
no scarred desks! 


All Sikes leg chairs are 
now equipped with rubber 
cushion glides that absorb 
shocks and permit chair 
to be moved easily over the 
floor. No jarred nerves! 
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FEATURE 


TRI-GUARD 







V-CUT POCKET 






TRI- GUARD 
suPPORT 


SWAY CKECK 


The Tri-Guard filing 
principle is an exclusive 
Globe-Wernicke develop- 
paat-daue a revolutionary 
improvement which 
speeds up filing and 
abate b bales 


Each guide slides on 
id ab a-{-We vols (-M- bale M360 0} ole) a a-e 
as well as indexes con- 


tents of the drawer. 


Ample working space is 
provided without fre- 
quent readjustment of 
}o) Ooh =) Mo) MEET -Moy a To Cob 


tional accessories. 














Service 
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**7000’" LINE **8000"* LINE 
This Tri-Guard file has exclusive features and Another Tri-Guard file, recommended for use 
refinements that provide maximum service and where efficiency, economy and_ attractive 
efficiency to users. Grade ‘‘A”’ label. appearance are essential. Grade ‘‘B’”’ label. 


GLOBE-WERNICKE DEALERS OFFER 
A COMPLETE LINE OF STEEL FILES 


A wide variety of steel filing cabinets in every price range is provided 
Globe-Wernicke dealers to meet the many requirements of modern busi- 
ness. Highest standards in material and workmanship make it possible to 
combine beauty, economy, efficiency and satisfactory performance. 


Globe-Wernicke filing equipment and supplies are sold through dealers 
and we cooperate with them. We offer the most complete line available 
from one source of supply—steel, wood and paper products. They are 
backed by a long-established reputation for dependable merchandise 
and fair dealing. Write for catalog, price list, discounts and information 
about our exclusive franchise. 





‘*6200°" LINE 


A non-suspension type file at 
low cost that will give excellent 


**5200°’ LINE 


This sensational new steel file A good suspension type file that 
saves over 7% floor space... is priced to meet with popular 
smooth, quiet drawer operation favor. It is well-made and nicely service in the class of work for 
. .. rugged construction...‘C’’ finished. ‘'C’’ grade label. which it is intended. ‘D’’ grade 
grade label. label. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


**5700"" LINE 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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Winnipeg, Man., for the prairie provinces. and Frank | 
R. Stuart, Clarke & Stuart Ltd., Vancouver, B. C., for 
British Columbia. 


—_<- —— 
N. J: STATIONERS ANNUAL CELEBRATION | 

The Stationers Asscciation of Northern New Jersey 
held its annual dinner and celebration on St. Patrick’s 
Day at the Hotel Douglas in Newark, N. J. As usual 
a capacity crowd, wholly pleasure bent, was at hand. 
And, if you ever want to see a group of men (it was 
stag) make the most of an evening, plan to take in 
the next party. 

At the summons of the dinner bell the diners fell on 
a steak with gusto which spoke well of hearty appetites 
and delicious food. Both seemed one hundred per 
cent. There was plenty of what it takes to keep the 
whistle wet in the enormous punch bowl. Some whis- 
tles apparently were abnormally arid. 

After dinner and under the guidance of an efferves- 
cent master of ceremonies, the fancy steps of beautiful 
girls clad in glittering attire kept the boys well enter- 
tained. So, too, did several additional acts displaying 
masculine prowess of the first order. The entertain- 
ment was of a capital array of talent seldom seen at 
such events. 

At every plate were memorandum books, one pre- 
sented by The Trussell Manufacturing Company, the | 
other by Spiral Binding Company, Inc. Many of the | 
more fortunate diners went home with handsome gifts | 
attesting he largess of codperation manufacturers. It 
was a corking good evening of good fellowship. The 
banquet committee did a marvelous job. 





- — - | 
SPRINGFIELD OFFICE EQUIPMENT ASSOCIATION 
FORMED 

With an election of officers held, formal organiza- | 
tion of the Springfield Office Equipment Association, | 
Springfield, Ill, took place last month. Those who | 
were chosen to head the association as its first officers 
were: 

President, Fred H. Wilson, Royal Typewriter Com- 
pany; Vice-president, H. G. Ackerman, Remington 
Rand, Inc.; Secretary, E. W. Swain, Underwood Elliott 
Fisher Company, and, Treasurer, Robert R. Stevens, 
Simmons Stationers. W. W. Phillips, Monroe Calcu- 
lating Machine Company, and L. J. Grady, Burroughs 
Adding Machine Company, were named to head pro- 
gram and membership committees respectively. 

Although the largest part of the meeting was de- 
voted to organization matters, Loftin E. White, Royal 
District manager at St. Louis, spoke briefly. 

The new association will hold its meetings on the 
third Saturday of each month. 

ee 
WEST VIRGINIA O. E. DEALERS MEET 

Featured by a program based upon better merchan- 
dising of office equipment and supplies, a meeting 
of the West Virginia Office Equipment Dealers Asso- 
ciation was held March 19 at Morgantown, W. Va. 

The meeting opened with an important discussion 
on stock control conducted by George Long, Globe- 
Wernicke Co., and Ralph Traux, Remington Rand, Inc. 
This was followed by a report on the operation of 
West Virginia’s Fair Trade Act read by J. Hanly 
Morgan, Swan-Morgan Company, Huntington, W. Va. 
“Creative Selling” was the topic of a round table dis- 
cussion conducted by Ed. Garrison, Parkersburg Office 
Equipment Company. 

According to President Herman P. Dean, who is 
also president of the Standard Printing & Publishing 
Company, Huntington, a series of programs has been 
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Uppealing and Profalable 
GIFT ITEMS 


FOR THE COMING 


GRADUATION 


Product.) Lists at 
to $12.00; Custom 
Models up to $90.00 





Autopeari 
Gift Set 


Avtopoint Pencil 
and Knife in Es- 
sence of Pearl. 
Lists at $3.00 in 
Colored Bakelite 
Gift Box. With 
Ivory Bakelite 
Gift Box, $3.50 






Autopoint Pencil, 
Postalett, and Knife. 
Lists at $4.50 in 
ivory Bakelite Box. 
Other Colors, $4.00 


F  sgpatly are three of the fine Autopoint gift sets which 
wise stationers are ordering now for the approaching 
season of commencements, weddings, and vacation trips. 
Autopoint’s high standards of quality are reflected in each 
of these numbers. The NORMA 4-Color Pencil, newest 
addition to the Autopoint family, is a thoroughly practical 
writing instrument to which thousands of users pay en- 
thusiastic tribute. The Postalett is a remarkably — 
pocket postage scale that gives weights from 4 oz. to 4% 
lb. The Autopoint Knife, with high carbon steel blade 4 
Gits, is a welcome addition to any man’s pocket accesso- 
ries. The Autopoint pencils in these sets have been se- 
lected for their rich beauty and smartness. Write or wire 
for samples today, or get in touch with nearest jobber, 


AUTOPOINT COMPANY, Dept. OA-4, 1801 Foster Ave., Chicago, Ill. 
Exclusive Eastern Distributors to Stationers: 

Mutual Stationery Company, Inc., 368 Broadway, New York City 
Exclusive Midwestern Distributors to Stationers: 
Associated Stationers Supply Co., 229 S. Jefferson St., Chicago 
Exclusive Western Distributors to Stationers: 

Zellerbach Paper Company (All Branches) 




















The File Clerk Decides 


Any file clerk will tell you roller bearing drawer 
suspension in a file means instant accessibility 
—longer wear and time and labor economy. 
Purchasing agents know this, too. That's why 
the De Luxe TRANSFILE is so great a favorite— 
all year round. 


Of corrugated board, steel reinforced, the 
De Luxe TRANSFILE with its roller bearing drawer 
suspension is the last word in economy and 
accessibility in filing and record keeping equip- 
ment. 


Sell TRANSFILE today. 


GUIDE SYSTEM & SUPPLY CO. 


335 Canal St., New York, N. Y. 


Manufacturers of the GUSSCO complete 
line of Filing Supplies—to dealers only. 


The DELUXE TRANSFILE 

Steel Roller Bearing 
Drawer Suspension— Steel Front 
Finished outside in olive green. 
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arranged for the balance of the year each of which 
will be inspirational and practical, touching upon 
major problems confronting the stationer and the 
various factors which lead to business increases. 


—>-—__ 


ADAMS CUSHING & FOSTER CELEBRATE 
ANNIVERSARY 


Adams, Cushing & Foster Inc., noted Boston sta- 
tionery and office supply house, on March 1 celebrated 
its fiftieth anniversary when the treasurer, Walter F. 
Cushing, was host to a number of his associates at a 
luncheon in the Boston Chamber of Commerce. 

Mr. Cushing delighted his guests with stories of his 
happy, amusing and interesting experiences during 
the years he has been a member of the industry. 

Following close upon the recent fiftieth birthday 
party of the Boston Stationers Association at which 
Mr. Cushing was guest of honor as the only living 
charter member of the organization, the latest event 
emphasized again his long and useful career in the 
stationery business. 

The Boston Stationers Association celebration was 
reported in the March issue of OFFICE APPLIANCES. 


—>2—___ 


LEONARD HEADS MICHIGAN STATIONERS 


At the annual meeting of the Stationers Club of 
Michigan, held in the Olds hotel, Lansing, Mich., on 
March 9, C. W. Leonard, Sr., of Leonard & Company, 
Detroit, was elected president of the organization. 
Other officers named to serve during 1938 are: 

Vice-presidents, R. C. Nichols, Daniels Company, 
Muskegon, and George W. Baxter, Saginaw Publishing 
Company, Saginaw; Treasurer, Jerry W. Gruner, 
Franklin De Kleine, Lansing; Directors, Clem Seely, 
Tisch-Hine Company, Grand Rapids; T. Walter Bus- 
sing, Bussing’s Stationery, Highland Park; Calvin A. 
Wolf, Mayer-Schairer Company, Ann Arbor, and Wil- 
liam A. Morton, Ihling Bros. Everard Company, 
Kalamazoo. 

sp apg 
CHICAGO OFFICE APPLIANCE MANAGERS DISCUSS 
SALES PROBLEMS 

The March meeting of the Office Appliance Managers 
Association of Chicago was held on the evening of the 
eleventh at Medinah Athletic Club. In the absence of 
the president, A. H. Foxcroft of L. C. Smith & Corona 
Typewriters, Inc. the vice-president, William H. Ire- 
land of The Todd Company, presided. The meeting 
took the form of a round table discussion on special 
methods employed to meet present market conditions. 
Everyone present had some ideas to contribute. N. J. 
Collister, new Chicago manager for the typewriter 
division of IBM, was a visitor. 

- o—= ee 83} 

KAPLAN AGAIN HEADS ATLANTA STATIONERS 

At an annual meeting held February 4 and marked 
by a record turnout, members of the Atlanta Stationers 
Club again unanimously re-elected L. I. Kaplan, Office 
Supply Company, president, and re-elected A. D. Hu- 
bert, Jr., of the John H. Harland Company, secretary. 
The election marked the fourth time that both Mr. 
Kaplan and Mr. Hubert have been chosen to head the 
Atlanta organization. 


—_ © 
NICHOLS IN WHITE HOUSE DELEGATION 
As one of a delegation of men representing national 


and international organization sponsoring National 
Foreign Trade Week, F. W. Nichols, vice-president and 
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Hook up your Sales to Oakville 


Both these hooks by the Oakville 
Company division of Scovill are of nickel-plated steel, superior 
to unplated hooks which rust easily. Packed conveniently for 
small and large quantity customers. And of course they are 
manufactured to the strictly uniform quality standard of 
Oakville. The Display hook will support approximately one 


pound, the Magazine hook, two pounds. 








MAGAZINE HOOK 





DISPLAY HOOK 


a 200 — 2 dozen on card. No. 622 Packed !4 Gross bulk per 
ross per box. ? ; 
} si ; box. Will accommodate items up to 
No. 2000 Packed !»% Gross bulk per 34” thick 
box. Will accommodate items up to 4 thickness. 

g’’ thickness. 


When you place your order for these, ask for information on 
Oakville’s famous Yellow Box Line. It affords you a complete 
stock of swift-moving paper fastening devices from one source. 
You'll like the kind of profits Oakville prices allow ... and 
the kind of service Oakville gives. Write now. 


@ OAKVILLE COMPANY 


-OVILL MANUFACTURING COMPANY 


Waterbury, Connecticut 





PINS - CLIPS FASTENERS THUMB-TACKS TAK-A-PINS - ETC. 


IN CANADA .. Brown Brothers, Ltd., Toronto ’ inada 
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I THIS NEW MAK-UR-OWN INDEX | I THE CONTAINER IN FRONT THAT HOLDS 
TAB DISPLAY IS CERTAINLY IN- 60 FEET IS A BIG HELP IN SERVING 
CREASING OUR SALES AND CUSTOMERS, TOO...AND THE PRINTED 
CREATING NEW USERS... ‘ SALES POINTS ON THE BACK HELP ME 

| CLOSE A BIGGER PERCENTAGE OF SALES 

















| YES, IT’S SO ATTRACTIVE ALMOST EVERYONE 
STOPS TO LOOK, AND LOTS OF PEOPLE 

| | TELL ME THEY’RE GLAD TO FIND OUT ABOUT 
| | SUCH CONVENIENT INDEXING . ] 























GET YOUR NEW MAK-UR-OWN INDEX TAB 


TRADE MARK REG. U. S. A. 


DISPLAY NOW. e e e its colorful, attractive, takes up little room 
on your counter but does a BIG SELLING JOB. Printed in five oil colors. Die 


cut hand and scissors hold actual Mak-ur-own. 

Everyone who enters your store is a prospect for a profitable sale of Mak-ur-own 
. . . the convenient index tabs that are used by all kinds of people on all sorts 
of loose-leaf, card and bound book records. 

This new display, prominently placed on your counter, will practically do your 
selling for you . . . it is FREE to any dealer with an order for only 25 feet of 
Mak-ur-own Index Tabs . . . send in your order today, or write for further details . . . 








am THE VICTOR SAFE & EQUIPMENT CO, INC. Beg 


NORTH TONAWANDA, NEW YORK a 
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general manager of the International Business Ma- 
chines Corporation, was a visitor at the White House 
on March 1. 

The delegation participated in a conference with 
President Roosevelt who assured the visitors of’ his 
deep interest in the program prepared for the event 
which will be observed from May 22 to 28. 


—<—-). 





EAGLE OTTAWA'S BLACK EAGLES.—The fine group 
of Whitehall champions represent the Eagle-Ottawa 
Leather Company, Grand Haven, Mich., has already 
made a name for itself in basketball circles and is on 
the way to being a spirited contender for the Hatton 
trophy this year. 
—_———- oe 
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THIS DISPLAY OF THE WILLIAM B. BURFORD PRINTING 
COMPANY, INDIANAPOLIS, WAS SHOWN AT THE RECENT 
INFORM-A-SHOW OF INDIANA SPONSORED BY THE PUR- 
CHASING AGENT'S ASSOCIATION OF INDIANAPOLIS.— 
The nucleus of the display was the new Yawman and Erbe 
Manufacturing Company’s four-leg, round-cornered steel desk 
with metallic gray finish and chromium trim. Other “Y and E” 
equipment included a four-drawer file, chair and safe. 
mn 


FRANK HARRIS RETIRES 

Frank F. Harris, head of the Chicago branch of the 
Carter’s Ink Company, retired on April 1, after a serv- 
ice of nearly thirty-five years. Announcement of his 
retirement was made in March by R. B. Carter, presi- 
dent of the company. 

Mr. Harris joined the Carter organization in 1903, 
severing connections with Loring, Short & Harmon of 
Portland, Me., with whom he had been affiliated for a 
substantial period of time. Thus he has an unusual 
record of long, efficient and faithful service with two 
different business concerns in the stationery field. 

All Frank Harris’s friends throughout the Carter 
personnel and in the industry at large join in heartiest 
good wishes to him and to Mrs. Harris for the contin- 
ued health and happiness in the enjoyment of their 
many interests and avocations. 
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INSTANT COPY 


Alert dealers everywhere are building peak sales 
with this new low-priced liquid duplicator. New 
markets are opened. Every restaurant, office and 
shop is a prospect. Thousands of potential uses 


and users. Start featuring the INSTANT COPY 


now. 


FOUR EXCLUSIVE FEATURES 


@ LOW PRICE — only INSTANT COPY 
produces such fine results at such a low cost. 
@ CLEAN —no messy gelatins, no stencils, 
no ink. 

@ FAST — no type to set, no preparation. 


@ SIMPLE — Write, type or draw on glossy 


paper, insert in machine and produce copies. 


The Utility model (illustrated above) is priced at 
only $19.50. Other models available from $11.95 
to $49.50. 


DEALERS! Send the coupon below. Write or 


wire today for further information. 


KEEN MANUFACTURING COMPANY 


| 800 NORTH CLARK STREET, CHICAGO, ILLINOIS 


| 


| 








MAIL THIS AT ONCE! 
Keen Mfg. Co. Please send me 
800 N. Clark St. Utility model C.O.D. $19.50 less regular 
Chicago, Ill. dealer discount. 
DeLuxe model C.O.D. $49.50 less regular 
dealer discount. 
Name 
Address 














126 


The C.E. SHEPPARD CO., 


44-Ol 215 Street,- LONG ISLAND CITY, N.Y. 


= 
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To Help You Sell 
MORE VISIBLE 
EQUIPMENT 


We now have available three new System 
Booklets designed to promote the sale of 
Visible Record Books. They illustrate and 
describe visible systems for Stock Control, 
Inventory and Purchase Records; Sales 
and Prospect Records; and Strip Analysis 
Systems. Others are in the course of 
preparation. These new booklets will help 
dealers sell more Visible Equipment. 
Copies may be had on request. 


A Complete Range of 
Visible Equipment 
The Cesco Line of Visible books is ex- 
tensive—Non-shift and Automatic Built- 
in shift types—a wide range of sizes and 


grades of bindings. 


Exclusive Agencies Available 
No matter how well you may be satisfied 
with your present connection, an investi- 
gation of the Cesco Line is suggested. It’s 
worth your while to get our catalog and 
dealer’s exclusive agency plan. 


LOOSE LEAF @ 











OFFICE APPLIANCES 


LEVY CELEBRATES YEAR IN BUSINESS 

Enthusiastically backed by friends in the industry, 
other merchants in his town and manufacturers whom 
his organization represents, S. Paul Levy, owner of 
the Greenville (Miss.) Office Equipment Company, last 
month celebrated the first anniversary of his firm. 

Located at 218 Main street, the fine store is com- 
pletely stocked with every type of office furniture, 








S. PAUL LEVY 


equipment and supply. There are Sundstrand add- 
ing machines, Underwood typewriters, A. B. Dick Com- 
pany Mimeographs and products of the Shipman- 
Ward Manufacturing Company, S. S. Stafford, Inc., 
Meilink Steel Safe Manufacturing Company, Markwell 
Manufacturing Company, the Wells Furniture Manu- 
facturing Company, and Remington Rand, Inc. 

A feature of the celebration was an entire page 
of advertisements and congratulatory messages which 
appeared in the Delta Star, a Greenville newspaper. 
A complete description of the store and its stock as 
well as a photograph of Mr. Levy was also printed in 
the news column. 

With the growth of the store Mr. Levy has like- 
wise increased the territory which he covers in seek- 
ing new business. At the beginning his efforts were 
confined to the boundaries of Greenville. During the 
year, however, he planned and now covers a circuit 
which includes territory sixty-five miles away from 
the office. 

Before launching his own business Mr. Levy was 
associated with his father in an office equipment 
business in Vicksburg known as Henry N. Levy & 
Company. 

It was in this connection that he gained over a 
period of years the experience and factual knowledge 
of the industry his father deemed necessary mental 
equipmnt in launching a business and keeping it suc- 
cessful. 

— © 


NEW DISTRICT MANAGER FOR MARCHANT IN 
EL PASO 

Appointment of Nate Knittle as district manager for 
the Marchant Calculating Machine Company was an- 
nounced last month by Edgar B. Jessup, general man- 
ager of the firm. 

Mr. Knittle goes to El Paso from Phoenix, Ariz., 
where he had charge of the district office under Grant 
Ellerbeck, former El Paso district manager. Mr. Eller- 
beck in turn has been transferred to the Dallas dis- 
trict managership. 

The El Paso district has jurisdiction over five offices 
in West Texas, New Mexico, Arizona, three counties in 
Oklahoma, two counties in Nevada and two counties 
in California. ATW 
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NEW!.. 


Radically Different Pen Set 





Witn Rite-O-Way a great 
new era of personal effectiveness 
opens—a grand new opportunity 
for your customers. Whole 
offices, not single desks, equip 
with Rite-O-Way! Professional 
people and homes respond in 
volume! And rivers of SKRIP 
flow naturally after such 
purchases. 


with stainless 


WRITE FOR 2c A DAY steel point 
SIGN A DAY’S MAIL NON-STOP! $48 
Great Personal Efficiency—Little Cost e 


with genuine gold 
point. 


Rite-O-Way is the greatest hand- 
writing news in a decade. It 
makes writing practically auto- 
matic. The lightly poised Rite- 
O-Way pen banishes ‘‘writer’s 
cramp’’—and by eliminating old 





style reach and dip writing this great new 
set eliminates error by permitting concen- 
tration on the work instead of on the writ- 
ing tool! ... Salaried hours per week, days 
per month, are saved by Rite-O-Way! 
National advertising will inform American 

Business about Rite-O-Way; be ready when 
ready weitns §=6 YOU Customers inquire! 


angle. Dirt is 
sealed out, yet 


-——  figntly te mana. ~=©With stainless steel point, double tipped for 
“one.  Gouble wear, $2.85. With genuine gold point, 
| “ —stcket'reaneg win = iridium tipped, $4.85. 


oss MADE IN THE PEN CAPITAL OF AMERICA 


THE WASP PEN CO., Inc. FORT MADISON IOWA U.S. A. 







Visible fluid sup- 
ply—Lift the lid, 
see the fluid. 





Tough, lustrous 
genuine bakelite. 







Inverted 
skrip bottle— 
usually serves 

for many 

months. 







“pp ¥ 
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ZENO-PNEUMATIC TOP 


“Combs out” all air 
bubbles through = uni- 
form pressure starting 
at center and spreading 
in all directions as top 
is closed. Thus, orig- 
inal copy is always flat. 
An exclusive ZENO- 
GRAPH feature. 





OFFICE APPLIANCES 


LUICKER and 


CHEAPER. 


THAN PHOTO-PRINTS 








THE MODERN SYSTEM OF OFFICE REPRODUCTION 


Photographic copies are today a recognized 
business necessity. Usually the material to 
to be copied is confidential—records, sales 
sheets, important correspondence, etc.— 
matters which your company would like to 
keep to themselves. But to get photographic 
copies you must entrust them to others. 
And, on top of that, the copies cost you 
twenty-five cents or better for letter sized 
reproductions. 

ZENOGRAPH changes all that. Now per- 
fect photographic copies can be made right 
in your office—by your office boy or girl 
in less than 3 minutes—at about 14 the 
price you are now paying—no dark room is 
required. You get perfect copies when and 
as you want them—anything typed, printed, 
written or drawn on a flat surface. 
ZENOGRAPH is the only self-contained 
photographic reproducing system made for 
the office. Observe the picture at the top of 














Price 


this page. The Zeno Printer with an auto- 
matic exposure timer is at the left. The 
paper trimmer is on a shelf to the left of the 
metal pocket where the sensitized Zenopaper 
is stored. Originals to be reproduced are in 
a rack above the printer. Trays for developer 
and fixer are in the front compartments. 
The squeegee plate extends out over the 
water compartment for the bath. The Zeno- 
dryer on the right hand shelf completes the 
process. The whole cabinet takes no more 
room that a desk or a table. 

Copies produced on the ZENOGRAPH, we 
call them Zenostats, are permanent, water- 
proof and smudge proof facsimiles of the 
originals. Clear, positive blacks and whites. 
Color is reproduced in tones of black 
perfectly. 

You need ZENOGRAPH. It will quickly 
pay for itself in the economy effected. Com- 
plete details will be sent on request. 


REPRODUCTION EQUIPMENT CORP. 


ELEVEN BROADWAY, NEW YORK, N. Y. 


$175.00 complete with Automatic Timer, Pneumatic 
Contact Top, Zenodryer, Zenotrimmer, with legs and shelves. 





AGENTS and 


Here is your opportunity to get in on the ground 
floor on a 100° proposition that really is “going 
places.”’ It offers remarkable profit possibilities both 
from sales of original equipment and from supplies. 
Patented features ot this equipment insure absolute 
protection Sells for about 1-10 the cost of 


DISTRIBUTORS 


equipment which does a comparable job. Cuts 
user's reproduction costs to 14 the price he now 
pays. Makes copies right in the privacy of users 
offices saving time. Simple to operate. Has no 
complicated mechanism hence, no servicing. Terri- 
tories are now being awarded. Write at once. 
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Winstead’s Way of Building Fountain Sales 
(Continued from page 24) 


am keeping this hat but you will never sell me an- | 


other!” Mr. Clayton must have had some such ex- 
perience as that. 
Display and Quality Stressed 

To dominate in fountain pens in any city, Mr. Clay- 
ton declares, you must have a predominating display. 
Winstead Brothers, Inc., has that,—the greatest num- 
ber of pens in mass showing that can be found in the 
community, all visible from the sidewalk. People inter- 
ested in purchasing fountain pens or mechanical pen- 
cils can see at once that this merchant is well stocked 
with numerous styles and sets to suit all tastes and 
requirements. 

Mr. Clayton is especially successful in increasing the 
unit of sale. He frequently persuades the customer 
that greater satisfaction will be found in a higher 
priced pen than he thought he wanted when entering 
the store. Of course, if the customer just won’t and 
can’t buy the best pen the come-down is gradual. The 
sale usually is a better sale than the average salesman 
would expect to make. It pays to start up at the top. 

Mr. Clayton makes good use of the penclinic, an 
event which some merchants shy away from on the 
theory that it’s a lot of trouble and too costly. Mr. 
Clayton agrees that giving free inspection and cleaning 
service during “pen week” does involve time and ex- 
pense. But he maintains that it is less trouble than 
any other method of making a like number of con- 
tacts, and it costs much less than advertising space; 
besides, he thinks it is much more direct. 

Every clinic is a real sales build-up with Winstead 
Brothers, and every clinic gets good results. When a 
customer is made in this store, in most cases, he re- 
mains a customer. 

ee 
WARNS ON TRADEMARK INFRIGEMENT 

Declaring that any infringement of its trademark 
rights will result in legal action, the H. A. Ink Eradi- 
cator Company, 1707 Zerega avenue, New York, N. Y., 
last month issued the following statement to the trade: 

“The trademark with the numerals ‘1’ and ‘2’ within 





H. A. INK ERADICATOR REGISTERED TRADEMARK 


stars used on the bottom of the box in which H. A. ink | 


eradicator is packaged is a registered trademark owned 
solely by H. A. Ink Eradicator Company, 1707 Zerega 
avenue, New York, N. Y. This company will take 
prompt legal steps to protect its property right in this 
trademark and issues this warning to any who are 
using or contemplate using this trademark or any 
part of it.” 
= —_—_ 

DOPPELT RETURNS FROM WEST INDIES TRIP 

Refreshed and ready to tackle the load of work 
awaiting his attention, Charles Doppelt, head of the 
leather goods manufacturing company bearing his 


name in Chicago, last month returned from an ex- | 


tended trip to the West Indies. 
Mr. Doppelt sailed on the six-week cruise accom- 


panied by Mrs. Doppelt and the couple’s daughter, | 


Shirley. He reported finding indications of increasing 


business everywhere, with excellent prospects of a | 


banner year in practically every type of industry. 
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In EVANSVILLE DESKS 
Beauty Is Not Merely Skin Deep 
















No. 3060 
An engagingly 
styled desk from 
Evansville No. 3000 
Group. 

The intrinsic value in these good 
low—medium priced wood desks 
extends clear down to the basic materials of which they 
are made. 

Eye appeal is happily combined with good workmanship 
and clean construction to produce a line of wood desks 
that sell easily and earn better than average profits. 

The Evansville Portfolio of Designs will suggest means 
of increasing your office furniture sales. 

It will be sent for the asking. Please write for it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE 







INDIANA 








with the 


WIRLIT 


COUNTER DISPLAY 


Demonstrate 




















Series 300 
$10.75 list 


We also make Series 200 
(two hole) 
$6.25 list and Series 100 


TIN IVINCING one hole) 
/EL—INTERESTING—CONVINCING—an ¢ c 
pe $2.50 list 


office tool for perforating paper % inch 
thickness or less! Cuts holes %4, 9/32, 
11/32 and 13/32 inches in diameter with a 
twirling motion causing the hollow steel drill 
to penetrate smoothly, easily and quickly 
through a half inch magazine, file of papers, 


booklets, carbon copies, ete. Order your 
TWIRLIT for demonstration and get the 
TWIRLIT counter display. 


MITCHELL BINDER CO. 


Virginia & Bower Aves. Hagerstown, Maryland 
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PROFITS COME FROM RESULTS 


Many a stenographer has gone back to the old tooth 
brush method because she was sold a type cleaner that 
did not give results. If you want to build type cleaner 
profits—sell Clarotype. It gives the stenographer a 
type cleaner that works from top to bottom of the 
bottle. It gives results that result in repeat sales. Offer 
all your customers Clarotype and you will, actually, 
double your type cleaner sales—and profits. Order 
from your jobber or from The Clarotype Co., Inc., 


16-D Hudson St., New York City. 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 








y 


KNOWN AS THE BEST 


THE BEST KNOWN — 














Fruuleles 


SLIDE-OPERAT ING Ri 
Wins Immediate Acceptance 


Business-men from coast-to-coast recognize the three 


major improvements in ring binders and are adopting 
the Faultless ‘‘S-O”’ for use wherever shown. 









Its Pull-Push action slides rings apart with just a 

* gentle pull of the lever, and closes them with an easy 
push. No snap, no pinching of fingers, and sheets do not 
jump off rings. 
2 The cradle-action Sheet Lifter lifts, rather than pushes, 

* sheets over the rings, lengthening the life of the sheets. 
3 The recessed label holder makes identification easy 

* speeds up record keeping. 


STATIONERS LOOSE LEAF COMPANY 
524 North Broadway 


















MILWAUKEE 
NEW YORK CHICAGO 
CRADLE-ACTION f 
: SHEET LIFTER 
a ¢) 

















RECESSED 
LABEL HOLDER 


PULL~ PUSH 


ACTION iste 
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REMINGTON RAND WORKERS APPEAL TO 
PRESIDENT AGAINST NLRB 

Seeking protection against “vengeful and discrim- 
inatory tactics’ of the National Labor Relations 
Board, workers of Remington Rand, Inc., last month 
appealed to President Roosevelt through the medium 
of the Remington Rand Employes Association, Inc. 

The action was made public by Elmer Peterson, 
chairman of the association, who said a written appeal 
had been made to President Roosevelt on the ground 
that the NLRB pursued “vengeful and discriminatory 
tactics against our members” and, further, had “per- 
verted the laws of equity,’ in reaching its decision to 
force Remington Rand to re-employ several thousand 
strikers at Connecticut, New York and Ohio plants. 

The board’s decision was recently upheld by the 
New York Circuit Court of Appeals, making it manda- 
tory upon the company to discharge, if necessary, 
employes hired after the strike to make room for 
those whom the board reinstated. 

Oe 


TROY FOLDER FEATURES CHROME FURNITURE 

Featuring the Troy line of chrome metal furniture 
and printed partly in color, a new folder is being 
issued to the trade by the Troy Sunshade Company, 
Troy, Ohio. The folder, made up in an attractive and 
pleasing manner, described and illustrates the Troy 
desks, tables, chairs, settees, bookkeeper’s stools, and 
costumer, while a large colored plate depicts a hand- 
some office completely equipped with Troy chrome- 
plated metal furniture. 

—_——_0—=>-0e—__—___ 
FRANKLIN COMPANY MOVES 

The Franklin Ribbon & Carbon Company, New York 
City, recently moved from 8 East Eighteenth street to 
new and larger quarters at 161 William street. The 
firm manufactures “Benjamin Franklin” brand prod- 
ucts. 
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MOORE-HARALSON 
Travis M. Moore and Miss Evelyn Haralson, both of 
Millers’ Book Store, Atlanta, Ga., were married on Sat- 
urday, March 5. They spent their honeymoon in Ten- 
nessee, visiting Chattanooga, Nashville and other points 
of interest in that state—JHR 
— 
PORTER-BARNARD 
Wedding bells rang recently for Miss Virginia Bar- 
nard, only daughter of Mr. and Mrs. G. A. Barnard, 
who operate Barnard’s Book and Office Supply Com- 
pany, 103 South Bickford avenue, El Reno, Okla. The 
young lady, who for a number of years has helped in 
the store, married A. Francis Porter, one of El Reno’s 
rising young attorneys.—EVH 
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MASTER JOHN ORR DWYER 

John B. Dwyer, who graces the sales ranks of the 
Acco Products, Inc., is still receiving congratulations 
on the birth of a son born to Mrs. Dwyer on March 10 
at the Jefferson hospital, Philadelphia. The baby, who 
has been christened John Orr Dwyer, weighed seven 
pounds nine ounces but has added considerably to 
that since his arrival. Mr. Dwyer, who is well known 
to the trade throughout his Pennsylvania territory, 
was formerly with the F. S. Webster Company. 


* 
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LINES that BOOST 
qwo ANA AB ela bk 


The (ace BET 


Fal 
INVINCIBLE 





The Invincible Modernaire Desk 





shown at the left is one of a complete 


: line of distinctive business desks with 








unusual sales building features. Flat top executive 








desks — center fixed shelf typewriter desks — double 
and single pedestal, and flat top typewriter desks, and 
office tables — of beautifully matched design. Stream- 
lined for eye-appeal — built for a lifetime of service 

construction and convenience features that make sales 
when demonstrated to your customers. Write — NOW 


for complete information on the Modernaire line. 























INVINCIBLE No. 1200 LINE 


This new 1200 File Line by Invincible has made a big 
hit with dealers because it is so truly practical. Has 
the efficiency and constructional strength of higher 


priced lines — yet is surprisingly modest in cost. 


The No. 1200 Line — includes 4-drawer, 3-drawer, and 
2-drawer height files, in letter and cap sizes ach 
having a complete variety of drawer inserts. Made of 
fine furniture steel — all joints electrically welded 
cases strongly reinforced. These features, plus 
Invincible’s improved and perfected Roller Drawer 
Suspension — provide sales points that ‘‘click’’? with 
customers — and boost your sales. Send for literature 


and full details on the No. 1200 Line. 





INVINCIBLE METAL FURNITURE CO. wmanirowoc, wisconsin 
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3th annual 


National 


BUSINESS SHOW 


America's Efficiency Exposition 





Commerce Hall, New York 
8th Ave. and 15th St. 


October 3rd to 8th inclusive 
1938 


The Annual meeting place of 
users, makers and distributors 
of better business machines, 
and office equipment. 


National Business Show Company 


FRANK E. TUPPER, President E. O. TUPPER, Secretary 


50 Church Street, New York 


Chicago, 20 N. Wacker Drive 
C. H. Hunter, Manager 
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NEW CABINET FOR AICO TABBING DISPLAY 


Designed especially for the counter of stationery | 


stores where the minimum of space is available, a new 
cabinet for storing and displaying Aico Grip insertable, 
tubular edged tabbing has been made ready for the 


ok EFEICIE, 
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COMPLETE STORY TOLD ON FRONT- 
MERCHANDISE DISPENSED FROM REAR 


AIGNER’S DISPLAY CABINET FOR AICO 
GRIP TABBING. 


trade by the G. J. Aigner Company, 503 South Jeffer- 
son street, Chicago. 


The cabinet is thirteen inches wide, twelve deep and | 


| 
| 





ten high. It is made of furniture steel with a rub- | 
down enamel finish, streamlined in design to harmo- | 
nize with any setting. The front has an attractive | 


display showing the various uses for the tabbing. 


According to Elmer Krumwiede, sales manager of the | 


company, the cabinet is free to dealers. A unit is | 


available complete as a deal containing 200 feet of 
Aico Grip and twenty-one boxes of shield tabs. An 
assortment of advertising material, including a new 
counter display and imprinted literature is included. 
ae an 
STANDARD’S DUPLICATOR BOOKLETS AVAILABLE 
Copies of two booklets dealing with duplicating prob- 
lems and published by the Standard Mailing Machines 
Company are still available to dealers everywhere. 
“How Standard’s Fluid Process Lowers Copy Costs” 
is just off the press. It contains twenty-four large 


pages, fully illustrated, and is bound in an attractive | 


two-color cover. The booklet covers the operation and 
advantages of the fluid process incorporated in the 
Standard New Process duplicator. 

“How to get best Results with your Standard New 
Process Duplicator” is the second booklet available. It 
contains a complete description of the various supply 
items used in the Standard duplicating system as well 
as numerous details of operation useful to users of 
the Standard machine. 

onetime 


GOHEEN OPENS STORE IN SAN FRANCISCO 


Guy H. Goheen, for many years manager of the | 


Woodstock Typewriter Company’s branch office in San 


Francisco, recently opened the Goheen Typewriter | 


Company at 404 Market street in the Bay City. 


Before launching his own business, Mr. Goheen | 


was associated with Lester Secor of the Guaranty 
Typewriter Company, 17 Second street, San Francisco. 
The new organization will carry a complete line of 
portables, standards and rebuilts of all makes and 
will conduct a service and supply department. 


| 
| 
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Preference 


Students, Teachers, Business and Professional 
People prefer Mashek built cases. The reasons 
are obvious; quality, durability, style and many 
exclusive modern conveniences. 


Most complete line with many 
profit advantages. Get facts. 


FRANK MASHE Kgzco CO 


“If it’s made with Leather, MASHEK makes it Better.’ 
















Modern 
Appearance 


Improved 


JACK S O we ee ne 
Moderne 
OFFICE DESK 


Definitely Better Equipment for 
Office Executives and Assistants 


JACKSON DESKS are styled to impress and to please 
the purchaser. They make the user and his job more 
significant and effective than before. The 1200 Grade 
Art Moderne illustrated above—a popular, practical 
modernistic desk—is made in walnut and mahogany, 
three sizes double pedestal flat top, also single pedestal, 
typewriter desks, tables, etc. The Jackson catalog 408 
illustrates nine other interesting, sales building grades. 


Jasper Office Furniture Co. 


JASPER, INDIANA 

















GILSON-BOLENS 
LOW FULCRUM 
Office Chair Irons 





You can relax in a chair that has the Low Fulcrum 
Gilson-Bolens action. It tilts in an easy, swinging arc 
whereas high fulcrum actions teeter on a high axis. Low 
Fulcrum comfort means more sales. 

Insist on Gilson-Bolens Low Fulcrum actions (rubber 
or steel springs) when you buy tilting office chairs. 


Gilson-Bolens Manufacturing Co. 
Port Washington, Wis. 














Rally Your Spring Sales Around This 
POSITIVE PROFIT- MAKER! 


NEW STYLE 


at Sensational 





LOW PRICE! 


Home Desk for Full-Size Typewriter! 


Here’s the answer to the growing demand of home users 
and small business and professional offices for a practical, 
smartly styled typewriter desk—at an easy-to-buy price! 
No. 463—Top 22” x 44”, height 30”. Top and 
Front of 5-Ply Sliced Walnut. Made of Willow, 


Walnut Finished. Ample working surface. 
Plenty of knee room. Letter-size file drawer. 


Special Introductory Price for Limited Time Only! 
WRITE TO-DAY FOR DETAILS 


*North Star FURNITURE Corp. 


1900 Pennsylvania - - Evansville, Ind. 
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STAXONSTEEL RECEIVES HIGH TEST RATING 

Withstanding a load pressure of nearly two thousand 
pounds in recent laboratory tests, Staxonsteel storage 
drawers established what the manufacturers, Bankers 
Box Company, Chicago, believe is a record for this type 
of equipment. Five standard letter size units in a 





ACTUAL TEST BEING MADE WHEREIN THE BANKERS 

BOX COMPANY’S “STAXONSTEEL” STORAGE DRAW- 

ERS WERE SUBJECTED TO A PRESSURE OF 1860 

POUNDS BEFORE INTERESTED WITNESSES.—Watch- 

ing the experiment are (left to right) Harry Balch, Qual- 

ity Park Envelope Company and Procter Gilbert, Sears 
Roebuck & Company. 


stack were tested, reaching a total of 1,860 pounds 
before any evidence of failure of the equipment was 
noticed. Laboratory technicians estimate this pres- 
sure test to equal the dead weight of about thirty-five 
loaded storage drawers in a single stack. 

Drawers in the test stack throughout the test oper- 
ated easily and normally and the corrugated structure 
after the test was in good condition. 

The significance of the test in the words of Harry 
Fellowes, president of the Bankers Box Company, in- 
dicated the truth of the advertised claims for Staxon- 
steel of unlimited stacking ability with safety. Mr. 
Fellowes said: “The test indicates an extra margin of 
safety in using Staxonsteel of over 300 per cent beyond 
any possible load in actual use. This margin is the 
user’s guarantee of safety 

The tests were witnessed by Harry Balch, Chicago 
manager of The Quality Park Envelope Company, and 
Procter Gilbert, buyer, supply department, Sears Roe- 
buck and Company. Clifford R. Swett, laboratory 
technician, conducted the tests on a Tinius Olsen 
machine which exerts constant increasing pressure 
upon the test object, operated by an electric motor. 
Variation, collapse or failure of any part of the test 
object automatically stops the machine at the point of 
failure. Pressure readings are indicated on the dial. 
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Che NEW Complete Line of 
Wolhber Direct Duplicators! 


In A Price Range That Fits The Budget 


Of Every Customer $1495 , § 50 
o 539 


Wolber Master Duplicators will satisfy 

your customers because they combine 

mechanical perfection with unbelievably low purchase and operating 
cost. Because they save time, money and space they will actually sell 
on sight. They banish mess and dirt, expensive stencils, ribbons, and 
office drudgery. They will stay sold and make your customers satis- 
fied customers. Operators of Wolber Master Duplicators everywhere 
speak in glowing terms of their neatness, efficiency, speed and ease 
of operation. With Wolber there is no gelatin, no stencils, no ink, 
no type, no muss, no smearing, no waste, no ribbons. They use an 
economical, clean and odorless fluid which dries immediately. Just 
make a carbon, insert in machine and turn crank. Reproduces any- 
thing that can be drawn, written or typewritten. Combinations can 
be made in four colors; purple, blue, red or green. Legai-Master and 
Letter-Master have exclusive half-turn roller release which makes 
it possible to clean roller in half a minute. Comes in three sizes 
each finished in green crackle, stain-proof enamel. All Wolber models 
are guaranteed against any mechanical defect for 1 year. 


Jobbers and Dealers—Write or wire for attractive Proposition. 


Manufacturing Company 

1203 CORTLAND STREE'l 

WOLBER ("2 
Cable address: ‘*Wolbers, Chicago”’ 


Wolber Legal-Master (Top 
photo). Takes legal size 
sheet, 9x14 ie aracs 


Wolber Letter-Master(Center 
photo). Takes letter size 
sheet, 8!/4x11 


Wolber Junior Model (Bot- 
tom photo). ‘Takes sheet, 
Gq! x9! . 





$39.50 
$21.50 


$14.95 
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For All Standard Typewriters—a 52-inch pedestal typewriter desk — by Myrtle 





MYRCO 


Where space is at a premium in offices or homes, 
and production is to be maintained at high speed, 
the new MYRCO Desk offers especial advantages. 
Ample knee room for the user whether typing or 
engaged in secretarial work on the writing top— 
plenty of room, yet only 52 by 32 inches floor space 
required. 


The typewriter pedestal measures only 13!/, inches 
and will house any standard typewriter. It may be 
located either at left or right hand side of desk ac- 
cording to the user's preference. A three-drawer 
pedestal is located opposite and a center drawer of 
good size in the top of the knee space afford stand- 
ard office desk storage accommodations. The type- 
writer is supported on a platform by a fixture operat- 
ing on a track. When not in use, it is easily folded 
down and housed in the pedestal. When in use, the 
platform is locked securely and rigidly in position. 





2553 M. C. 
combination oak 


2653 M. C. 
combination mahogany 


2753 M. C. 


combination walnut 


3453 M. C. 
combination walnut and 
mahogany 


Ready for 
Immediate 


Shipment 


in the various woods specified. It has 
already been displayed by dealers, quan- 
tity orders have followed and shipments 
made. The small space required, the con- 
venience and capacity for work together 
with the modern, pleasing design are fea- 
tures assuring more than ordinary de- 
mand. Send your order for show room 
display at once. Shipments will be made 
in order of receipt. 











MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Lamont H. Wood, President 
Midwest Typewriter 
Company 
Kansas City, Mo. 


Mrs. Jessie I. Taylor, Treasurer 
Globe Typewriter Company 
New York, N. Y. 


L. C. Neuberger, 
Broadway Typewriter 
Exchange 
New York City, N. Y. 


J. Paul McWilliams, Secretary 
800 Grand Avenue 
Kansas City, Mo. 


Board of Directors 


Irwin Vincent, Western Type- 
writer Company, Topeka, 
Kan.; James P. Ward, Sr., 
Shipman-Ward Manufacturing 
Company, Chicago, IIl.; Theo- 
dore Schafer, United Type- 
writer Company, New York, 
N. Y.; Harry Russell, Office 
Equipment Company, Des 
Moines, Iowa; W. T. Corney, 
Thomas & Corney, Ltd., To- 
ronto, Ont., Canada; Clarence 
Bills, Typewriter Sales & 
Service Company, Washing- 
ton, D. C.; G. S. Cambias, 
G. S. Cambias Typewriter Ex- 


Hugh J. Williams, Iowa Sup- 
ply Company, Iowa City, 
Iowa; Elmer L. Young, Young 
Office Equipment Company, 
Chicago, Ill.; W. F. Clausing, 
International Typewriter Ex- 
change, Chicago, Ill; F. C. 
Waltz, Waltz Typewriter & 
Adding Machine Company, 
Cincinnati, Ohio, and R. H. 
Preston, Preston Typewriter 
Company, Knoxville, Tenn. 
Frank Marin, Typewriter Sales 
& Service Company, Chicago; 
J. S. Morse, Morse Typewriter 
Company, Inc., New York 





change, New Orleans, La.; City, N. Y. 





In an effort to protect dealers in portable type- 
writers on a national basis, the association is mail- 
ing a series of circulars to dealers everywhere urging 
them to place themselves on record as favoring the 
proposed registration of retail prices of portables 
under the Fair Trade Act. 

Typical of the messages sent to dealers in the vari- 
ous states is the following recently mailed to Cali- 
fornia: “California, here it is!! On October 26th 
we forwarded a bulletin to you regarding the regis- 
tration of portables under your Fair Trade Act headed 
‘You Are Next.’ It is therefore with great pleasure 
that we announce that the Royal Typewriter Com- 
pany is registering the retail price of their port- 
able typewriter under the provisions of the Fair 
Trade Practice Act in your state.” This heartening 
message also went out to dealers in Washington, 
New York, New Jersey and Massachusetts. At present 
the association is confining its efforts toward signing 
up dealers in Illinois, Minnesota and Ohio. 

* * x 

Meanwhile plans are progressing on all fronts inso- 
far as the national convention, scheduled for the 
Hotel New Yorker, New York City, July 25, 26 and 27, 
is concerned. The committee has been holding meet- 
ings almost every week for several months preparing 
for the conclave which, according to President Lamont 
H. Wood, is expected to total more than 500 delegates. 


This committee is composed of Chairman Samuel 
Hutter, Check Writer Company, 169 William street, 
New York City; John Loser, Noiseless Writing Ma- 
chine Company, in charge of advertising and publicity 
with Irving R. Ritchie, Addressing Machine & Equip- 
ment, and A. H. Wittekind, Hoffman Typewriter Com- 
pany, Anton J. Pohl, Business Machine Service Com- 
pany, Edward Statz, Ames Supply Company, and David 
Downs, David Downs Type Company, entertainment; 
Mrs. Jessie I. Taylor, Globe Typewriter Company, Wil- 
liam Purvin, Superior Typewriter Company, and Mr. 
Hutter, finance. 

President Wood and Secretary J. Paul McWilliams 
have made arrangements with the convention com- 
mittee and various sub-committees. Further details 
will be reported as they materialize. 








HIGH POINT 


No. 7814 
POSTURE CHAIR 


COMBINES 


scientific working com- 
fort with attractive and 


engaging design. 


In MOST offices, a 
pleasing harmony of ap- 
pearance is considered 
important, especially with 
regard to chairs. This High Point number presents 
good quality and looks right. It is well worth featuring. 


It is made in quartered oak, pecan walnut and mahog- 
any. Besides the style shown here, it is made with 
upholstered seat (No. 7414), with upholstered panel 
back (No. 7914), and full upholstered back (No. 7714). 
New. improved posture chair control with rubber com- 
pression unit—large, easy rolling, noiseless casters. 
Full details and prices on request. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 








STORALOT 


No. 200 


A New Steel Storage Cabinet 
With Adjustable Shelves 


CORNERS {18° -——*k—-4_y 


AND JOINTS Storalot is designed 





PUT 








SMOOTHLY for quick sales. It 
FINISHED is sturdily con- 
STURDY structed of welded 
SHELVING steel. Four shelves 


adjustable on %” 
centers and one 
fixed shelf—make 


JIFFY SNAP 
BRACKETS every inch of space 
PIN TUMBLER available. Popu- 
LATCH AND larly priced. Rich 
LOCK olive green enamel 
is baked on, inside 
CENTER SHELF and out. Requires 
FIXED FOR very little floor 
RIGIDITY space. Ideal for 
SHELVES office, school room, 
ADJUSTABLe and home use. 
HALF INCH Lock over the 
SPACING profit possibilities 
Storalot offers you. 
REINFORCED It has real sales 
DOORS value. 


Write today for 
full information 
on this cabinet 
and other profita- 
ble items. 


HEIGHT 66° 


OUTSTANDING VALUE 


THE PAR-BROOK MFG. CO. 


4650 Brookpark Rd. Cleveland 




















“DUNLOPILLO” the only 


Chair Cushions with 
Removable Sanitary Covers 



















CRAMER “Air-Flow” Cush- 
ions of pure latex are FRESH 
AND COOL as the air circu- 
lating through the millions of 
inter-connected cells. This 
material is used as standard 
equipment by 
STREAM - LINED 
TRAINS, DELUXE 


USES. +o 
MODE RN RUS 
HOTELS, a 
HOSPITALS. GREEN 
CAN'T BROWN 
HIT BOTTOM 6 SIZES 


Regardless of weight, you 
can't sink through their last- 





; ae COMPETITION 

ing resiliency. VANISHES 
Porous, long wearing fabric when these cushions 
covers — removable, SANI- are demonstrated. 


Write for information. 





TARY. easily cleaned, eco- 
nomically replaced. 


CRAMER 


i All Steel 
| POSTURE CHAIRS 


KANSAS CITY, MO. 








1417-19 McGEE ST. 





BASEBALL’S TRIPLE PLAY 
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HOTCHKISS [¢a] STAPLER 
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MYERS BUYS J. C. DARLING COMPANY 
Curtis W. Myers last month purchased the J. C. 
Darling Stamp Company, 734 Kansas avenue, Topeka, 
Kans., from the Darling estate and will operate the 
concern at its present location. Mrs. Darling and her 
brother died recently, leaving the estate for settle- 
ment.—ATW 





ORIGINALITY IN WINDOW DRESSING.—Allen’s Book Shop, 

Amesbury, Mass., recently set a new high for original window 

displays by taking an assortment of colors in the well-known 

Carter Cubes and spelling out the name “Carter's” as shown 

in the above picture. Other Carter's Ink Company items were 
included to make this smart display. 


<>? 


FOURTH EDITION OF KELSEY’S DIRECTORY 

Four years ago, W. E. Kelsey, office equipment dealer 
in Hartford, Conn., conceived the idea of an alpha- 
betical directory of the names of the manufacturers 
he represents, each name followed by a list of the 
products carried by Mr. Kelsey. The directory, a 
six-page folder was well received by customers and 
prospects, prompting Mr. Kelsey to continue the idea 
as an informational service, kept up to date by a new 
edition each year. 

The fourth edition, 1938, has come from the press, 
reminding again of the value of identifying products 
with the manufacturers. In this way Mr. Kelsey makes 
an effective hook-up of the manufacturers’ prestige 
with himself. 

That the directory idea is worth while, Mr. Kelsey 
is convinced. And he is willing to share his idea with 
fellow dealers, offering to send a copy of his 1938 
directory to any who may be interested. 

Mr. Kelsey’s initiative and enterprise, of which the 
directory is but a single expression, have been proved 
in the growth of his business. In October, 1933, fol- 
lowing a fourteen-year record of success in the sales 
organization of Pierce, Inc., Hartford, Conn. (business 
discontinued in 1932), and The General Fireproofing 
Company, he established himself as a dealer. Since 
then, he reports, his annual volume has increased 
nearly 100 per cent each year. 

—_><- 


DUTYPHONE CORPORATION FORMED 

Articles of incorporation have been filed with the In- 
diana secretary of state by the Dutyphone Corporation 
of Indiana, Inc., 2403 North Pennsylvania street, In- 
dianapolis, formed to deal in office equipment. The 
corporation has 100 shares of no par value capital 
stock and the incorporators are Samuel P. Haines, 
Walter Jackson and Paul J. Phillips——EB 
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Bi SINESS in Denver's splendid market 
goes to Kendrick-Bellamy Company on 
Columbia Ribbons & Carbons. In Denver 
as in every other city in the country, cus- 
tomers demand the utmost in service and 


quality. 


@ The reasons are the same TOPS | 

everywhere: Columbia's mer- 

chandise and merchandising pop- 

ularity — quality products plus ENVE’L 
service and cooperation for the 








dealer. 





@ The success of Columbia is the success 
of Columbia dealers—satisfied customers 
that insure steady profits to the store. If 
you are not sharing in this success now, we 
should be glad to tell you how you may. 


Investigate Columbia's difference now. 


COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. 
Kansas City, Mo.: Dwight Bldg. 


FACTORIES: MILAN, ITALY; LONDON, ENGLAND 
SYDNEY, AUSTRALIA 







TRE GA DUPTREACS oF TPT ERTS MSeORS 
A CRON POI ad mm Co 





CLEAMEST AND 
MOST DURABLE 





COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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The QUIETEST Feling 
Cohinet Fyer Built... 


NO FRICTION... NO NOISE 


There’s no slam-bang to a Steelcase Style File. 
The ease, smoothness and quietness with which 
the drawers operate ... just a finger touch is all 
that is required . . . makes this the quietest file 


made. No wonder the Steelcase Style File is pop- 





ular where quietness is considered one of the ele- 


ments of efficiency. 


Fe Iple ti le 


has a unique progressive suspension, proved out- 








standingly efficient by scientific machine tests 
and by daily use in hundreds of modern offices. 
No filing cabinet is better than its suspension. The 
Style File suspension is of the cradle type, with 


free-floating, self-adjusting, case-hardened steel 
S J S 


balls. No riveted wheels or rollers are used. A 
Style File drawer containing a 35 lb. load may be 
fully extended with a pull of only 1214 ounces. 
This filing cabinet with all of its patented and 
radically different features is sold with a guar- 
antee of lifetime service. Shall we send you the 


detailed facts today? 





‘STEELCASE 


Business Equipment. 











Grand Rapids Mii 
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STEEL FIXTURE GETS ELECTION JOB 
To the Steel Fixture Manufacturing company, 
Topeka, Kansas, was awarded the contract to supply 


local election headquarters with steel cabinets to house | 


duplicate and triplicate registers, and the master per- 
manent registration files. They are also to remodel the 
steel registration counter to accommodate new precinct 
registers. The company’s bid, which was the lowest 
made, was $2,945.75.—AG 


—- © 


AUTOPOINT _ 


a BAKELITE ENGINEERS DESIGNED AN AUTOMATIC PENCIL THAT ALWAYS 














eo «+t % ; mae a 


PPR ah CP SOMA AS i OS So 


ee CIES AR Ie: 
HA RES s 


AUTOPOINT EXHIBIT AT ROCKEFELLER CENTER.—This dis- 


play, maintained by the Autopoint Company, Chicago, was | 


the center of attraction at an exhibition staged by the Museum 

of Science & Industry during the month of March. The pencil 

shown here demonstrated the use of Bakelite materials in the 
construction of writing instruments. 


a 
PACIFIC NORTHWEST NOTES 

The Spokane Office Supply Company, celebrated 
with the ides of March formal opening of its new 
establishment located at W908 Sprague ave., Spokane, 
Wash. At this new center, the well known office equip- 
ment house occupies increased ground floor space, over 
which there is fine modern illumination, and spacious 
sales salons. J. S. Lawrence, president of the still- 
growing concern first went to work for the Eastman- 
Jones Company in Spokane thirty-two years ago, but 
in a few years was able to purchase a third owner- 
ship in that company, of which he changed the name 
in 1915 to the Spokane Office Supply. 


oe * * 


Since this is an age of camera fans, of candid 


clicker users and other amateur photographers, “The | 


Camera Club of the Air” is the new club joined to- 
gether via the air-ways, through a new radio feature 
presented by the pioneer stationery house in Seattle 


of Lowman & Hanford Company. Each Wednesday | 


evening Lowman’s puts the club on the air over 
KRSC. On Tuesday evenings the book shop of Lowman’s 
presents the “Story-Tellers and their Tales.” 

* * * 

Showmanship and exhibition of rare typing tech- 
nique were exhibited this March in Seattle and Ta- 
coma, where typewriter dealers and the public fol- 
lowed the fast fingering and tricks of Albert Tangora, 
speed typing champion, and new interest in typewriter 
cleverness was generated. Al Tangora was heralded in 
Seattle by the headline-makers as “sultan of speed”; 
“the black-haired machine gunner of the keys,” and 
“bombardier of the touch system,” as words wizard- 
like were “shot” off the typewriter —CML 
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STAINLESS STEEL FILE SIGNALS 


ARE COMPLETELY DESCRIBED IN THIS 


FREE CARD 
ACTUAL SAMPLES 


RINLESS STEEL FILE SIGMALS 





4 





HELPS YOU | 
TO BUY | 


Q 


& 


+ / BAY 
WY 


A 


SEND FOR 


YOURS 


| “cane . TODAY 


HELPS YOU | 
TO SELL i 


' ! s “an 























You can not fully appreciate 

how different these thin-gauge, 

| highly polished, stainless file 

signals are from ordinary 

6 kinds until you have the actual 

samples at hand. That is why 

| b this ‘“‘layout’”’ is sent free to 

O dealers to assist them in 

eget making up stock, and to as- 

No. | No. 2 sist their outside salesmen in 

Normal Tab describing the line. If you 
Medium wish more than one card, No. 2V—Low Tab 
Window please say how many. Large Window 





| 30 PTD 20 
| 


2! 22 23 24 30 su 34 


| THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 








offers the buyer a chance to find just 
number to suit his pleasure—and at pri 
to suit his purse. 


Get the new supplement to our catalog. W 
now! 


127-133 Bleecker St., New York, N. Y. 








tyled in the modern vogue and pain- 
stakingly customed of fine leathers, frames 
and materials, BRIGHT leather furniture 
attracts the eye of every buyer. Comfortable, 
even cozy, distinctive, rich and long wearing 
in a wide range of styles, the BRIGHT line 


Bright Chair Co., Inc. 


the 
ces 


rite 
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SPIECE LEADS ROYAL’S HONOR DEALERS 
Consistently high sales records over a number of 
New NATIONAL Number years has recently placed the Loren E. Spiece Type- 
eee writer Company, Bucyrus, Ohio, at the head of an 


impressive list of honor dealers of the Royal Type- 
writer Company. 













EXECUTIVE FILE CASE 


A clever, useful, much needed case for the busy ex- THE SPIECE ORGANIZATION.—(L to R:) L. E. 
ecutive. Has nine pockets in lid, indexed for ready Spiece, proprietor; N. A. Wansor, mechanic; Miss 
reference. Ample space in bottom for miscellaneous E. M. Spiece and Miss Mary L. Etsinger. All four 
articles. Case is made of Aniline Russet, lined with are proud of the fact that their organization 
Peacock Calf leatherette. French edge. Size 17x11x5. heads the list of Royal honor dealers as they pose 

& for a picture in the firm's recently-acquired new 


’ : store. 
Send for catalog of newest ideas in 


tu geen in ga cg ge The remaining nine organizations which are hon- 

aie ; . ored in the Royal house organ are: Stockwell & Bin- 

; . ney, San Bernardino, Calif.; Fergus County Democrat, 
National Brief Case Mfg. Co. Lewistown, Mont.; Nebraska Typewriter Company, 
512 S. Peoria St. a a Chicago, Ill. Lincoln, Neb.; Hester’s Office Supply Company, Lub- 
bock, Tex.; Idaho Typewriter Exchange, Pocatello, 

Idaho; Lufkin Typewriter Company, Lufkin, Tex.; 
Alfred Williams & Company, Raleigh, N. C.; Peoria 
Typewriter Company, Peoria, Ill., and Roy A. Davis, 














“MARKWELL Omptoved PATENTED STAPLES| 
Assure. positive PROFITS | 







“RE1" | Colorado Springs, Colo. 
I 
| GARRICK TAKES INCREASED TERRITORY 
neva @with 500 staples Ralph R. Garrick, exclusive representative of The 


oo 
*5 Eraser Company, Inc., Syracuse, N. Y., in Pennsylvania, 


New Jersey, Delaware, Maryland and the District of 





~ 








... $end us full particulars about 


@ Your plan of controlled distribution 
for select dealers. 

@ Liberal Dealer discounts. 

@ Trade em in ~— Cash’em in 
sales campaign. 


| @ Sales and advertising helps, 











| 
| 
| 
| 





RALPH R. GARRICK 


Columbia, was recently given the state of Virginia as 
added territory. 
Mr. Garrick, who lives at 844 Homestead avenue, Up- 





7 


j 
! 

ADDRES ! a . 

y 1 $300 with per Darby, Pa., entered the stationery field in 1932 
| 


100 staples 


after ten years as a sales manager in the electrical 





industry, and a year’s experience in operating his own 


sales agency. 
MARKWELL MEG. CO.nc. NEW YORI. Ny. oo pcunate 1, 1938, the firm of R. R. Garrick and 
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Streamlined STEEL OFFICE CHAIRS cis 


Smanrtly Styled By HARTER 


MANY ALERT DEALERS are already familiar with the Cavalier Suite of steel chairs— 
the newest and smartest in the Harter Line. 8 

These dealers know from experience that the introduction of Harter Models always 
insures an audience. They know that the Cavalier Suite will arouse both interest and 
desire. These dealers know the value of introducing a leader in smart styling. They know 
that there is always a brisk demand for the newest thing in steel chairs. They know 
that being a Harter Dealer pays real dividends. 

If you are not a Harter Dealer perhaps you would like to know more about Harter 
Co-operation—about making sales and profits the Harter Way. If you are interested just 
let us know and we will send complete details about our dealer plan. 


The HARTER Corporation 


STURGIS MICHIGAN 


MANUFACTURER OF THE WORLD’S FINEST Steel SEATING EQUIPMENT 


MODERNIZE —- HARTERIZE 


14. 


) 
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NIAGARA SUPPLY PRODUCTS: 


Niagara Stencil Paper 
Niagara Correction Fluid 
Niagara Lettering Guides 
Niagara Styli 
Niagara Stencil Files 
Niagara Blotting & Reference Folders 
Niagara Styli Kits 
Niagara Stylus, Typing & Art Plates 
Niagara Ink Solvent Hand Cream 
Niagara Type Cleaning Brushes 
Niagara Type Cleaning Fluid 
Niagara Stencil Cleaning 

Fluid & Cloths 
Niagara Machine Lubricating 

Oil & Cans 
Niagara Stencil Cement 
Niagara Shading Screens 
Niagara Transparent Design 

and Picture Plates 
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1. less than ninety days since their introduction Niagara Stencils and 
Niagara’s complete line of stencil duplicating supplies have earned a 
nation-wide vote of confidence. Repeat orders from dealers all over the 
country are streaming in daily. Repeat orders which say “‘You have given 
us better than you promised . . . send us more!”’ ‘“‘Send us more... we 
are selling these new Niagara Stencils like hot-cakes!’’ 
. the new Stencils are making plenty of friends 


“‘Repeat our 


original order at once. . 
here for Niagara.” 

All of which is, of course, very pleasing... 
many, many months of careful planning, of exacting tests, which were 
devoted to making the Niagara Stencils and the new Niagara supplies as 
outstanding in quality and performance as are Niagara Duplicators. 
NIAGRAPHING has become a complete, MATCHED PROCESS .. . a pro- 


cess which gives your customers the finest office-printing. 


and profitable. It justifies the 


NIAGARA DUPLICATOR Co. 


MAIN OFFICES: 


l: 
77 


PLANT No. 
PLANT No. 2: 


1286 MAIN STREET. SAN FRANCISCO 
5815 THIRD STREET, SAN FRANCISCO 
LITTLE WEST 12TH STREET, NEW YORK CITY 
CABLE “*NIADO’’ U. 5S. A. 
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Associates was organized with Mr. Garrick as general 
manager. Since that time the organization has been 
concentrating on the sale of the Rush-Eraser, manu- 
factured by The Eraser Company. 
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BUSHNELL COMPLETES 35 YEARS WITH 
REMINGTON 


On March 23, 1938, R. C. Bushnell celebrated his 
thirty-fifth anniversary as a member of the Chicago 
sales staff of Remington Rand, Inc. In recognition of 
the record, about thirty old time associates of the in- 
dustry tendered a banquet to him at the Union League 
Club on the evening of his anniversary. As a further 





R. C. BUSHNELL 


evidence of their regard, the thirty friends presented 
him with a cellaret. 

Mr. Bushnell, a native of Coldwater, Mich., went to 
Milwaukee in his early youth to carve out a career 
for himself in the shoe business. A little later he be- 
came associated with Gimbels department store in 
Milwaukee. Always on the alert to advance himself 
he listened with interest to the urgings of Fred Sim- 
mons of the Underwood organization to investigate 
the typewriter business. The idea cooked for a little 
while, seemed to become palatable and eventuated in 
a connection as supply salesman with the Remington 
Typewriter Company in Chicago. He was promoted to 
junior typewriter salesman and then senior salesman, 
always making a good record for himself and the 
company. During the last three years, he has been 
assistant manager of the typewriter division in Chi- 
cago. He also covers a territory, the financial district 
in Chicago’s loop. 

‘isisennisclillialcis tata 
FULTON LICENSED TO MANUFACTURE “SNOW 
WHITE” 

Tieing in with the nation-wide popularity which has 
greeted the Walt Disney movie “Snow White and the 
Seven Dwarfs,” The Fulton Specialty Company, Eliz- 
abeth, N. J., has secured the exclusive rights to manu- 
facture the fairy-tale characters in rubber stamp 
stamping and coloring sets. 

According to Lou Tavernier, sales manager of the Ful- 
ton organization, the universal appeal created by the 
Disney picture was anticipated at the Fulton factory 
with the result that a carload of moulding lumber, 
used as holders for the stamps, was ordered in advance. 
The company is now in a position to take care of all 
orders promptly. 
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Pelouze Postal Scales 
ARE TIME TESTED 





Two Sizes 
7 2 lb. and 4 Ib. 





National 4 Ib. 
Columbia 
2'/2 Ib. 
Crescent 1 lb. 


"Pelouze" Scales were the original automatic Postal 
Scales sold in the United States. 

They tell the exact cost of postage in cents re- 
quired for all classes of mail matter and also give 
the parcel post rates by zones. Warranted accurate. 

"Pelouze'’ Postal Scales meet every requirement. 
Twelve attractive models, beautifully finished in the 
choice of Green or Gold Bronze. They are exten- 
sively advertised. But best of all there is a liberal 
margin of profit for the Dealer. 


Send for catalogue. 
Dealers supplied through principal Wholesale 
Stationers. 


PELOUZE MANU FACTURING CO. 


232-242 E. Ohio St. Chicago, Ill. 
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LUBRICA TED LEADS FOR 


SENECAPPE NC ILS 


MOHICAN PENCIL .COMPANY + PHILADELPHIA PA 
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“THE NEWEST AND MOST EFFICIENT 
DESK THAT HAS COME ON THE 
MARKET IN MANY YEARS” 


Increase 
Your 
Sales 

Sell | 
The New Comptodesk 


* * * 


Fatigued 


Ends many years of wasted time 


operators * * * Abuse of expensive calculating 
machines * * * Inadequate desk accommodations. 
Exhaustive experiments prove that placing machine at angle 
shown in illustration is not only scientifically correct but that 
it conserves the energy of the operator, lessens fatigue and 


promotes efficiency to a remarkable degree. 


Full smooth writin 
locked securely in place at all times 


* * 


space when desk is closed * Machine 
eliminating the hazards 


In closed position the container protects machine from dust; 
and water from fire sprinkler systems * Saving 25% in desk 
and floor space. No vibration. * Large drawer for sta- 
tistical records and Utility drawer. SECTIONETTE—optional 


Drawer units for cards or letter file. Easily attached to desk 


COMPTODESK 


TRIBUNE TOWER CHICAGO, ILL. 








SPIRIT 
DUPLICATOR 
ot a? Wh ee 


OF RECOGNIZED MERIT 


_____ CARBON PAPER 
__DUPLICATING FLUID 
____HAND CLEANSING CREAM 


HIGHEST QUALITY 
MODERATE IN PRICE 


IT WILL PAY YOU TO SEND FOR FREE SAMPLES 
AND PRICES... . 


INCLUDING A SELECT LINE OF RECORD RIBBONS AND CARBONS 


PHILLIPS PROCESS CO., INC. 


MANUFACTURERS 
194 MILL ST. ROCHESTER, N. Y. 


Cable Address PROTYPE 


















APPLIANCES 


OFFICE 


SHREINER USES TRAILER SHOWROOM 
H. G. Shreiner, head of Shreiner Affiliations, Upper 
Darby, Pa., and well-known manufacturers represent- 
ative, is touring his territory with a trailer-showroom 
which he designed and built. 
Dealers in New York, Pennsylvania and New Eng- 
land will receive visits from Mr. Shreiner and his 





SHREINER’S SHOWROOM-TRAILER 


salesroom on wheels, the interior of which has been 
fitted up in an attractive manner with extensive 
showings of the complete lines of the Polar Manufac- 
turing Company, Nascon “Week-at-a-Glance” diaries, 
Stark calendars and products of the Art Specialty 
Company and the Metalstand Company. 

Mr. Shreiner plans to park his vehicle in a con- 
venient location in every city and town visited after 
sending dealers an advance notice of his arrival date. 
Dealers, their salesmen and customers will be trans- 
ported to and from the trailer by automobile. 


—>-—__ 


CO-OPERATIVE PLAN SECURES STATIONERY 
BUSINESS 

If there is any office supply or stationery business 
in the smaller towns around Evansville, Ind., the Smith 
& Butterfield Company has a plan well adapted to 
find out about it. In codperation with a number of 
other Evansville merchants this stationery house sends 
four skilled women into the neighboring communities 
to visit the homes of business people in the Spring 
and Fall. 

At the end of every week the women send a spe- 
cialized list to the Smith & Butterfield Company stat- 
ing, for instance, “Dr. Smith, local physician, is in 
the market for a new office filing cabinet. He intends 
going to Indianapolis for it in the belief he will find 
a better selection there.” 

Into the mail the following day goes a letter to 
Dr. Smith pointing out the number of filing cabinets 
carried in the Smith & Butterfield stock and inviting 
the physician to visit the store. 

In time this plan will provide the stationer par- 
ticipating in it with a fine mailing list -BART 


<=. —____ 


DUTCH COMPANY IN NEW QUARTERS 
The Office Equipment Company, Chanute, Kans., 
owned and operated by R. F. Dutch, has changed its 
name to the Dutch Office Supply Company and has 
moved into larger quarters at 206 East Main street. 
The firm is the local agent for the Corona portable. 
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A Brand New Number Joins the Big AMES Line 


“TRUE-MARK” RUBBER 
TYPEWRITER KEYS 


TYPEWRITER Here's the latest in Typewriter Keys with 

ag a lively inside and out sales appeal that 
makes them easy to sell and easy to buy. 
Alluringly packaged and cellophaned to 
cripple sales resistance, they are sure to 
prove favorite sellers to typists. They won't 
stay long on your shelves and customers 
won't let you take them back. Newest and 








w od ; 
Guarantor —_ 


best. 





“True-mark’’ Rubber Typewriter Keys are furnished in green or black, with white inlaid charac- 
ters, and fit all standard keyboards. Their quality will please your most exacting customers. Prof- 
itable for you to handle. Liberal discount to dealers. 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine platens — parts— tools —ribbons— carbons and supplies 


KAKA AKAN NNN NN SNK NA SEINE TEENS NNER 


564 West Randolph Street CHICAGO, ILLINOIS 
37 Murray Street 206 Lane Street 11 Pryor St., S.W., 583 Market Street 617 Commercial Place 
NEW YORK DALLAS ATLANTA SAN FRANCISCO NEW ORLEANS 


Cc. 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES—PHILADELPHIA—PITTSBURGH—SEATTLE—W ASHINGTON, D. 


NLVALBV LAAN ALLL LK GNA KKKVANA SH HHH NMSA KESEBARSSSSSE 
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' ) MORE PROFIT 


LESS EFFORT 





A COMPLETE SALES MESSAGE TO 
EVERY CUSTOMER 


Alert, progressive merchants know that sales are built by the 
constant advertising of uses of their product. The new Aico 
Grip counter display helps you in your effort to stop those 
sales that walk out the door every day. A clear, colorful 
demonstration of the uses of insertable tabbing and the dis- 
tinctive features of the tubular edge is delivered to every 


customer. sim) jets 





f TIME-Use “co PATENTED Tags 
WAAR EDGE ¢ 
INGER LIFE AND At BET 


8 FOR Every AaeRchecrad, ane NOW 






HE IMPROVEr 






vad “a INSERTION 





Designed by stationers for use in stationery stores this beauti- 
ful compact mahogany colored steel cabinet takes only one 
cubic foot of counter space. The front of the cabinet shows 
actual tabs and demonstrates more clearly than words the 
many uses of this superior tabbing. 


You will be proud to own one of these modern new cabinets. 


Write today and find how you may acquire it free. COMPLETE STORY TOLD ON FRONT- | 
MERCHANDISE DISPENSED FROM REAR 


PAH} GRIP dular ce Insertable Index labs' 


FAS T.E ST SF tt ihe ES a O N M ARK 


G. J. AIGNER CO. 


503 S. JEFFERSON ST. CHICAGO. ILL. 
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HIRAM WALKER & SONS CO., PEORIA-~INSTALLED 


ADDRESSING MACHINES 


The modern Elliott system is practically silent because it eliminates metal 
punching presses and metal address plates. The quiet Elliott typewriteable 
stencil has made sound proof addressing rooms out of date. 


Made in Cambridge, Mass. Sold everywhere. Look in your telephone book. 





Elliott Addressing Machines are sold by Elliott’s thirty-five 
branch offices, but this ELLIOTT ENVELOPE SEALER is a 


product that is sold by stationery stores. It is the fastest office 
appliance in the world and easily automatically feeds, seals and 
delivers 400 envelopes per minute with any average thickness of 
contents. 

In 1937 the Elliott Envelope Sealer was greatly changed and 
improved. 
ASK FOR OUR PROPOSITION TO DEALERS 
THE ELLIOTT ADDRESSING MACHINE CO. 


144 Albany Street Cambridge, Mass. 
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ADAMS ANNOUNCES NEW RING ASSORTMENT 

The Henry T. Adams Manufacturing Company, 
8561-69 South Chicago avenue, Chicago, about April 15 
will place on the market a new assortment box of 
rings of dimensions suitable for practically every 
purpose. Dealers seeking further particulars should 
communicate with their wholesalers or contact the 
Adams organization direct. 


o~—e ¢ 


STANDARD OFHCE Suppurs 


\ce Stapl 





SCOTLAND MEETS THE ACE PRODUCTS.—This display 
of products manufactured by the Ace Fastener Corpo- 
ration, Chicago, was shown recently at Scottish Man- 
agement Exhibition held in the McLellan Galleries, Glas- 
gow, Scotland. The booth displaying the complete line 
of Ace stapling machines was in charge of the Stand- 
ard Office Supplies Company, London, England. The 
show opened February 7 and closed February 12. 


<= 


CANADIAN NEWS NOTES 

The Luckett Loose Leaf Company, Ltd., Toronto, 
Ont., has introduced something which is really new in 
the binding post field. The post comes in two parts 
which fit together and lock automatically at any posi- 
tion. To unlock the post, it is only necessary to insert 
a special rod in one end of the post and without any 
effort, the two parts come away from each other with- 
out any difficulty. The post comes in a variety of 
sizes and can be used for various purposes besides that 
of binding loose leaf books. 


* * * 


J. H. Chipman, vice-president and general manager 
of the Brown Bros., Ltd., wholesale stationers and office 
supplies firm of Toronto, has recently been appointed 
to the directorship of the Chartered Trust & Executor 
Co., Toronto. 

* ” * 

The Office Speciality Company, Toronto and New- 
market, Ont., is now introducing to the trade a new 
direct vision system for cards and papers. The new 
system features celluloid triangle tabs, with different 
colors for different types of filing, that enables ex- 
treme visibility, meaning that all tabs can be seen and 
read without stooping and thumbing through the files. 
—SJL 


BUSINESS CHANGE AT JACKSON 
Tom Lawler’s, 104 Market street, Jackson, Tenn., has 
purchased the stationery and office supply depart- 


ments of the Mc-Cowat-Mercer Printing Company. 


The latter will continue the printing business only. 
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| the LEADER * 


Join the 1938 profit leader by stocking the 
STURGIS line! Modern design, sturdy con- 
struction, and healthful seating have given 
the STURGIS POSTURE CHAIR sales leader- 
ship. Enjoy quicker, easier sales and greater 
profits. Line up with the leader, STURGIS! 
Study these sales produc- 
ing features listed below: 
e@ Correct, Healthful Seatin 


Easy. Quick Adjustments 
out tools or keys). 


| Lume up with 










fwith- 


* 
@ Positive, Permanent 
Adjustments. 

@ No Metal Around Seat to Catch 
Clothing. 

@ Resilient. Comfortable Rubber- 
ized Seats. 

@ Wide Range of Styles. 

@ Attractive Prices. 

SOLD THROUGH DEALERS ONLY 
WAREHOUSE STOCK 
Wholesale Office Equip. Co. 39 Steven- 
son Street, San Francisco, California. 
WAREHOUSE STOCK 

Office Equipment Distributin 
Third Avenue, Seattle, 
WAREHOUSE STOCK 
al Cameron 
112-114 Wooster Street, New York, New York. 


Co., 609 
lashington. 








STURGIS 


POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 














NEW SALES 


WITH THE 


NEW MODEL 


\. more than ever before, 
with the featured folding and 
adjustable arm of the New 
Model, dealers can build a new 
high in profits and sales. Write 
for our portfolio “Sweet Busi- 
ness. Gladly sent toall dealers 
interested in developing 





greater business. 


_ “The Dawn Manufacturing ms 


DIVISION OF THE 


[ HALL-WELTER CO, INC. | 


181 ST. PAUL ST. ROCHESTER, N.Y. 
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VALUES GREATER 
THAN EVER BEFORE 


The fine line of DOPPELT zipper cases 


now offers 


GREATLY IMPROVED VALUES 


BETTER WORKMANSHIP 
NEW DESIGNS 


These with DOPPELT new low prices present superlative values 
to offer your customers. Send for catalog of complete line. 


so) UPPERS 


Wine fenTHEr GOODS 


412 Orleans St. Opposite Merchandise Mart 
Los Angeles Office: C. J. Schubert, Jr., 339 E. Third St. 


FINER MATERIALS 








Attention Dealers ! 


Stock Quinlan Line 
Gelatine Duplicator Supplies 


We offer you a complete line of supplies for all makes 
of gelatine duplicators. Our products are backed by a 
guarantee to give complete satisfaction. This cuts down 
sales resistance. 


Here are the supplies we manufacture: 


Quinlan Rolls—Have the improved white gelatine 
which is not affected by varying climates. These 
rolls also have a new and stronger fibre backing 
and are sixteen feet in length—can be used on any 
make duplicator. 

Quinlan Duplicator Film—Guaranteed good results 
and not affected by changes in climate or tem- 
perature. 

Quinlan Duplicator Inks—Seven vivid fast colors 
including purple, red, green, blue, black, brown 
and yellow. 

Quinlan Hand Cleaner and Lotion—Removes dirt 
and stains quickly and completely, leaving hands 
velvety smooth. 


We also offer you high quality ribbons, pencils, carbon 
paper and duplicating paper. 

Write, phone or wire for full particulars of our line. Very 
attractive proposition for the dealer. 


QUINLAN INC. 


647-653 W. Randolph Street, Chicago, Illinois 











OFFICE APPLIANCES 


(Tenth District Meeting—Continued from page 57) 


huge.” Mr. Kendrick pointed out that state-supported 
prisons are taking prosperity away from the state, in 
all fields. 

“We must advise the public of the vast amount of 
prison manufacturing going on, and of its steady 
growth.” Mr. Kendrick added, “We realize fairly that 
idleness is the worst form of punishment—substitute 
manual crafts!” 


A surprise speaker, Mr. Washington Jaques, of the 
troupe followed, with “A Dealer Thinks Aloud,” on 
Fair Trade. There was a spirited discussion on this, 
which continued almost until the evening dinner 
dance. 


After a separate election, new officers for the 1939 
Rocky Travels were announced at the dinner dance. 
They are H. J. Johnson, Samuel Ward Company, 
president; J. P. Oberhauser, Dennison Manufacturing 
Company, vice-president; and Herbert Johnson, Ken- 
drick-Bellamy, secretary-treasurer. H. V. Kirby, Ken- 
drick-Bellamy, was elected editor of Traveler’s house 
organ. Opening a “Friendship Room,” the Travelers 
were bar hosts to the convention. 


The Friday morning session voted unanimously for 
Herbert S. Riley, of the Outwest Stationery Company, 
Colorado Springs, as new Governor for the tenth dis- 
trict. Mr. Riley comes to his position well equipped, 
as he has long been an active member of the regional 
group. 

Speakers during the afternoon session were William 
F. Block on “Selling and Its Requirements,” Harry 
Trehan, Charles M. Higgins and Company, vice-presi- 
dent of NSA, on ‘Friendly Advice from Salesmen” and 
“Gross Profits vs. Gross Sales,” by Harold Hampton. 
Following Mr. Hampton’s message, Mr. Garvin pre- 
sided over an active open forum which lasted over an 
hour, and gave a forecast, “What’s Ahead for Busi- 
ness.” There were several impromptu speakers during 
the open forum. Roy Wells, of Art Metal Construction 
Company, spoke on dealer selling. Robert Mitchell, 
Dennison Manufacturing Company offered new ideas 
on store display. Allan Shields, of the Rustcraft Com- 
pany lectured briefly on the importance of greeting 
cards to the industry. A score of questions were 
answered, and the meeting adjourned. Gus C. Lipp 
and Mr. Garvin expressed thanks for the fine turnout, 
and reviewed troupe activity. 


The evening banquet, held in the Copper Grove of 
the hotel was a huge success, with dancing, a novelty 
floor show of child dancers and short speeches from 
all officers, past and present. Mr. Lipp, retiring gov- 
ernor, expressed his thanks for the cooperation given 
him during 1937, and led a riotous half-hour of ap- 
plause for members of the NSA Lecture Troupe. From 
standpoints of attendance, and smooth-functioning of 
the meetings, the 1938 convention was one of the most 
satisfactory and successful gatherings to be held in 
this district. 


<> —___ 


GOVERNMENT INVESTS IN DR. SCAT TYPEWRITER 
REFINISHER 


A Chicago stationer recently secured an order from 
the United States Government for 12,000 bottles of 
Dr. Scat typewriter type cleaner and platen refinisher. 
Before the order was sent, the liquid was tested by the 
U. S. Bureau of Standards and received approval. 
Twelve thousand bottles will help to keep a lot of type- 


writers in good working order. 
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COAL BLACK, AND THE 6 DWARFS «/ other values / 





REMINGTON NOISELESS “6” aia 


factory reconditioned 


Yes Sir, the publicis almost as enthusiastic about 
this factory reconditioned Remington Noiseless 
6°’ as it is about Snow White and her gang—and 
if you’ve waited in line for a seat, you know that’s 
saying a lot. 

At any rate this seems to be the machine folks 
want—and at a price they are glad to pay. It’s 
a truly handsome typewriter, finished in the 
modern Krinkle black with years of active, noise- 
less service restored. Since its announcement 
last month, it is enjoying a wonderful acceptance 
by Dealers and customers. Better act now and take 
advantage of a real bargain that nets you a sweet 
profit. 


You’ll Like This 


One, Too 





A new Monarch 


Portable Adding WRITE, WIRE, OR PHONE YOUR ORDER NOW 


Machine that sells 


for only $57.50. AMERICAN WRITING MACHINE CO. 


weighs less than 11 
Pte ea we 115-117 WORTH ST. NEW YORK, aa Ue 


the latest refine- EST. 1880 
ments. Write for ; 
BRANCHES IN PRINCIPAL CITIES 


details. 
These machines are available only in United States 























HERE’S ONE OF THE YEAR’S FASTEST-SELLING DESK SERIES— 


Another Moderate- Priced “Scoop: by Imperial 


**Eye appeal’ and ‘“‘price appeal” 
are making Imperial’s sturdy, well- 
styled No. 2200-A Series one of the 
most sensational desk values of the 
year. 

This popular series combines solid 
construction and good proportions 
with details of construction usu- 
ally found only in higher-priced 
desks. It is distinguished by sub- 
stantial design, beautifully turned 
legs, figured Walnut drawer-front 
overlays and massive metal drawer 
pulls. 

Imperial dealers—and Imperial 
dealers alone—are building big 
spring volume with this fast-sell- 
ing, moderate-priced series. 


Another Imperial triumph! d No. 2261-A—Flat Top 
e . Desk. 60” x 34” x 3014” 
high. The series in- 


cludes 4 flat top desks, 3 
typewriter desks, a cos- 
tumer and a phone 
cabinet. 


The No. 2200-A Series is just one of many 
outstanding office furniture values fea- 
tured in the new Imperial catalog. Write 
today for your copy. 


Saporial DESK COMPANY 


EVANSVILLE, INDIANA 
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AUTOMATIC — 


VANDEX -VISIBLE 
Stitt LEADs! 


| COMPACTNESS 


WITH GREATER CONVENIENCE 


Capacity Over 4200 Cards 














@ —After 10 Years—Automatic—Vandex—Visible 
Record Equipment is still increasing profits 
for the dealer and user. VANDEX can also 
be placed right in Standard Automatic Ex- 
panding Files. 

Dealers: A system service department is maintained to help 
you develop special systems, forms and layouts and, also 


to supply you with sales helps and ideas—regularly. For com- 
plete information write:— 


B» AUTOMATIC FILE & INDEX CO. 


ae DEPT. 784, 629 W. WASHINGTON BLVD., 
TO:-BATTERIES  “2pacity, Over 100, 00000, cad CHICAGO, ILLINOIS 


————— ——  —— —————— 
CHIR IRONS 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 

















CATALOG ON REQUEST 


NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER MASSACHUSETTS A 


| 
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CHICAGO FURNITURE FIRM IN NEW QUARTERS , 

As this issue goes to press, the office furniture busi- | 
ness of S. Stein & Company, Chicago, is being moved | 
from 204 W. Lake street to 63 W. Lake street. The 
four story building at the new address was remodeled 
to give increased display facilities and generally be 
fitted to accommodate the Stein office furniture busi- 
ness. The four floors and basement of the new quar- 
ters make available between seventeen thousand and 
eighteen thousand square feet of space. 
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HIGGINS 


PHOTO PASTE MAKES FAST FRIENDS 


For Higgins has that sticking quality that holds paper 
to paper and trade to you. Higgins Photo Paste is a 
superior, pure-white adhesive especially adapted for 
use wherever paper is mounted on paper. Higgins 
Photo Paste comes in giant tubes; 3 oz. and 6 oz. 
desk jars; 5 oz. waterwell jars; also in pint and quart 








jars for volume users. 


HIGGS 


eo suis i CHAS. M. HIGGINS & CO., INC. 


Foolproof 


stn 271 NINTH STREET + BROOKLYN, N.Y. 














FEATURES THE ACE CLIPPER STAPLING 
PLIER.—This new display, in orange and 
silver with printing in black and blue is | 

being issued to dealers by the Ace Fas- | ° 
tener Corporation, Chicago, as a means 
of featuring the company’s new Ace clip- 
per stapling plier. The display card may 
be used with or without the plier mounted 
upon it although a much better effect is 
secured by showing the actual device 

with the card. 


DENVER COMPANY aeiaainas ADVERTISING | HAS WHAT IT TAKES! 


PLAN WITH SUCCESS 

Deviating from the standard practice of using state- 
ment inserts for direct advertising, The Denver Sta- 
tionery Company, Denver, Colo., has built business 
with a package-enclosure system. With city-delivery | 
goods, and some mail business, the store encloses | 
three or four manufacturer’s booklets on office sup- 
plies, furniture, etc., with a personal notation on a 
business card, and, of course, the store imprint. In 
addition, two packets of safety matches, one bearing 
The Denver Stationery Company motto and the other 
Globe-Wernicke furniture advertising copy are 
wrapped with the goods. The match packets serve to 
remind customers that the firm are distributors for 
Globe-Wernicke products, and provide a clever touch 
of friendliness in business relations. 

The enclosed circulars and literature are changed 
regularly every few days, depending on season in the | 
case of larger items such as office furniture, and other- 
wise covering most of the standard merchandise of 
the store. With over 1,000 items thus promoted, the 











FOR: 

e Popularity 
e@ Eye Appeal 
e@ Sales Appeal 


e@ Sturdy Construc- 
tion 


@ Quality Materials 
e@ Correct Posture 


@ Adjusting With- 
out Tools 


Write for complete in- 
formation and prices 





Eff & C No. 250-P 


circulars assure a fair coverage of all stock with the ac Pm, : " 
THE FRITZ-CROSS COMPANY 


most valuable kind of advertising; that aimed at a ; ; . . : 
100 per cent productive market.—BART | 304 East Fourth Street Saint Paul, Minnesota 
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RUBBER TYPE ITEMS 


All the Time... 





FULTON 


3 ae on On FS ey ee Mae OF | 





NUMBERERS 

SIGN AND PRICE MARKERS 
OFFICE PRINTING OUTFITS 
MOVABLE RUBBER TYPE 


an of businesses right in your own locality are 

always stamping ... Price cards... Tags... Notices 
. and countless other things with movable rubber type. 

@ Fulton’s line of rubber type items, sizes and supplies 

is complete in every detail. These numbers are popular, 

all year sellers. 

@ Let your customers know you have these items! Write 


us for full particulars. 

FULTON SPECIALTY CO. 
Factory—Elizabeth, N. J. 

Sales Office: 200 Fifth Avenue, N. Y. City 


CUSTOMERS WANT THESE 











Distinctive Accessories 


FOR THE OFFICE AND HOME 


— 









Beauty 
4 
Desien 
ro) 
~| 1) ] ~ + -+ c ] wu 7 - 1] ("* Bae 
nd skillful construction are visible values in Tell City’s 
Accessory Line of auxiliary furnishings for modern office 
and homes. D nating buyers . . . who want han 
some appearance lasting service combined with moderate 
price . . . will find immediate satisfaction in every selection 


offered. Years of experience in making fine furniture, and 
careful attention to every detail that contributes to out 
standing beauty, practical utility and material value, have 
earned for Tell City its reputation for QUALITY. The new 
series represents unusual distinction . . . designed by expert 
stylists to harmonize with the most select furnishings in the 
office and home . . . constructed by skilled craftsmen to 
meet the most exacting demands for substantial quality at 
moderate cost 


TELL CITY DESK COMPANY 


TELL CITY INDIANA 
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REDDING TO MANAGE BROWN PRINTING COMPANY 
The Office Supply Company of Jackson, Miss., an- 
nounces that Ed. Redding will be manager of the 
Brown Printing Company, of that city, recently ab- 
sorbed by the former company. The Brown Printing 
Company will be continued under its own name and 
will be the printing department of the Office Supply 
Company.—_GHW 
Se ee 
PLEASANTAIRE BEGINS SHIPMENT OF 
NEW MODELS 
In order that dealers everywhere will be prepared 
by early April to demonstrate the new model portable 
room cooler manufactured by the company, the 
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THE NEW PLEASANTAIRE MODEL 
SHIPMENT OF WHICH STARTED 
LAST MONTH. 


Pleasantaire Corporation, Washington, D. C., last 
month began shipment of the device. 

The machine, which is being shipped from the 
Pleasantaire factory at Brooklyn, N. Y., where produc- 
tion is now on a full time basis, is a window type unit 
designed to cool and dehumidify an average room or 
office of 2,000 cubic feet or less. According to present 
production schedules the device will be in the hands 
of dealers everywhere in time to allow salesmen to 
make demonstrations before the summer weather 
begins. 

a 
GOLD LETTERING CLINCHES MANY LEATHER 
GOODS SALES 

Because of the appeal of the personalized gift, Blair 
Stationers, Fayetteville, Ark., are doing a nice volume 
on leather goods with name or monogram lettered in 
gold. 

Miss Florence Blair, who with her father, R. E. Blair, 
operates this firm, finds names are more popular than 
just initials. This service is without charge on leather 
goods purchased at Blair’s, and often is the final 
appeal in completing the sale. 

On leather articles purchased elsewhere, Blair’s have 
a uniform fee of fifty cents for initials, and 75 cents 
for the full name, always hoping secretly the name 
is not too long.—AG 

$$ 
MILLER JOINS REMINGTON RAND 
Joseph Miller, Jr., for fifteen years secretary to 


| the board of education of New York City, last month 


joined Remington Rand, Inc., as a member of that 


| organization’s general school department. 


In addition to his school work Mr. Miller was, for 


| two consecutive terms, president of the National Asso- 
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No. 5070 Ask for 
Filing Table Catalog 


The Toledo Metal 
Furniture Company 
1644 Hastings Street 
Toledo, Ohio 





eeand any device that promotes ef ft- 
ciency in filing is well worth its cost 


— from a corporation executive 


UHL STEEL 


Filing Stool Filing Table 
No. 5056 No. 5070 


Backache is the curse of the filing clerk. 

But, note the ease and comfort as she 
does her work, using UHL Steel Filing 
Stool and Table. 

Both built entirely of a special cold- 
rolled steel. 

They are strong, rigid, durable, with a 
high grade, lasting enamel finish, oven- 


baked. 














Write for more detailed in- 
formation 





No. 5056 
Filing Stool 




















If every PEERLESS File in use 
throughout the world were to be 


placed 
END TO END 


every inch would still represent 
real value. For, each of our 
products are manufactured to 


give unlimited service. 


‘It will pay progressive dealers 
who are not already familiar with 
our product, to investigate. Write 


for illustrated pamphlet. 
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as New Improved Triner 
inely Adjustec | . ‘ 
Pricec One Pound Airmail Scale 


Low Priced ZN 
> The largest manufacturer of mail and parcel 
post scales in the world now offers to the 
trade the new 


TRINER AIRMAIL 
SPECIAL 


| lb. capacity 


This scale offers economy in original cost and 
in use. Its fine adjustment indicates exact 
postage. Eliminates excess postage, also 
annoyance to customers by sending mail 
with short postage. Indicator points auto- 
matically to postage for airmail; first-class 
mail out of town and local; foreign postage; 
merchandise and printed matter; cata- 
logues, books, newspapers, publications, ete. 
The TRINER Airmail Special is a high grade 
scale, built throughout of steel, hand- 




















a | 8 
Ww joy 0 » ° ° . 
oe | Bin somely finished in chrome and satin black. 
aa oS 8 . oh *te.? 
ar is © ga It offers live sales possibilities to dealers. 
OO! {=| \Za| : ° ° ° 
oo lia | & ze! So ough leading stationery jobbers only. 
2 | g| Sold through leading stationery jobbers onl) 
| > = ou! : 
=! Write for Circular **X 
Full sized chart 
TRINER SCALE & MFG. CO. 





illustrated above 2 - 
emu Sete 2714 W. 2Ist Street CHICAGO, ILL. 














a ASP ER D > Gale a O MPANY 
Office 
Desks 


Designed and fin- 
—————— ished to resist wear 
and retain their 
new appearance 
throughout a long 
life of service— 
when installed, 
their value ap- 
proves your mer- 
chandising judg- 


No. 246, combination walnut, mahogany, ment. Full details 


and oak. Writing bed, panels and drawer 





are given in the 


go ee fronts are genuine walnut, mahogany Jasper Desk Com- 
573 Broadway r 7. ° 
ia, and quartered oak. Top five-ply built up, pany catalog. 
P l,j hick. Dull | finish 
ty a aa 114 inches thick. ull lacquer finish. 
6708 Glenwood Ave. : 2 ; 
Telephone ROGers Park 3644 Three sizes: 48, 54 and 60 inches long. 








JASPER + + INDIANA 
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ciation of Public School Business Officials and for 


three consecutive years vice-president of the same | 


association. His broad experience and knowledge of 
public school business procedure and his genial per- 
sonality have gained for him a host of friends among 
public school business administrators throughout the 
country. 

In taking over the duties attendant upon his new 
position, Mr. Miller will be able to maintain contacts 
with old friends and continue his keen interest in 
school affairs. 

——— 2 2 


POEY JOINS GREIST COMPANY 
Charles D. Poey, formerly illuminating engineer of 
the Consolidated Edison Company, last month joined 
the Greist Manufacturing Company, New Haven, 
Conn., and will occupy the newly-created position of 
chief engineer of the illuminating division. 


Mr. Poey was a member of the Consolidated Edison | 
Company’s staff for twenty years and in addition to 
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Cc. D. POEY 


his other duties was manager of the organization’s 
lighting bureau. In his new position his work will 
include engineering development of lighting products 
for general and specialty use, contact with central 
power stations throughout the country and sales per- 
sonnel training on lighting problems. 

Mr. Poey is a member of the Illuminating Engineer- 
ing Society, the American Institute of Electrical Engi- 
neers and the American Standards Association. He 
was a member of the committee of three from the 
Illuminating Engineering Society to draft the speci- 
fications of the widely known I.E.S. lamp now made and 
sold by more than sixty manufacturers. He attended 
the Sheffield school, Yale university and the Stevens 


Institute. 
sora 


THIS NOVEL STUNT WAS GOOD ADVERTISING 


Use of Mimeographed forms for invoices, letter head, 
and all other firm office forms by the Morrow & Son 
Office Supply Company, Fort Smith, Ark., has been 
highly successful as an advertising move, A. P. Morrow 
of the Fort Smith company, reports. 

The practice is particularly useful considering that 
the firm puts special effort behind the Mimeograph 
line and supplies. It often provokes the opening ques- 
tion from the customer which may introduce a sale, 
Mr. Morrow said. 

But more than that, it gives the firm something 


different in this phase of its relations with customers. | 
Forms are carefully worked out on different colored | 


papers, using different inks. They are changed from 
time to time and are well-illustrated to promote the 








St. Johns Office Table No. 24 







Northern Gray Elm. Golden 
Finish. Top 7%” thick. Legs 
214” square. 6 sizes: 24x36. 
27x42, 27x48, 27x54, 27x60, and 






30x72. Shipped K. D. Packed 
two of one top size in crate. 


EXTRA VALUE 


‘| FOR EVERY DOLLAR! 
That’s Why Dealers 
| Make More Money 
| with ST. JOHNS TABLES! 


Here at St. Johns, largest table factory in the world, 
we’ve been making America’s favorite office tables for 
70 years! We can put more value and greater sala- 
bility into tables because we have the facilities and we 
know how to use them! Line includes all standard 
office colors, sizes from 24x36 to 34x72; dovetail draw- 
ers, 3-ply bottoms. Write today for catalog and prices. 


ST. JOHNS TABLE COMPANY 


Cadillac, Michigan 


Office Furniture Warehouse Company, 573 Broadway, New York 


Polar Rubber Desk 
Guard Bumper Stripping 


In 12 Foot Lengths for Square or Round Leg Desks 


This desk guard 
rubber bumper may 
be cut to desired 
length for either 
square or round leg 
desks. 

While it is moulded 
in a 90 degree angle 
shape, it is springy 
and flexible so that it 
may be pushed flat 
on round legs before 
bradding. 

Attractively shaped, 
giving a beaded effect 
in the length re- 
quired for the parti- 
cular desk on which 
it is to be used. 
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No. 60—Chocolate Brown Desk Guard Bumper (12 
BOGE TamgQGWie): os nnsnscsesscsscrenicdinccepaunantnaee 
In cut lengths other than 12 ft................-.... -36 per ft. 


Wholesale Only—All Prices Subject to Regular Dealers Discount. 
Complete Catalogue on Request of Our 100 Different Office Items. 


POLAR MANUFACTURING CO. 


| 
| 401 N. BROAD ST., PHILADELPHIA, PA. 
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LINE.. EXCLUSIVELY’ 


“STEEL-STRONG” PRODUCTS ARE SOLD 
ah A Ol EC, a 9) 0 a te en 1 a 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable. . . 
secure ... with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 





STEEL-STRONG “PRODUCTS 







t) MANUAL 
"| ~=6COIN 
‘| COUNTER 








BILL STRAPS 


THE C.L.DOWNEY CO. 


941 CLARK ST. 
CINCINNATI,O. 











are 
better! 





Thousands of stencil users from coast to coast are 
showing a noticeable preference for Tempo Stencils. 
There is definitely a Tempo trend! There must be 
a reason and in the final analysis it is the greater 
satisfaction that comes from Tempo’s better work- 
manship. Write today for liberal free sample offer. 


Reliable Dealers Solicited 


MILO HARDING CO. LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 


PITTSBURGH o ST. LOUIS * LOS ANGELES 











MAIL TODAY 
MILO HARDING CO., LTD. 


617 Commonwealth Annex 
Pittsburgh, Pennsylvania 


yi 


Duplicator 


Send free samples to fit our 


Send complete Dealer Plan 
(Please Pin to your letterhead) 4-38 
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possibilities of Mimeograph with “art work” in mind. 
Mr. Morrow declares the system an inexpensive pro- 
motion. 

Morrow’s is a sub-agency of the Allsopp & Chapple 
Company, Little Rock, A. B. Dick Company agents for 
the state of Arkansas—BART 


— 29 
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ROYAL AO} 
i ©6WORLDS TYPING CHAMPIONSHIP a WORLD'S FASTEST WOMAN TYPIST 
WORLDS FASTEST 


TYPEWRITER 
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THIS EXHIBIT OF THE ROYAL TYPEWRITER COMPANY 

WAS SHOWN RECENTLY AT THE N. E. A. CONVEN- 

TION AT ATLANTIC CITY.—Albert Tangora and Stella 

Willins, speed typists, formed a substantial part of the 

background in pictures and attracted many of the visitors 
to a closer inspection of the Royal typewriter. 


—>-—___ 


“WESTVACO INSPIRATIONS” 


“Westvaco Inspirations for Printers” series of 1936- 
1937, issued by the West Virginia Pulp & Paper Com- 
pany, contains 235 pages of reprints of pictorial and 
typographical artistry in advertising. 

In the 264 illustrations are impressive examples in 
black and white and colors of all engraving processes, 
offset lithographing and sheet fed gravure in which 
is shown the work of eighty-four artists. Nine “West- 
vaco” papers in their various weights and colors were 
used for the reproduction, the plates coming from 
many sources and none of them being made particu- 
larly for the papers on which they appear. 

Four articles on printing processes are presented. 
“Like Gaul, All Printing is Divided Into Three Parts— 
Letter Press, Offset and Gravure.” “The Important 
Role of Photography in Letter Press, Offset and 
Gravure.” “The Plate Maker—Skilled Worker who 
Plies His Trade in Letter Press, Offset and Gravure” 
and “What to Look For in Press Work—How to Iden- 
tify Letter Press—How to Identify Offset—How to 
Identify Gravure.” 

The book is 914 by 12%, bound in cloth covered 
Boards with title imprinted in gold. 


oo <> —_ 


WOODSTOCK WINS LARGE STATE CONTRACT 


Contracts for additional equipment for state un- 
employment compensation offices were awarded by 
the Indiana state purchasing department, at Indian- 
apolis, Ind., March 3. The Woodstock Typewriter 
Company, Chicago, was awarded contract for 193 type- 
writers at a total cost of $13,897. W. C. Brass and 
Associates received contract for forty-two tabulating 
card files for $7,157; and the Business Furniture Com- 
pany received contract for 260 chairs costing $4,160. 

CG 
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From the INDIANA DESK CO. Sheraton Suite 










An office and director’s table, correct in 
every detail of design—harmonious and sturdily constructed for 
lifetime service. Made of genuine American black walnut, has 
richly figured striped top, paneled and reeded legs, antique 
English drawer pulls—lacquer finish rubbed to a smooth eggshell 
gloss or polished finish. 


Compare the INDIANA DESK CO. Sheraton for quality and 


price with any similar grade. Its superior value will help you 
sell. Write for details. 


No. 3096 44—-48x96 
No. 3096 ——42x96 
No. 3072 ——36x72 
No. 3066 —36x66 


Also other sizes on 


special order. INDIANA DESK CO., JASPER, INDIANA 
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SALES OPPORTUNITY 
Leather Upholstery 


in the economy grades 


NEW INDIANA 
OFFICE CHAIRS 















Illustrating No. 
701 in genuine 
leather. Durable 


/ Its sharp 
point easily 


/ frame, large quiet 
like a Erases one no ton 
Paper Ra" or more letters 
Samples without 
Furnished on smudging the 
Request. whole word. 
Pull Thread Back To First Hole Comfortable and of lasting service, NEW INDIANA Office Chairs 
have a place of real service and profit in your office furniture 
And Unwind Paper Strip. re ae oa on eee 


Pat. No. 1,756,953 NEW INDIANA CHAIR CO 
2 Oo PA . 
SVatsoeh PENCIL COMPANY 


PHILADELPHIA — U.S.A. JASPER, INDIANA 
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UNIVERSAL Swing-Wing Displayors® DEALERS !! 





Manufactured by 


UNIVERSAL FIXTURE 


135 West 23rd St. 


Swing one Wing 
after another — 
all your Photo- 
graphs, Charts 
and Statistics at 
instant command. 


Swing - Wings 
open at wide 
angles, like the 
pages of a huge 
book. Subject 
matter posted 
upon thumb-tack 
boards covered 
with green burlap. 


Wings are easily 
accessible to 
quick reference. 
Wings are re- 
movable and _ in- 
terchangeable. 


CORP. 


New York City 


Write us at once for catalog 


and discounts. 


We manufacture 


Steel Bolt-less Adjustable 
Shelving 


Steel Rotary Bins 

Steel Cutting Tables 

Steel Mdse. Display Tables 
Steel Magazine Racks 

Steel Wine & Liquor Cabinets 
Steel Parts Bin Units 


No Stock to Carry 


We are looking for one reli- 
able representative in each 


City. 


Established over a quarter 





@ of a century. 

















CARBON ROLLS 





THE Complete LINE.... 
IS THE Dealers LINE! 


INKED RIBBONS 











Write Today 
for Full 


Information 


H. M. 


561 GRAND AVE. 


Storms’ well equipped Roll De- 

partment produces correctly made 

Carbon Rolls for every require- 

ment: 

Tailor’s Marking Carbon in Rolls 

Carbon Ribbons for Photo Offset 
work. 

Billing Rolls for Elliott-Fisher 

Billing Rolls for Burroughs Post- 
ing Machines. 

Register Rolls 

Tally Rolls 

Teletype Rolls 

Special Rolls of all kinds 





In Inked Ribbons Storms offer a 

quality to meet every service re- 

quirement: 

Storms Billing Silk—top-notch for 
Elliott-Fisher 

Storms Correspondence Silk— 
sharp, clear cut impression. 

Stormtex 308—Cotton fabric that 
writes like print. 

Cameo 376—Resists type cutting 

All types of Addressograph-Multi- 
graph, Speedaumat and Dupli- 
graph Ribbons. 


STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


BROOKLYN, N. Y. 
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BIDEN COMPANY MOVES | 
The H. M. Biden Company, which occupied quarters | 
at 112 West Fayette street, Baltimore, Md., since its 
incorporation in 1899, last month moved to a new loca- 
tion at 19 North Liberty street. The company carries | 
complete lines of office furniture, files and supplies | 
and maintains a printing department which will be | 
moved to the new building within a few weeks. 
hm-add Financial— 




















DURABILITY 
TRANSFER FILES.... 


Incorporates all the strength and convenience of expensive pull-drawer 
files at storage file economy. 

The sturdy construction and the use of heavy solid fibreboard throughout 
| permits convenient stacking. The easy sliding drawer is designed to 


= — Mk balice | withstand every stress of operation. 
shouted by the gentleman above 
is the total list finders sold by the 
Bates Manufacturing Company, 
Orange, N. J., during 1937. This C. L. BARKLEY & CO. 
clever advertisement appeared in ESTABLISHED 1921 

the March issue of “Bates Brevi- nome of Felina Supplics 
ties,” the company’s house organ. 517 S. JEFFERSON STREET CHICAGO, ILL 











| SEND NOW .. . For complete information on this new type of transfer 
unit. 
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CHICAGO SEES FIRST CHROME FURNITURE 
SHOWROOM 

The first showroom featuring chrome office and 
home furniture to be seen in Chicago was opened last 
month by George Kuepper and John Davies at 129 | 
West Madison street. 

At that address visitors were intrigued by the fine | 
all-chrome display of furniture manufactured by the | 
Invincible Metal Furniture Company, Manitowoc, Wis., | 
and the Lloyd Manufacturing Company, Menominee, 
Mich. 

The display was conceived by Messrs. Kuepper and 
Davies and was prompted by the growing trend to- 
ward chrome furniture in the office and the home. ; 

No. 1204—66" x 36” 
—————_—=-—__ 


THACHER ELECTED HEAD OF FIRM 

On its first anniversary Thacher, Inc., Topeka, A Rj } | Chi d | 
Kansas, last month elected as its president Phil ISNE€ ippen gle 
Thacher, one of the principal founders of the business. 
Joseph Eresch is vice-president and counsel, and 








In Genuine American Walnut and 


Wayne Fisher, secretary. The company reports a fine Genuine Mahogany 
business during the past year, having been the success- 
ful bidder in every competition entered for the supply Distinctive in Style and Beauty 
of furniture and equipment. The organization recently 
placed 10,000 catalogues in Kansas school systems.—AG | Aah for New Case ot Commit 
2 
PHILADELPHIA STATIONERS MEET Some Desirable Territory open 
The regular monthly meeting of the Philadelphia for Experienced Salesmen 
Stationers Association was held March 17 at the Strat- | 
ford hotel with a large attendance recorded. Follow- 
ing the business meeting the stationers attended din- Bi K. RISHEL FURNITURE COMPANY 
ner which included a fine program of entertainment Williamsport, Ds 


which a hard-working committee had arranged as an | 
added attraction for St. Patrick’s Day. | 

















Now! 
Deluxe Celluloid Keycards 
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63 CHARACTERS 
“Including Decimal Tabulator Figures’’ 


The characters are clear cut 
und. Each s set is 
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Each set mou 
and with a deep bl 
in a glassine envelope 
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BACKGROUND ON 


SHIPMAN -WARD MFG. CO. 


**The Dealers’ Supply House’’ 
325 N. WELLS STREET 
CHICAGO, ILLINOIS 
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Courtesy Carlson Bros., Moline 


A “Natural” 
.. »« FOR OFFICE APPLIANCE DEALERS 


Store windows pay top dividends when used to display 
Steelart Folding Furniture. Every passerby is a 
prospect because Steelart Chairs and Tables offer out- 
standing advantages for innumerable home and office 
games luncheons serving 
typing meetings classes 
emergency work of many kinds. Mail coupon for prices 
and practical suggestions on sales-building window and 
sales floor displays. LYON METAL PRODUCTS, 
INCORPORATED, 2804 River Street, Aurora, Illinois. 


uses 





Lyon Metal Products, Incorporated 
2804 River Street, Aurora, Illinois 


Send data on Steelart Folding Furniture and 
store tested ideas on displays that boost sales. 


Name 
Address 
City 
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Eighth District Meeting 
(Continued from page 54) 


olfered some suggestions on better returns from filing 
supplies and then indulged in a bit of sleight of hand 
which kept the close attention of his audience. Mr. 
Consodine referred to the NSA as a laboratory for 
its members. 

The closing topic of the day was “Fair Trade Acts.” 
General Manager Garvin opened the discussion after 
which the convention listened to Al R. Williams, 
Topeka attorney, whose talk was forceful and con- 
vincing. He told of the fight of the Kansas druggists 
to get the Fair Trade Act on the books and also the 
success in getting manufacturers to sign up. He said 
the fight for forty years has been to keep from giving 
merchandise away. Stationers will be in the fair trade 
picture whether they want it or not, because of the 
overlapping of industries. He said that when a manu- 
facturer has spent a million dollars to create a public 
demand and a buyer comes into your store and asks 
for that manufacturer’s merchandise, you should be 
fair and decent enough to Sell it. He cautioned dealers 
against selling substitute merchandise or off-brand 
goods, explained how fair trade will keep the sta- 
tioner’s stock clean, and reminded that no one in your 
state can undersell you. 


The business for the day over, the visitors adjourned 
to the Friendship Room of the Midwest Travelers. The 
annual banquet followed. The speaker was Carl P. 
(Hog) Thompson, professor of the Oklahoma Agri- 
cultural and Mechanical College, Stillwater. Enter- 
tainment furnished by the travelers followed Professor 
Thompson. 

Harry Nichols of Weis Manufacturing Company 
opened the second day with his talk, “My First Bird’s- 
Eye View of The National Stationers Association Na- 
tionally.” He was followed by Walter Ruedy of S. G. 
Adams Company, St. Louis, who spoke on “Stock 
Control.” 

Mr. Ruedy explained the thorough method of stock 
control used in his own organization. The records in 
the stock books are in the same order as the mer- 
chandise on the shelves in the stock room. A chart 
and some sample sheets which he furnished showed 
that his system provided for a very quick check-up 
on stock and rate of turnover. He Keeps one boy busy 
all the time taking stock. Inside salesmen have charge 
of sections of stock for ninety-day periods. This en- 
ables them to get more familiar with the merchandise 
the company has for sale. 

William Hoge of the General Fireproofing Company 
spoke on the need for improved merchandising meth- 
ods. He exhibited a chart showing that the larger or 
Grade A dealers in a certain group had 12.7% of the 
stores and did 58.7% of the business. Grade B dealers 
had 22.3% of stores, 23.9% of the business. For Grade 
C percentages were 21.9% and 10.7%. For the smallest 
or Grade D they were 43.1% and 6.7%. The chart, he 
said, showed that more thought must be given to 
merchandising problems. Retailing he broke down into 
management, buying and selling. He said that some 
dealers think of management as looking at business 
from the side lines. He asked, “Do you follow business 
by reports that come across your desk or do you step 
out and take the lead? How many customers buy 
from you exclusively? How many large users?” Every 
dealer’s salesman must know the buyer, the product, 
the correct presentation. 


The wood office furniture business and its possi- 
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Add to your Sales...make extra profits 


e e e with these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 


Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 
sale leads to continuous and profitable repeat in every town and city. Write today for illus- 


business on Speed-O-Print Supplies. trated catalogue and full details. 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 




















FEST ERE S 


NEW completely soldered non- 
leakable trenched drum... NEW 
adjustable receiving tray . - . 
NEW single simple adjustment 
for tension of impression roller 
. . . NEW ink pad and stencil 
clamp arrangement . . . NEW 
cylinder lock . . . NEW margin 
strippers . . . NEW brightly 


nickeled metal parts 
Postcard to legal size . . 


Equipped to take any standard 
stencil . . . Simple device for 
lowering or raising printed po- 
sition . . . Instant removal of 
impression roller . . . Adjust- 
able side guides . . . Adjustable 
backstop . . . Inside inking .. . 
Equipped for counter attach- 
ment. . . Accurate registration 
... Fully guaranteed. 





DEALERS KNOW 
THEY CAN SELL 
SPEED-0-PRINT 
DUPLICATORS 


with 
Confidenc®’ 


This new achievement in 
duplicating machines 
offers Speed, Simplicity 
and Convenience such as 
you have never known 
before in any duplicator. 
Check the Speed-O-Print 
Pointfor pointagainstany 
quality - built duplicator 
in the world selling at or 
near its low Price, and 
‘ate will soon see why 
it has become America’s 


fastest selling duplicator 


THE SPEED-O0-CABINET 


For beauty and 
utility the roomy 
SPEED-O-CABINET 
is the ideal base for 


your duplicator. 


Substantially made of electric 
welded steel construction — 
adequately reinforced — all 
joints and seams entirely 


welded. $ | . 15 
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bilities were covered by Carl Leopold of The Leopold | 


Company. He prefaced his talk on the subject with 
the history of man’s relation with wood, referring 
to it as the oldest living thing and showing by illus- 
trations how the history of mankind is closely linked 
with that of wood. 

Desks without legs, he remarked, were likely to 
replace desks with sanitary legs, just as desks of that 
type replaced those with full pedestals of thirty years 
ago. The dealer should be alert to introduce and sell 
the new designs. He told of many improvements in 


new desks. He stated that although they are made | 


better than a few years ago they are twenty per cent 
cheaper. The future of the office furniture business 
looked better than the past. Dealers were advised to 
make the consumers style conscious. The influence of 
women in business was cited as a help in the sale of 
modern furniture. Wood office furniture manufac- 
turers, he stated, looked to the dealer to sell their 
product. 

The second afternoon was occupied by a Sales 


Institute, with Mr. Garvin acting as chairman. The | 
first speaker was William F. Block of Victor Safe & | 
Equipment Company whose topic was “Selling and | 


Its Requirements.” L. E. Hooker of Commercial Furni- 
ture Company, spoke on “Turn Over and Its Relation 


to Sales.” J. L. Wren of Western Bank and Office | 


Supply Company spoke on “Selling Through Store 
Display,” Mr. Manning on “Creative Salesmanship.” 
Mr. Hooker urged that the date a desk is bought 
should be shown on the ticket and that the dealer dis- 
pose of slow merchandise at the risk of loss and re- 
invest the money in goods that will move more lively. 
Old merchandise, he said, is outmoded and makes the 
store look run down at the heels. 

Mr. Wren said dealers should bring more merchan- 
dise into the open. It is extremely difficult to make 
profit on demand merchandise only. The dealer must 
provide an incentive. 

Long rows of showcases keep customers away from 
merchandise. He stated that seventy-five per cent 
of the lines the dealer sold should be where the cus- 
tomer could see and handle them. 

Mr. Manning told the visitors not to approach a 
customer until they are loaded for bear and then not 
to jump the gun. Creative salesmanship through care- 
ful thinking creates new business, which is a definite 
help to the customer and a profit to the dealer. He 
reminded his audience that they must not think crea- 
tive selling applies only to large orders. It is just as 
effective on five to twenty-five dollar orders. 

The next part of the Sales Institute was handled 
by the Midwest Travelers Club, its president, Tom Han- 
son of National Blank Book Company, serving as 
chairman. 

“Training Men to Sell From the Profit Viewpoint’’ 
was covered by R. C. (Red) Moore of Columbia Ribbon 
& Carbon Manufacturing Company. “The Dealer’s 
Problem in Selling Big Users” was handled by Ed A. 
Keeling of Art Metal Construction Company. Dan 
MacDougall spoke on travelers’ problems. Mr. Keeling 
said that the moment you cease to call on your pros- 
pect, that moment your chance to sell that concern 
is reduced. He recommended that salesmen be re- 
quired to call upon all accounts not sold and report 
regularly. Sooner or later, he said, they will break in 
where you thought business was impossible. 

“Types of Salesmen and Dealers” was handled by 
E. J. Mitchell, manufacturers’ representative in three 
skits. In the first, Carl Schutz of Eagle Pencil Com- 





NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 


to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 














WHICH ONE IS UP-TO-DATE? 


The answer is, both of them! 


The “drummer” in the checks sported the very 
latest thing in clothes and equipment when he was 
on the road fifty years ago. He used 


BEACH'S "COMMON SENSE" 
.. EXPENSE BOOKS 
a 


to keep a complete, sat- 
isfactory record of his 
traveling expenses. 























The alert business 
man on the left finds 
added uses for his 
BEACH EXPENSE 
BOOK. It simplifies 
the keeping of a correct 
record either for his 
employer if he travels 
on an expense account, 
or for the Government 
if he deducts his travel- 
ing expenses from In- 
come and Payroll tax 
returns. 


Write for a sample of the newest edi- Bi ach 
tion — more complete and convenient mmMonoen. 
than ever! @ ” “NYE 
F xpens¢ 


Beach Publishing Company Book 


| 7338 Woodward Ave. Detroit 


| 
} 


pany was the buyer, Carl Kaufman of Parrot Speed | 
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PERFORMANCE 













Speed . Dependability . . Long Service 
$6.00 retail 

excels 

Why not offer 


your trade this 
Automatic ad- 
vantage. 


Fastens 40 sheets as easily as 2 


by a simple, quick adjustment 
The 3 3 3 Stapler performs 
perfectly under all office work- 
ing conditions. Its autematie 
feature relieves the operator of 
all weight shifting or thumping: 
a light touch on the lever re- 
leases a plunger which automa- 
tically drives the staple. Thou- 
sands a day can be driven with- 
out strain or tiring of operator, 


or wear of machine. Improved 


o drawband hook speeds up _ re- 
4 4 4 Automatic TACKER loading. Use No. 333 staples to 
$6.00 retail pes AE — assure perfect service. A dem- 
matically—cannot kick back. ‘ Z ; 
Use of No. 444 staples assures onstration will prove the superi- 
ority—send us your order. 


perfect service. 


FASTENER Corporation 


2531 N. Ashland Ave. Chicago, Illinois 








Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING... @ 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 
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Fastener Company, salesman. In the second Ted Cas- 
well of F. S. Webster Company was buyer, Larry 
Schubert of The Globe-Wernicke Co. salesman. The 
third showed Frank Palmer of Eaton Paper Company 
as buyer and Herbert Walsh of Southworth Company, 
salesman. The three represented the transition from 
the ridiculous to the sublime. 

The last feature was a court room dramatization of 
a sales meeting. Governor Gerry Manning served as 
judge. Charlie Garvin was prosecuting attorney, Har- 
old Hampton defendant and his own attorney. A dozen 
dealers and manufacturers’ representatives filled the 
jury box. The complaints were that dealers do not 
cooperate, do not train salesmen, talk things over with 
competitors, violate state child labor laws. The prose- 
cutor’s questions brought out sales meetings and other 
practices of the defendant who was found not guilty 
by judge and jury. 

Extending deep and sincere sympathy to the rela- 
tives and friends of Fletcher B. Gibbs, former general 
manager of NSA, who passed away a few days before 
the convention, was adopted. Another extended thanks 
to the Midwest Travelers for their good work. A third 
was a vote of thanks to the Kansas City stationers for 
their part in handling local arrangements. A fourth 
was a vote of appreciation for Gerry Maning of Joplin 
Printing Company who served so well in preparing the 
program and conducting the meeting. The last was 
in appreciation of Harold Hampton, Charlie Garvin 
and members of their troupe for their cooperation. 

Frank Lynch of Johnson Press Company, Wichita, 
Kas., was chosen governor for the ensuing year. When 
called upon for a statement he said, “While I feel like 
card index size, I will try to do a cap size job.” 


$e 


A TYPICAL INS 


o 
TRANSFILE 
FOR 
€VERY 
PURSE 
and 
PURPOSE 








SHOWING NEW YORKERS WHAT A TRANSFILE LOOKS 
LIKE!—This attractive display of a Transfile, manufactured 
by the Guide System & Supply Company, was shown New 
Yorkers recently by the Para-Type Stationery Corporation, 200 
West Fifty-second street, New York City. A large photograph 
of a typical installation of Transfiles was flanked on either 
side by actual files and set off by a number of smaller items 
in front. 


>< 2 — 


ONE DOLLAR BILL CAUSES A FLURRY 

From a small local in the paper announcing that 
Anderson’s were taking up old billfolds, Phil Anderson, 
local book dealer, got the Newton public interested. In 
his window he placed a display of good steerhide bill- 
folds in several styles, and across the top of the card 
attached a one dollar bill (old large style preferred) 
with the legend: “Your Old Bill Fold and a $1 Bill 
Buys a New Bill Fold.” It sold two dozen within the 
first week, Mr. Anderson reported.—AG 
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Stronger— 
Cheaper— 


This Stationary Platform 
Typewriter Desk from the 
Alma UTILITY SERIES cuts 
down noise and vibration 
to a minimum, yet is 
stronger and costs less. 
The Alma UTILITY SERIES 
offers a complete line of 
sturdy desks in plain oak 
at lowest prices. 


No. 51-STW 
50x28 





Also made in single pedestal —No. 39-STW—38x28 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 

















ON 


“GAYLO” 


CORRECT POSTURE 
METAL FOLDING CHAIRS 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
beauty shops, etc. Riveted 
at all joints, made of heavy 
COLD ROLLED steel. Com- 
fortable and rigid in construc- 
tion. Opens and closes 
quietly. Folds flat and stacks 
easily. Upholstered seat and 
back. Rubber tipped front 
legs. Baked Synthetic 
Enamel Finish. 
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TORN 


Colors: Mahogany, Black, 
Walnut, Olive Green or 
Ivory. 





i KELEAN” 


Unground Ball Bearings for the ee 
Metal Office Furniture Industry 





An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed by 
an organization of many 
years of manufacturing 
experience. 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending. ) 


| All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stz impings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet dri awer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


THE GAYLO MFG. CO. 
820 a MICHIGAN AVE, CHICAGO, ILL., U. S. A 


TN 


LQ 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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TIDY-DESK 


Reg. U Pat. ¢ 








SAVES TIME 
AND SPACE 


Can be had in Sen 












SS Zz, 


Is a distinctly different cleanser made 
especially to remove stencil duplicator 
inks and other office soilings from the 
hands. 

Attractively packaged, many weeks 
supply to the box; economical for the 
user but priced so the dealer can realize 
a nice profit. 

\ quality product that offers a worth- 
while unit of sale. Send for the details 














of our sales program. 

















ned 


lhe Retail Slalioner- V4 
KLETAM MFG. CO. Wilkes-Barre Pa. 


ART STEEL CO. New York, N. Y. 

















WARSHAW 
FILING SUPPLIES 


GUIDES 


Give your customers more for their 
money with WARSHAW supplies. Just 
drop us a line for samples. We'll 


INDEX CARDS 


prove it to you. 


e 
WARSHAW Index Cards are rotary FOLDERS 
cut on four sides, excellent stock, uni- 


form ruling. Wrapped in Cellophane. PROTEX STICKONS 


WARSHAW Folders are round cor- 
nered, of heavier stock and perfectly 


scored. z » 
Better products for the same price. ae Can You Give Them? 


Write us to-day. 





MENDING TAPE 


Conditions are changing daily in the Industry. Are 


WA a S kK AW GR ree YOU keeping pace with them? Timely information 
will help you plan sales, act decisively, push profitable 

MFG CO Inc , ies items, keep your stock up to date. 

‘ oe ° BEB cas aeROt tee 5 “The information your Service Bureau gave us 
ONE MAIN STREET NG tt taee geet was just what we needed and placed us in a posi- 
BROOKLYN, N. Y. HE p tion to secure additional business that otherwise 
S: we could not have gotten.” A. R. Taylor Co., 
c Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, 
| Se | news and trade gossip every month. The Service Bureau 
helps you gain information, lists and data gratis, almost 
impossible to gain elsewhere at any price. 
Ask for your FREE copy of OFFICE APPLIANCES 


and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


EN : a 
20 North Wacker Drive Chicago, Illinois 
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PENS AND PENCILS 





Camden, N. J.—At the annual meeting of the Esterbrook Steel Pen 
Manufacturing Company, Edward $8. Wood, former chairman of the board, 
and Albert G. Frost, former vice president, was elected president. 

San Francisco, Calif.—Fred M. Hendricks, manager for the Sheaffer 
Northwest territory, who was ill several weeks, is able to give some 
time to his work. 

San Francisco, Calif. Harry Page, vice president and general manager 
of David Kahn, Inc., North Bergen, N. J., was a visitor recently at the 
headquarters of Kahn distributor, the O. H. Davison Company, 788 
Mission street. 

San Francisco, Calif.—The Zellerbach Paper Company, western distribu- 
tor for the Autopoint Company, now has the new five-color pencils, for 
which it has the agency. 

San Francisco, Calif.—The office of the W. A. Sheaffer Company states 
that W. A. Sheaffer is spending the winter in Southern California, They 
remark that he picks the wet seasons for his California visits. The 
storms have interferred materially with trade on the coast. However, 
the trade is showing a lively interest in the new Sheaffer items, and 
the coast branch looks hopeful for a good season ahead 

Sa Se 
Microscopic Chirography 

The Irish Printer stated that Corporal Wilhelm Bomberg, of Altena 
Westphalia, Germany, has demonstrated the possibilities of economy by 
writing 29,423 words on one side of a postcard, although against the 
saving in paper has to be set the 180 hours and eight pencils required for 
the work. He gains for Germany the record previously held by Great 
Britain with 25,000 words. On his postcard he wrote the complete text 
of 122 pages from Dr. Sven Herin’s ‘‘Trans-Himalaya.” 

——_<)—__—_—— 
Air Conditioning and Absenteeism 

Business (London) made the point that air conditioning can reduce 
absenteeism of workers through maintaining a year ‘round uniform 
atmospheric condition in offices and manufacturing plants. Adequate 
ventilation is maintained and the moisture content of the air maintained 
at a wholesome level. 

——___< 


Five Day Span from Europe to California 
Anglo-American News, publication of the American Chamber of Com- 
merce in London, indicated that Europe is but five days from California 
traveling on a new schedule. Departing from England on the ‘Queen 
Mary,” from Southampton to Cherbourg every other Wednesday, passen- 
gers will be brought to the New York airport in special cars. 
—__———— 
Czechoslovakia-U. S. Treaty 
Commerce Reports states that a most favored nation trade agreement 
has been effected between the United States and Czechoslovakia. was 
effected at Washington March 7. This is the seventeenth agreement signed 
hv the United States under the Recinrocal Trade Agreements Act and 
the seventh to be concluded with a European country. It become pro- 
visionally effective April 16, 1988. 





>—.- 


Peruvian Restriction Against Aliens 
According to the office of the American commercial attache at Lima, 
an official announcement nublished in the local press requires all mana- 
gers, proprietors and emplovees upon whom foreign employers denend to 
keep their employees identification cards and permits up to date through 
registration. 
Le ee 
Business Situation in Ecuador 
Commerce Reports states that while no statistics are available. trade 
hetween Ecuador and the United States is active. assisted bv a scarcity 
of and the high quotations on German aski marks. Tt is said that manv 
orders placed in Germany have been cancelled and given to American 
firms. 
pee ee 
Mail Censorship at Shanghai 
From Commerce Reports we learn that censorship of the mails at 
Shanghai, with no inference that non-Chinese mails will be exempt, is 
planned. 
a 
Japanese Competition in South Africa 
The South African Printer and Stationer commented on Japanese 
competition in South Africa. ‘We direct readers’ attention to the 
article on another page in this issue on ‘Dishonorable Competition.’ We 
have frequently referred in these columns of certain Japanese manu- 
tacturers who imitate well known brands of stationery. Not only have 
we seen the dairies, fountain pens and plaving cards mentioned, but 
more recently we have had samples of excellent imitations of Hotchkiss 
stapling machines and well-known American pencil sharpeners. These 
have so closely imitated the genuine productions that only the price 
quoted for imitations could arouse the suspicion of the buyer.” 
————— 
Malta Increases Duty on Office Items 
Buro-Bedarf Rundschau (Berlin) reports that Malta has increased im- 
port duties on adding machines, cash registers, dating stamps, perfor- 
ating stamps and typewriters. The new duty is ten per cent of the 
value of these items. 





——- > 
Milan’s Nineteenth Sample Fair 


The nineteenth international fair at Milan will open April 12 and close 
April 27. 
—__»-_—_—_ 
All Glass Exhibition Train 
Commerce Reports states that the first all glass railroad train, showing 
the use of glass as a decorative medium, has been started on a 2,000- 


mile tour of Great Britain. The exhibition train, constructed almost 
entirely of glass, may tour the principal railroads on the European con- 
tinent later. Among the 200 varieties of glass used or shown on the 


train are two of the industry's outstanding modern products. One is 
Insulite glass masonry, consisting of the new glass brick, which is al- 
ready being used in buildings because of its insulating value for tem- 
perature and sound, as well as its high light transmitting value. The 
other is armor plate glass, which possesses great fire resisting values and 
mechanical strength. 





Manufactured by 


BRADNER SMITH & COMPANY 


333 S. Desplaines St. Chicago, Illinois 


Your 
Customers 
Will 
Welcome 


The duplicating ink that will 


not separate and has unusual 
drying qualities. Gives sharp 
brilliant copies, and rich black 


tones. Not affected by climate. 


Let us tell you the complete story of 


CANODE’S DICTATOR INKS 


finest for duplicating purposes on both open and closed 
drum machines. 


Dictator Supreme Ink comes in two sizes—'/2 Ib. and | Ib. cans. 
It lists at $2.00 a pound with a generous discount to the dealer. 
Samples will be sent on request. Start selling this quality 
product at once. Order your supply from 


INK SPECIALTIES CO., INC. 


519 So. Laflin St., Chicago, Ill. 
Fred B. Canode, Pres. 
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DRESSING UP” S| 
Ke | 
a fl | - eal r . . . . 
* | Baltimore, Md.—The Baltimore Typewriter Rebuilding Company is 
; % | operating a typewriter rebuilding plant at 106 Park avenue. This busi- 
or t e aster - | ness is owned and operated by O. R. Hoffman, who was connected 
WY formerly with several of the leading typewriter manufacturers. 
aH Baton Rouge, La.—L. ©. Jackson, of the Baton Rouge Typewriter Com- 
veal 


Parade ! rs pany, has moved to a new location at 240 Convention street. 

% | Birmingham, Ala.—Two new salesmen have joined the local branch of 
YH the L. C. Smith & Corona Typewriters Inc.—Dan J. Lovett, Jr., and 
<>, | Howland W. Smith. The latter was transferred from Los Angeles. 
Chicago, Ill.—An epidemic of typewriter thefts and other school equip- 


We have decided the box used for cago, IM.—An epidemic of 3 
3 i ment is being nippec yy the Chicago police. 
our J. S. Brand’”’ ribbon could & | _ San Francisco, Calif.—The Western Typewriter Company, lobby of the 


Monadnock building, has been taken over by Al. B. Barrows and Mary 


fy FE 


| 
ax | 
stand improving. Therefore, we're WY | Page. He comes from the north. Mrs. Page was formerly in charge 
Gu of this business, which has been well established for a considerable time. 
~~ | San Francisco, Cal.—The Typewriter Export & Wholesale Corporation 








stepping out with a new, attractive ~* |. _ Cal ) 
: f “| d * y | ae std pone eee gg me are L. Ll - ga — 
Gx PF orni: aistributo oO Lega vepul ypewriters, and aiso acts § 
container or our eacder. SG distributor for Allen adding machines ducanbout Northern California, 
2 * ey with the exception of San Francisco. Mr. Young had been proprietor of 
A ribbon of excellent quality ina > “Typewriter Guy,’’ the well known typewriter establishment in Oakland. 
R io was also og former — an wae ! Typewriter oo 
° <B Association anc stern director of the Nations Typewriter ¢ Offic 
good-looking package isa strong sell- ‘i — no r 1 itiona ypewriter anc ice 
ing combination—let us send you 
ey 
full details on this item, also our @ 
entire line of inked ribbons and 
carbon papers. 


ADDING MACHINE §S 


=, | San Francisco, Calif.—Al. B. Barrons has taken over the Allen-Wales 
adding machine agency, with headquarters in the rotunda of the Monad- 
nock building. 








i. oe 2 | 
TYPEWRITER RIBBON ~ OTHER MACHINE §S 
MFG. CO. “ San Francisco, Calif... H. Davison reports that the trade is receiving 


a the announcement of reduced prices on the ‘‘Neva Clog’’ stapling ma- 
Walter Willoughby, of the 0. H. Davison Com- 








‘ Nv chines with enthusiasm. 
Tenth at Sansom St. a pany, is making the mountain territory, and reports excellent business. 
i j as San Francisco, Calif._R. L. Smith, manufacturers representative, 900 
Philadel hia y Battery street, has taken the agency for the Rivet-O Manufacturing Com- 
See ee ee ae — ‘>, pany, Orange, Mass., sponge rubber stamp pads. He covers California, 
SNSISTSISISISISISS SISISISISTSISISISL Arizona, New Mexico, Nevada and El Paso, Texas. 





Chicago, Ul.—Burglars took a cash register from the Abbott Cash 
Register Mart the night of March 17. 








FURNITURE 


Indianapolis, Ind.—The Aetna Cabinet Company, 321-29 West Mary- 
land street, observed its forty-fifth year of operation several weeks ago. 
It is now located in a modern plant. 

Oklahoma City, Okla.—The Collins Desk Company has moved to 204 
Northwest Second street. 




















Philadelphia, Penna.—The Holco Stationery Company, Terminal Com- 


, i a) C2 
(When you think of rief Cases, 
’ P, af merce Building, has been registered as a commercial title in the common 
Zipper ortfo 40s pleas court by Morton L. Holsinger, 564 Ninth avenue, Prospect. Park, 
140 Chestnut street, Audubon. 


ind William J. Riegert, 

) Fs “hei Bi Spokane, Wash.—The Spokane Office Supply Company celebrated its 
anNC tipper inq Deders formal opening in March. This business is located at W-908 Sprague 
avenue, 

Topeka, Kans.—The J. C. Darling Company, 734 Kansas avenue, has 


THINK F been purchased by Curtis W. Myers. 
} Wichita, Kans.—Cast Office Supplies has been expanded by the addition 
| of a stationery department. 

San Francisco, Calif.—The H. S. Crocker Company has leased space at 
720 Market street, comprising some 60 square feet, is being remodeled and 
redecorated for general offices and a wholesale warehouse. It is the inten- 
tion to carry a large and complete wholesale stock. 

San Francisco, Calif.—Harry Bertrand has been put in charge of the 
new unit of the Harry Rose Company, 39 Second street. A large, bright 
stock of office furniture, equipment and commercial stationery is displayed. 

San Francisco, Calif.—The corner of Second and Market, a spacious 
room, is being remodeled and redecorated for the H. S. Crocker Com- 
pany, which is to move the middle of April from the present location 
at 505 Market street. In addition to the new store, the company has 
taken the building in the rear with an all glass frontage of about seventy 
feet, three former stores have been thrown into one spacious room, and 
redecorated. This space is an excellent floor for the display of office 
furniture and filing equipment. 

Sa oe 


German Book Lists Marketing Dates of Operative 
Typewriters 


STEIN BROS. MFG. COo., INC. Burghagen’s Zeitschrift fiir Birobedarf, Hamburg, Germany, has pub- 


. lished a book presenting typewriters now on the market. The book 
231 So. Green Street, Chicago gives the width and length of the ribbons used on the various machines; 

the price is three Reichmark. The publisher’s address is Hamburg 1, 
Postschek-Konto, Hamburg, 135 12. 


O 
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The Stein Sign 
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COOL and COMFORTABLE 


Ventilated by 


Respiration 





. S. Patent 
No. 2,025,712 





Don’t wait for your customers to ask for a seat cushion 
before showing them a Respirator Cushion, but instead 
explain and demonstrate Respirator Cushions whenever you 
have an opportunity and you will be surprised at the num- 
ber of Respirator Cushions you will sell. 

A SATisfied customer and a SATisfactory profit for the 


dealer is a mutually SATisfactory transaction. 
Manufactured by 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S. A. 





CHROME RUBBER STAMPS 
for More SALEs! 


This New Chromium Stamp Holder displayed on your showcase 
will create new interest in your rubber stamp department, re- 
sulting in new sales and profit. 


OUR SPECIAL OFFER TO HELP YOU INCREASE 
YOUR RUBBER STAMP BUSINESS 

With an order for a set of 12 of the most popular Chromium 
Mount stock stamps at our very sp< cial discount to dealers, we 
will give you 
ABSO LU TE- 
LY FREE 
a beautiful 
ehromium 
holder for dis- 
play on your 
showcase. 


Be the first 
in your com- 
munity to fea- 
ture the New 
Chromium 
Stamp. Im- 
mediate Deliv- 
ery! 





MOUNT 


Cost No More Than The Ordinary 














Be sure to 
write for cat- 
alog, liberal 
discounts and 
full details on 
made-to-order 
Chrome Rub- 
ber Stamps. 




















Bankers & Merchants Stamp Works, Inc. 
3215 Sheffield Ave. Chicago, Illinois 

















70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 


HANSON 
SCALES | 


Better service for shipping and mailing departments. No 
beams nor weights to manipulate, no mechanical attention 
nor oiling needed, no time lost—just put the package on and 
read the answer. 
Construction: Case of heavy sheet steel, mechanism extra 
heavy, accurately machined parts with springs of specially | 
tempered Swedish steel. Tested with official weights for ac- 
curacy and provided with indicator adjusting screw. 
Dimensions: 6 inches high, 10 inches wide, 16% inches long 
platform 14% by 10 inches—weight 19 Ibs. | 
More Sales for Hanson Dealers: It’s worth while to replace 
old equipment when you consider the saving in time, con- 
venience in use and assurance of accuracy now offered. Full 





100 Ib. by '/p Ib. 
HeavyDutyExpress 
No. 1585 $15.00 


250 Ib. by | Ib. 
HeavyDuty Freight 
No. 1500 $12.50 
(indicate weight 
only) 





details of the new scales and the Hanson merchandising plan 
on request, 


Hanson Scale Company 
574 N. Ada Street Chicago, Illinois | 


VUL-COT 








Guaranteed 5 years 

























DO THIS— 


If you want to demonstrate the real 
strength of Vul-Cot: Lay any Vul-Cot 
on its side with the rivets on the floor. 
Then let any 100 lb. boy or girl stand on 
it. Vul-Cot will bend under the weight 
... BUT, it will mot dent or crack. 
When the weight is removed, Vul-Cot 
will spring back into its normal shape. 
A new one free if it fails. In Vul-Cot 
there is NO SOFT FIBRE to dent or 
crack. No metal to bend out of shape. 
You can buy cheaper baskets . . . But, 
nowhere, at any pric e,can you buy 
a stronger wastebasket than Vul-Cot. 
Made of National H*A*R*D VULCAN 
IZED Fibre. In a variety of colors. In 


sizes and shapes to meet every need. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Del. 


-the National Wastebasket 
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S. & D. Loose Leaf Co. 








PERFECTION METALS 


for ring books and post binders— 
a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative 
427 San Pedro St. 


It will help 


Los Angeles 

















Offer this New SCHWAB 
SAFE 


No. 1853c for 


profitable business 





A paper recently read to a dis- 








trict meeting of the N. S. A. 
estimates that 95 per cent of 


business firms keep their rec- 








ords in safes or vaults of anti- 


quated or unknown quality, 
many of which are old and in- 
sufficient for full protection— 
and that firms who have been 
quick to replace old typewriters 
and desks have permitted old 


safes and vaults to remain. 


That condition offers a splendid 


opportunity to dealers for im- 











portant service to their trade 
and for good profit as well, in 


Schwab Safes. 





For example, the 


safe illustrated here. It is only 





24% in. wide by 62°% in. high 
by 37% 
modates 17,000 letters filed for 
Weighs only 


We build safes for every office in. deep, yet it accom- 


record protection and for fur- = 
instant reference. 


1200 pounds 


its contents for one 


riers, jewelers, postoffices, and will protect 


and offer dealers 


hour in 
1600 de- 


banks, ete., 


profitable opportunity in temperatures reaching 


Schwab sales plan. grees F. 


The Schwab Safe Company 


Lafayette, Indiana 














A SATISFIED CUSTOMER 
FOR FUTURE A 


DDITIONAL 
BUSINESS 


An item sold at 
a price does not 
always give sat- 
isfaction. 


Munson Keys 
have satisfied 


for many years. 





INTERNATIONAL 


COB0000606098 


MUNSON SUPPLY Co., 348 Hudson St., New York City 


Please send information about the New Key 











300 new :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most souices of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. 


say this section in itself is worth the subscription cost, not 


Many readers 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 








New Package and Counter Display to 
Name... 20 North Wacker Drive Chicago, U.S. A. 
Address es ee 
City..... et ee | 
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RIBBONS AND CARBONS 


Fort Worth, Texas.—A. B. Carlisle, Jr., has been appointed exclusive 
distributor in Texas for the Old Town Ribbon and Carbon products. 

San Francisco, Calif.—William Bohn, of the Pacific Carbon & Ribbon 
Manufacturing Company, 1451 Harrison, is making a_ thirty-day trip 
through the northwest. 

San Francisco, Calif.—W. G. Huston, manager for Mittag & Volger, 788 
Mission street, is prepared to show the new Trade Mark merchandise 
of the “M&V Thousand and Five Products Exel line.’ Decalcomania 
transfers for windows and showcases are now available 

San Francisco, Calif.—The local branch of The F. S. Webster Company 
has been moved from 576 Mission street,, to the Office Appliance Center 
building, at 20 Second street. Walter Funck is branch manager. 





WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


—— ~> 


The United States Department of Commerce is rearranging the export 
statistics, and all of the changes are effective, except for the classifica- 
tions of Typewriter Ribbons and Carbon Paper. The tabulations for ex- 
ports on this classification will be presented in the May number. 


—_— > 





Denmark Foreign Exchange Law 

The revised foreign exchange law of Denmark, which went into effect 
at the end of 1937, increased the free list, for which import permits 
are not required, from 80,000,000 to 450,000,000 crowns For the most 
part articles transferred from the bound to the free list were raw 
materials essential to Danish industry and on which in the past it has 
not been difficult to secure permits. The law gave the Minister of 
Commerce authority to transfer any import product from the bound to 
the free list and vice versa, as he deems advisable. No continuity of 
trade for suppliers is guaranteed and it is generally believed that 
economic and political considerations will be the determining factors in 
further changes on the list. 


TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


> 


Inter-American Travel Conference 

Plans are under way, says Commerce Reports, for a travel Conference 
to be held at San Francisco during the period of the Golden Gate In 
ternational exposition in 1989, probably during the month of April. It 
will be the first important Inter-American Congress of this kind, and in 
vitations have been sent over the signature of the president of the 
exposition not only to Latin-American governments but to semi- 
official and individuals in North, Central and South America. Since 
the preliminary meetings of the Golden Gate International Exposition, 
representatives of the Pan American Union and other interested agencies 
at San Francisco, plans have gone forward at a rapid pace. 


Allen & Company 
11-13-15 Vandewater Street 
New York 
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Czechoslovakia and U. S. Trade Agreement 
Details of the trade agreement between Czechoslovakia and the United 
States have been released by the United States Department of Com- 
merce. A number of items of the business equipment field are affected, 
including: Typewriters, calculating machines, cash registers, bookkeeping 





machines, accounting machines, statistical, addressing and postal frank > 
ing machines, record keeping equipment, addressing machine frames, dic "stale 
tating machine cylinders. NZS 
———S—= aKs Bad temper, reduced ef- 


United States Exports to French Morocco 
Office machines are included in exports from the United States to 
French Morocco covered by recent statistics. 


ficiency and floor repairs 





were running into many 





oe A dollars yearly until an 
American Consulate at Perth a. : : i 
Commerce Reports states that an American consulate has been estab office equipment dealer 
ae the State Department of the United States at Perth, western pointed out the costli- 
ss d ness of “cheap” casters. 
Cuba’s Tourist Traffic A} ya : 
According to Commerce Reports the tourist traffic of Cuba in December ad $y oo AEP SEFERE A est of .. 
was 15,811 tourists and excursionists. This contrasted to 9,704 during - 
the preceeding month. A new steamship service was inaugurated be- 


tween Miami and Havana January 26. 
a ae 
Cuban Commerce Chamber Elects 
Cuba Y Finenciera reported the election of officers of the 


Economica 1 
Association of the Cuban Association of Commerce, chosen by the mem 


bers. These officers are—Isadoro Gonzalez, president; Stanley F. Genovar, a = 
vice president; second vice president, Eusebio Coterillo; treasurer, Paul J. h t 
Miller; secretary, Antonio Bustamente, Jr. secretary ice C alr Cas ers 


—__>—_—_— 
. he wonders how he 





German Office Machines in Jugoslavia 


Papier Zeitung (Berlin) reports that within the past ten years an in ever did without them. 
creasing quantity of office machines has been exported to Jugoslavia . 
He now does MORE 


from Germany. 
—__>__—_ 


Rotarians Give Aid in China 
Revista Rotaria reported that Rotarians in China were prompt to sub- 


work, has no more floor 


repairs, and shows his 


scribe aid to the unfortunate Chinese who were caught between fires when | gratitude by always trad- 
the Japanese forces endangered the Chinese people. : a 4 
ae ing with the dealer who 
With “Eagle Ottawa” in Latin America first sold him Darnell 
The Tanbarker (of the Eagle Ottawa Leather Company) published a Products. iy oa abioe 


paragraph regarding the situation in Nicaraugua regarding the low prices 


(Min. DARNELL CORPORATION, Ltd. 


Sega P. O. Box 4027-0, Sta. B, Long Beach, California 
Breslau Fair In May 36 N. Clinton, Chicago . . . 24 E. 22nd, New York 








Burghagen’s Zeitschrift fur Burobedarf (Hamburg), states that a fair 


will be held at Breslau May 4 to 8 at which office machines and acces 
sories will receive emphasis. an TT 











OFFICE APPLIANCES 





ADD service for your customer and 


INCREASE your sales and profits 


with the improved 


“Add $5.00 to your investment, sir, and double convenience 
Under your typewriter, METALSTAND is a 
Make this recommendation, com- 
plete your service and increase your earnings. METAL- 
STAND is framed of 8 gauge steel with legs of 16 gauge, 
shipped K.D. to be set up with a positive interlocking 
device that forms a rigid, substantial frame. 
side leaves of maple are finished olive green or in walnut, 
quiet casters 


and usefulness. 
most valuable adjunct.” 


Tops and 
mahogany or oak grained finishes. Large, 
facilitate movement, making the typewriter available any- 
where in the room. The 14x17% inch size retails at $5.00, 
side leaves extra, and the 17x24 size is but slightly higher, 
and the extra top space is sometimes especially advantageous. 


METALSTAND COMPANY 


displa 
order. 


sub jec 


135 N. 22d St. 





METALSTAND 


DEALERS who do not have 
METALSTAND in stock and on 





y are invited to send their 
METALSTAND is shipped 


‘t to customer’s approval. 


Philadelphia, Penna. 








Te a 
Speed-Mo No. 400 FOUNTAIN BRUSH 
and CLEANER 





Nothing else like it. 
Dual cleans 
type, removes spots. 
Good repeat sales 
on refills and brush- 


use; 


es. A money-maker. 


Write us. 


RIVET-O MFG. CO. 
61 Jason St. 
ORANGE, 








MASS. 








of Speed-Mo Marking Devices and 
specialties. Now Ready. Send for one. 


A SMART ITEM 
FOR 
SMART DEALERS 
——— @=— —— 


THE ROCKIT ARCH 


priced, it meets 


“something 


Reasonably 
the demand for 
better” @ Attractive design 
e Handsomely finished © 
@ Only one moving part @ 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and punchings. @ Sell the 
best and hold customers @ 
Dealers write today for prices 
@ Territories for, agents. 


ARMSTRONG & WHITE PITTSBURGH, 





FILE 


PENNA. 








NEW! 1938 CATALOG 















You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%”’) 

with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 










COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 








NEW 


RUBBER-COVERED 


= “KOIL-O-MATIK” 
AUTOMATICALLY Coils Cord Out of The Way 


RUBBER COVER prevents scratching of 
desks and furniture and abolishes dangerous 
“shocks” and “shorts”. 

“KOIL-O-MATIK” is the only RUBBER 
COVERED device that actually coils the cord 
out of the way. It prevents Kinks and Snarls 
and saves Time and Temper. Fits all cords 
and makes full length always available. 
Packed in very attractive individual box. 

PRICE 25c¢ . . . LIBERAL PROFITS 

Write for full details or order now. Liberal dis- 

counts on 1 doz., 6 doz. and 12 doz. lots. Sample free 





to dealers. 


THE NEVERKNOT CO., Dept. 5-K 


4525 Ravenswood Ave., Chicago 














(Pens 


exclusivelY 
SINCE 1876 





te COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET PHILADELPHIA. PA. 





D U % ti O LETTERING 


GUIDES 





H 
\3| 
:| 


More than 40 different guides from '/”, including 
¥,”, made of heavy green transparent celluloid 
available in both upper and lower case, together 
with new modernistic styli. Write for circulars and 
new, unusually large discount. 


Sold through independent office supply dealers only. 
THE DUPLICATOR SUPPLY CORP., 
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B FE N T S O N Standard Steel 
Office Desks 

Good quality and moderate price recommend this line 
of desks and tables to your consideration. In it, you 
can offer your trade good service, long life and economy 
both of first and after cost. Made in three sizes flat top, 
55, 60 and 66 inches long by 34 inches wide, also 
double face flat top, single pedestal flat top and type- 
writer, drop front and pedestal typewriter desks, and 
five sizes of tables. Stain proof linoleum top—easy, 
noiseless operation. Full details in the Bentson Desk 
catalog. 

All Bentson 
Steel Files 
and Desks 


RHIFE PETE APOE] carry the 
AJ Steel Furni- 
f ' : 







SEPIA Cyc y, ture Insti- 


Se : LANAI tute labels. 


BENTSON MFG. CO. 


AURORA ILLINOIS 

















The 


ADAMS 
Ideal BOOK RING INR Re AY sR os 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
Waa is: cea, Ta Ok. Aaas ways right side up. No need to hunt 

ind fumble to find the place where 


NOV. 6,1923 “ae : 
the ring opens, if it’s an Adams ring. 


i ADDING MACHINE 


Inside Diameters: ing and most satisfactory ring ever 

invented for perforated sheets or 

No. 00, 34 in. No. 2, 13% in. binders of all sorts. Allows binder or R P @) R A . I @) N 
No. 0, 7%, in. No. 3,2. in. sheets to lie flat when open at any G e) 

point. The enlarged joint, nicely 


No. O01, | in. No. 4, 236 in. e 

Ne 1. Tin ee rounded and smoothed, keeps ring 
gay eee iia : right side up in position to be in 
Come also boxed assorted stantly unlocked. 


in seven sizes. Order through your wholesaler We also 
manufacture inexpensive loose leaf metals 


Henry T. Adams Mig. Co. &).5° iar “A 515 Madison Avenue NEW YORK CITY 


i. a LOOSE LEAF 
# ® : a 


Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity regu- 

lated by _ interchangeable HOLDER 
posts. $3.50 per dozen sets, 

f. o. b. N. Y. Request on 

your letterhead brings sam- 

ple and details. 


F. B. Mfg. Co., “NewYork NY. 





PATENTED 














? 














\ «ROLLING UP PROFITS FOR YOU 


if No. 2479 Double Ball Bearing Caster is in 
use in most of the country’s leading indus- 
trial and professional ofhces and institutions. 
It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 
7 \og and facts about this profit-earning line. 
FAULTLESS CASTER CORPORATION 

Evansville, Indiana 
























(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(eft) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 



















OFFICE 
CUSHION 


Fine Quality 
Popular Priced 


Convertible for summer service 


STATIONERS—when summer sales cry “help”, be prepared 
beforehand. Stock this fast moving and profitable item. 
Compare the “Perfect” line of sponge rubber office chair 
cushions. We will be glad to send full details and prices. 
A trial will convince you it is profitable to keep “Con- 
vertible” in stock. 


The Perfect Rubber Seat Cushion Co. 


1412 Unity Street Philadelphia, Pa. 









pread Grippit with your fingers 
and see how it rubs off, leaving 
them cleaner than before. See how 
it brings actual pleasure to the 





pasting of charts, reports, stamp 






albums—erstwhile pesky jobs. . . 
Look for this display on stationery 







counters ... Write us for newly 







designed, larger tube — Free 






Harriman-Welts Products Co., 200 Summer St., Boston 




















OFFICE APPLIANCES 








DESIGNED for Efficienci a | 
BUILT for bon ability - mcs | M vki lo} Cel 7 T loi a 
cw iff * \ 













TESTED for Accuracy : th: capacity 
GUARANTEED for Satisfaction POSTAL SCALE | lsJaele ucts 
oman Examine this scale carefully. No- i 5 | 





tice the heavy cast rocker arms, the 
double riser in one piece, the sturdy 
indicator arm. There’s nothing to 
Card-cases, any size; loese-ieat envelopes, punched: 
menu covers, factory record protectors, ‘ag holders, 
bill-fold envelopes, stamp containers, ete. Made of 


acetate (slow-burning) transparen’ cellulose. We 
build to fit your particular need. Write us for detaiis. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave - Chicago, U.S A. 


get out of line in the MITE scale, 
nothing to go wrong. 


It is truly “Built for Durability” 
Manufactured by 


LIST $1.50 MARVEL SCALE CO., INC. 
3010 W. Wells St., Milwaukee, Wis. 
IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT AND SEND US HIS NAME 














AGENTS 
WANTED 


We want an active 
agent in every city in 
the United States. Our 
prices are America’s 
lowest and our price list 
the simplest. 


INK 
y ERADICATOR 


The handy vial style 
for removing ink from 
paper and white 
cloth. A tap releases 
a drop—bent neck 


ee, ee rhe er hh hrtrpr— oo 


eee eee 999944440008. 








We sell only thru Agents cients see. 1 

LETTERHEAD SAMPLE BOOK FREE Sold by Leading Sta- ‘ 

Social Engraving Sample Book mailed for deposit of $1.00 which is refunded f tioners. } 
after receiving $25.00 net of engraving or return of sample book i ; 4 
eudeke q 

NY § 

NATIONAL ENGRAVING COMPANY H A ee. 
Cable ''ERADICATOR 1707 Zerega Avenue ¢ 

BIRMINGHAM, ALABAMA New York City, ts. Y. 4 














4a 


. 
4 


XXXAAAAAAAIAAAAAAAAATAAAAAAAAATIIIIIIEX 


WANTED 


Dealers 


TU BUY ato sen 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Wniters, Dictaphones. Big Profit—No in- 
vestment. Write 


PRUITT CO. "2x 


XXXXXIITIAAIIAIXIALAIIXAX II XXXXXXXXIIXY 


+ 


Clip - Ons—the Ever-Fast 
Paper Clip_tor all office paper 5 
fastening uses. Most economical and ip 7 n 


secure; cannot pick up unrelated pa- 


pers. Three sizes, brass or nickel Corporation 


finish. Prices and samples to Sta- 
ne Oswega, x F. 





XXXXXXXXXXLXXXXXxXxXxxxxrrxy 





Mcxxx xx XxX XXX XXXXXXXXXXXXYYyY) 








oe 
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SELL 


MASTER SPEED hEYS 


They will bring you nice 


PROFITS 


RIGHT NOW 


Their superior and exclusive features arouse in- 
terest, which makes for more sales. 


WRITE FOR SAMPLES AND PRICES 
| SPEED KEY MANUFACTURING COMPANY 
28 Columbus Place Brooklyn, N. Y. 








Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N.5. 
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A COMPLETE LINE OF METAL PARTS 
FOR THE LOOSE LEAF BOOKBINDER 





FOR 
RING 


BOOKS 


CS 





POST BINDERS 


FOR 
RECORD 
BOOKS 


FOR 





THE TENACITY MANUFACTURING CO., Cincinnati. O. 

















Multiply sales by 3 
with this inviting display 


( 7 







From 200°7 to 300°; increase in 
MOORE Maptack sales are often re- 
ported by dealers who display this at- 
tractive, all-metal, revolving cabinet. 
Takes but little counter space .. . holds 
acomplete assortment. ..and is supplied 
FREE with order for 5000 assorted 
maptacks. Advertised nationally to mil- 
lions. Order from your jobber today. 


FREE 


MOORE PUSH-PIN CO. \, 
as 


: 113 BERKLEY ST., PHILA., PA. 


Za>e> 
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CLOYES 


Replacement Parts for Adding, Book- 
Keeping. and Caleulating Machines 





Write for our new revised catalog. 


NEW ITEMS—ADEQUATE STOCKS— 


FAST SERVICE 


CLOYES GEAR WORKS 


17214 Roseland Rd, N. E.. Cleveland, Ohio 
Cable Address, *“*CLOYESGEAR’”’ 
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Pe 6 Oe 6 8 8 ee 6 8 6 6 ee 
we ? FIT FOR OFFICE 
EQUIPMENT FIRMS 


IN A NEW LOW-PRICE LINE 
OF ALL-YEAR "ROUND 


AIR CONDITIONING & VENTILATION 


UNITS SELLING FROM $15.00 to $65.00 
This is a virgin field for the public is 
definitely air conscious. This gives you 
in addition an opportunity to use this line 
as a wedge to increase sales in your own 
line. Big discounts. 


Write Now for Complete Details 


RONALD STEEL PRODUCTS Corp. 


423 WEST 28TH STREET NEW YORK CITY 
Da 6 Be 6 8 5 8 6 i 6 ee 6 8 es 8 8 ee 
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_ eagaepanen ICC ICI : SOOO O Ce eo oe$eoe5e52 
4 The “Aluminum” Pocket Seal § 
y and other MARKING DEVICES § 
; POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS ; 
s MEYER & WENTHE - CHICAGO 
iH OFFICE & FACTORY - 24 to30 S. Jefferson St. & 
b LOOP STORE - 31 North Clark Street " 
i! WEST SIDE STORE - 30S. Jefferson St. " 














WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN ano APPLY - 


CEL-U-DEX CORP., 1 Main Street 


BROOKLYN, N. Y. 








The New 
‘*KontroL”’ 
BOARD CLIP 

Stays open until papers 
are arranged 
Light Weight 
Well Balanced—Compact 
Hard tempered 
Black Fibre Board 
Nickeled Clip 
Four Sizes 
Memo, Note, Letter, Legal 


KON TROL 
BoARD CLIP 


aie. 


CusHMAN & DENISON 
Mere. Co. 


241-243 W. 23rd St., 











we 2 

















OFFICE APPLIANCES 








IN EVERY COUNTRY 





CELLULOID SIGNAL 


for all 
VISIBLE RECORDS You will fine ONE leading office equip- 
Made in 6 transparent col- ment trade journal of national importance. 


ors and 2 sizes. Data com- 
pletely visible. Also made 
in 4 opaque colors—matte 


finish for writing. i pl F R A N C E 


Write for samples and prices 


GEORGE B. GRAFF CO. 
64 Washburn Ave., 
Cambridge, Mass. 

















NEW PRICES 
adding + billing + 





bookkee p in g + First and foremost office equipment maga- 
wr = ‘ zine dealing with office and factory manage- 
Pea aring m eve cssatell ment and efficiency is the ideal advertising 
a emiieiiie- - ¢hiaaneniee medium for U. S. Manufacturers desiring to 
AND OTHER OFFICE DEVICES increase their export trade, particularly with 
Rough and Rebuilt Write for Latest Price List 
Rk eliable TYPEWRITER & ADDING MACHINE CORP. FRANCE 
303 W. MONROE ST. CHICAGO, ILL. 





BELGIUM 
SWITZERLAND 
ETC. 








Cache 


CARBONS AND RIBBONS 


a complete and dependable service for 


the Ww riting and copying needs of Amer- , 
a uA pom bole 0 peeee ok Gane Include *“‘METHODES” in your ad- 
coos rg . ag we ooo a Rib ant e tising appro »riation : It ays 
angle gee tig mbna egy ey piace allied . — 
lig oR Dey laa Send for free copy today. 


Codo Mfg. Corp. 
CORAOPOLIS, PENNA, 
New York Chicago 

















‘‘*METHODES” 
SUBSCRIPTION RATES 


For Sale To France, Colonies, Belgium and Luxem- 
50 Francs 











WES CSG SLIAG Se SGA San Se eG Seine 

700 Countries adhering to the Stockholm Con- 
WUD s bios. 355 555 0 aod ns 60's 53.80 55 Francs 

FIRE PR r Countries not adhering to the Stockholm 
OO Convention (including the U.S.)....... 60 Francs 





SAFES 


Reconditioned like 
new. 


Combinations guar- 
ee METHODES 


All standard makes 











and sizes. . s 
Attractive wholesale 27 rue des Petites Ecuries 
Dealer inquiries invited prices. . 
Paris X° France 


ACME SAFE CO., INC. tavvosx cm 




















APRIL, 


To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 
present scale of prices meets all competitive market 
conditions. 

Write for November price list. 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, U. S. A. 
CABLE: TYPEMORSE, N. Y. 


1938 











TECHNYGRAPH LETTERING GUIDES 


-AI3C BEFGHJ<LMN@/P2RSTUV 


1¢/2/S@e%eL%SIZEZLBZAXM 





Over 40 different guides from % to and including 
34 inch. Made in AMBER COLOR and packaged in 
GREEN KRAFT THUMB-CUT JACKETS WITH A 
CELLOPHANE WINDOW. Are you selling these— 
if not, why not? Sell the best—they cost no more. 
Write us for circulars and prices. 


THE TECHNYGRAPH 


Techny, Illinois 


NOW 


MORE THAN EVER 


BY-Yol (=a ileltl le Mt iela 4 
KOH-INOOR DRAWING PENCILS 











MEPHISTO COPYING PENCILS 


and 
other members of L. & C. Hardtmuth’s quality line 


—- 
eae 





ih ia hs a yeaa ti 
t The New Browne-Morse.'+ 
+ 6-Leg Steel Desk Line 4 
+ + 
t HAS EVERYTHING pe 
pA LET US TELL YOU MORE ABOUT II + 
+ + 
t Browne-Morse Company t 
a Muskegon Michigan > 
Va New York Office and Warehouse - 112-114 Wooster St. : 


SHEFF FFF FHF FF H FFs ++ +o sts 


179 





se 
Model (jp 3 Movement 


Model @ Lever 
Movement 


Model @J) 9 Movement 


WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 











DR. SCAT 
A Leader! 


Why ... because your customers 
are satisfied. 
Dr. Scat does more than clean type, 
it refinishes platens, prevents rust- 
ing, polishes and preserves nickel 
and enamel. 


Sold from Coast to Coast by the 
best Stationers, Office Sup- 
ply and Typewriter Dealers. 











Manufactured by 


DR. SCAT CHEMICAL CO. 


178 N. Franklin St. Chicago, Ill. 





Reg. U.S. Pat. Off. 












SUPER moisthess 


FOR EXTRA LARGE 
ENVELOPES 


LABELS, STAMPS .. 
No. 3— $3.50 


Large 3 inch brush 
applies just enough Mois- 
ture for quick, perma- 
nent adhesion without 
soiling fingers or envel- 
ope. Rustproof. No mov- 
ing parts to wear out, 





Sole distributor 


A. W. KELLOGG SALES CO., WALTHAM, MASS. 
Mfd. by Better Packages, Inc., Shelton, Conn. 


~@ For OFFICE and SECRETARIAL USE 


an 2 2 on We ane 











PEN RULED - PRINTED - LITHOGRAPHED 





Let us help you solve those special order problems in car- 
bon copy books, unusual record and accounting sheets, 
loose leaf sets, numbered work, Lithographed Business 
Stationery. 


Quality Work - Attractive Prices -Dependable Service 


Write for samples—Send all special copy for pricing. 








STATIONERS MANUFACTURING CO. 


800 E. MONUMENT AVE DAYTON, OHIO 











OFFICE APPLIANCES 


















Not sweet smelling words... | 





but Two-Fisted Dealer-Minded ACTION 





@ It’s easy to make a man feel good by flat- —or helping him to locate and sell them. 
tering him. But the effect doesn’t last. Royal Royal’s policy provides the dealer with 
wins good-will through action—action tested point-of-sale advertising material that 
which promotes the best interests of dealers. brings home the bacon. And finally, it gives 
Royal has never deviated from this policy, him the finest portables made—priced for | 
originated with the first Royal Portable. profit and sound dealer merchandising. 


It accounts for the fact that during 1937, 





dealers made more money, sold more port- 
ables for Royal than ever before in the 
history of the company. It is responsible, 
too, for Royal’s great national advertising 
reaching millions of prospects, and—either 
sending them into the dealer’s store to buy 








“Naturally, I'm for Royal” 


says W.J. Peacock of the Standard 
Typewriter Company, in business 
since 1909 at the same address— 
P 129 Fifth Street, Pittsburgh, Pa. 
’ “Royal is for me and every’ other 
dealer. First, to my way of thinking, — r 
with sound, selling advertising If you are not familiar with Royal’s method of 
... frst in product—your Royal . ‘ : 
Portable can’t be beat at any price.” operation... if you want 1938 to be a turning 
point in your career—address: Royal Typewriter 


Company, Inc., 2 Park Avenue, New York City. 


EALER FIRS 7! 











WITH R OYAL IT’S 






(LETTERGRAPH MODEL “‘C” 


Never before has an automatically-fed, legal 
size stencil duplicator been offered at such 
an amazingly low price. Automatically feeds 
bon post card to full legal size. Designed to 


combine streamline beauty with practicability. 





LETTERGRAPH MODEL ‘'B’’ 
A full legal size, inside, brush inked 
stencil duplicator. Large perforated 
drum easy to ink, handles from post card 
to 8!/, x 15 in. A very sturdily built 


LETTERGRAPH MODEL ‘‘A"** duplicator, simple and clean to operate. 
A sturdy, letter size rotary stencil dup- : 
licator at an unheard of low price. Inks 

with a brush from the outside. Features 

Superpad (quickly changeable ink pad), 

making it ideal for multiple color jobs. 















“We're 


TRONG 


for the 







| Typemaster Portables!’ 


—says Mr. M. Friedland of the 
St. Paul Typewriter Exchange 






“We tell our customers who have no pref- 
erence,”’ says enterprising St. Paul dealer, 
«we would rather sell the Underwood.’’ 


HEN a dealer makes it part tomer good will. Underwoods nerer 
of his sales policy to recom- let a dealer down! 


Underwood builds Portables to 


Underwood Typemaster Portable 
Champion Model, retailing at $64.50 


mend the Underwood, it’s a sign 
that he appreciates the value of cus- stand up... to take all the punish- 


ment that untrained fingers can hand 























sine : 
out and keep on performing up to 
: r traditional Underwood standards. 
; 
SEVEN BIG Dealers who make a real dent in 
TALKING POINTS | their local markets naturally are in- 
; ‘ | terested in Underwood speed, ease 
1 New Sealed Action Frame | ; A eA ; 
aa : : | of operation and fine writing quali- 
providing quieter operation | é 
and maximum protection | ties. They're interested, too, in the 
against dust. distinctive eye appeal that the 
“ J, Underwood holds for the prospec- 
2 The Champion Keyboard Y 
... kinder to typing finger-tips tive buyer. And back of these Underwood Typemaster Portable 
... Saves broken fingernails. qualities dealers want Underwood Universal Model, retailing at $54.50 
| ° . . 
- oe ruggedness, durability, stamina. 
3 “Tuned to the Fingertips ba 
... two adjustment features as- : Rca. . : 
. ) e e e DEALERS: If you are not selling 
sure supreme ease of touch. J ' Ri. 
Underwood Portables now, write for DEALERS FIRST 
4 100 per cent Typing Visi- | full information concerning the com- ; 
bility. I Und 1 |i I : k In the Underwood Portable 
: | siete U -rwoo ine. it pays to s c . 
om pete oe ‘ . wed C rete sales policy the Dealer a/ways 
5S Complete accessibility to | the machine that the world is buying. comes &rst. Underwood Port- 
ne-h; Z | s % 
type-bars and ribbon spools. ° ° ° ables are sold “‘overthe counter 
: : | thro uthori U - 
6 Keyboard Controlled Rib- | Portable Typewriter Division —_ A zed Under 
bon Shifting Device. UNDERWOOD ELLIOTT FISHER COMPANY wood Portable Dealers. All 
Typewriters. . Accounting Machines. .Add- [ nderwood promotional activ- 
7 Back spacer on left hand ing Machines. . Carbon Paper. . Ribbons Us ity is designed to send cus- 
ide—normal typi iti ee anne F tomers into the Dealer's store 
pe SOeaeas FES Poses One Park Avenue New York, N. Y. : is ‘ 
Sales and Service Everywhere. 
Underwood Elliott Fisher Speeds the World’s Business 





pyrignt 1938, Underwood Elliott Fis 


er 











